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Once again SKILSAW opens to its dis 
tributors new markets and the way to 


new profits with two new tools that 


are far ahead of all competition! 





These two SKILSAW DISC SAND 
ERS are revolutionary in_ design, cor 


( a } rf man The t ng 
new standard of qua velema lite raeleny 
anding and g ling work idust 
Th ha been developed f a def 
an lo a bet yt 


SKILSAW Distributors will welcome 
these two new additions to the ‘complet: 


SKILSAW line 


SKILSAW, INC. 


3310-20 ELSTON AVENUE, CHICAGO: | 


210 East 40th Street New York 
52 Brookline Avenue Boster 
1429 Spring Grove Philadelphia 
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Through and with these five 
essential requisites for profit- 
able merchandising SUPER- 
DUTY files convincingly prove 
to the user the wisdom of 





quality file usage. Inferior files 
are out. SUPER-DUTYS crash 
in and you, as our exclusive 
distributor, get the orders. 





Cleveland, Ohio 


UALITY ae > SINCE £89 9 


QUALITY BRINGS eo a ee 
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_ ~ = USERS CONTINUE TO REPEAT ON THIS LINE 































; ~ — —AND IT’S REPEAT PROFITS FOR YOU! 
st 

, @ Satisfactory performance; service that 

. improves operations; assured economy — 

ct all three combine to increase the demand 

2d. for Link-Belt power transmission equip- 

= ment. The result is more business for 

mill supply men. 

The Link-Belt line is complete. It in- 
| cludes anti-friction and babbitted bearings, 
| take-ups, clutches, couplings, collars, pul- 
| leys, gears, hangers, etc., as well as a 

full line of positive drives — silent and 
e roller chain drives, speed reducers, and 
t- | variable speed transmissions. 
2. Because Link-Belt quality stands out in 
fe i the minds of users, mill supply distributors 
of | will find it to their advantage to get our 
es Catalog No. 1500 at once. Address 
sh LINK-BELT COMPANY 
ve 2410 W. 18th Street CHICAGO 
rs. Offices in Principal Cities 
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apg. THE REASONS - - 


THESE 


for the astounding sales gains of 


THOR DISTRIBUTORS 


che SALES COOPERATION 


4 @ THOR maintains the largest organization of Missionary Men of any manufacturer within 
the industry. A nationwide sales staff, developing orders ...and profits ...for THOR Dis- 
tributors. 


NEW PRODUCT DEVELOPMENT 


(Be oF: 
i eh, *) @ In the last three years practically every tool in the THOR line has been remodeled. En- 
. gineering success after success proves that such relentless pioneering opens new and wider 
markets for THOR Distributors. 


EXTENSIVE ADVERTISING 


® Vigorous advertising will constantly “tell and sell” more than 100,000 industrial execu- 
tives in every field. Buyers know about THOR Tools when the THOR Distributor’s sales- 
men call. 


SENSIBLE DISTRIBUTION 


@ The THOR policy calls for restricted distribution and a discount schedule that always as- 
sures a profit to the THOR Distributor. 





SUPERIOR CONSTRUCTION 


@ “THOR Tools Stay Sold” is a byword among THOR Distributors. THOR quality has al- 
ways been the standard in the industry . . . and the fact that the leading manufacturers in 
every production field have standardized on THOR Tools is convincing evidence of their 
ability to produce on the job. 





COMPLETE INDUSTRIAL LINE 


@ THOR manufactures the most complete industrial line of electric tools ever offered by 
any manufacturer. THOR Distributors gain sales because there is a THOR Tool for every job. 








SINCE 1893 





TOOL MAKERS 


PORTABLE ELECTRIC TOOLS 
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The UNDISPUTED LEADER 
@ The THOR UI4A 4” Electric Drill was the 
most sensational electric tool development ever 
announced. After 2 years it is the unrivalled 
pacemaker, outselling every other drill in its 
class. No other %” drill has the tremendous 
sales possibilities of the UI4A because no 
other has its construction features. 


®@ The sensational rise of the U14A 

%" Electric Drill to undisputed 

leadership is typical of the un- 

equalled and constant sales pos- 

sibilities of the complete THOR 

line. For, like the UI4A, each 

THOR tool has proved its definite 

superiority day after day in hun- 

dreds of shops everywhere. This 

ability to produce on the job is 

what makes THOR Distributors 

say, “THOR Tools sell . . . and 6 BENCH GRINDER: The BG6, an all-pur- 

stay sold!” pose grinder — powerful and vibrationless. 
THOR Tools, THOR coopera- 

tion and THOR’S sensible method 

of distribution can mean more 

sales and more profits for you. In- 

vestigate the possibilities in your 

territory and for details write to: 


INDEPENDENT PNEUMATIC TOOL CO. 
600 W. JACKSON BLVD. CHICAGO, ILL. 


Yo DRILL: The U50, general purpose, for To Sell More Sell Thor SANDER: The U58, light-duty, for every 


maintenance or light production work. small job that involves sandpaper or emery 


SCREW DRIVER: The U16A with the great- 


est screw driving range ever developed. 


TOOL MAKERS SINCE 1893 


PORTABLE ELECTRIC TOOLS 
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. up the idea that 

ail brands are alike when you see the 

tast, clean work Morse Tools turn out, whether the 

work is routine or highly specialized. A conveniently 

=, v4retully-controlled heat-treating located Morse Distributor will give you prompt service. 


SAT i) — aS TWIST DRILL AND MACHINE CO. NEW BEDFORD, MASS., U. S. A. 
> ©) —— New York Store Chicago Store 
> > = Be 130 LAFAYETTE ST. 570 WEST RANDOLPH ST. 
THE MORSE LINE INCLUDES HIGH SPEED AND CARBON DRILLS - REAMERS - CUTTERS -TAPS and DIES - SCREW PLATES - ARBORS - CHUCKS - COUNTERBORES - MANDRELS - TAPER PINS - SOCKETS -SLEEVES 
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. . . You sell more Files when they 
Combine Distinctive Appearance . . . 
and new standards of cutting service 








THE RED COLOR TRADE-MARK ON SIMONDS 


RED TANG 
FILES 


means the new improved Files with scientifically shaped teeth 
that cut like a metal saw. The Files that do more and easier 


cutting. The RED TANG enables the buyer or user to in- 


stantly recognize a superior file. 


Write about our distributor sales plan. 


SIMMONDS 


SAW AND STEEL COMPANY 
FITCHBURG, MASS. 
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of the most 


popular wrench 
in industry 


@ Few tools have attained the universal popularity of 
WILLIAMS’ Carbon Steel WRENCHES. Sturdy, 
strong, with accurately milled openings, these tools 
handle well, grip safely, make any man a better work- “VULCAN” HOIST HOOKS 
orged, Proof Tested. Shank and 
man. Backed by 50 years of wrench making ... bearing 
a name nationally known for quality ...WILLIAMS’ 
DROP-FORGED WRENCHES are available in 50 
patterns and more than 1000 sizes. Fully guaranteed. 


They sell better because they 


serve better. of sizes, 4 to 154” rope. 


“VULCAN” EYE BOLTS 
Drop-F Proof Tested. Plain and 
Shoulder 


in a complete range 
of sizes, 1/5 to 16 tons. 


RENCHES (age 


“The Drop-Forging People” 


75 SPRING STREET, NEW YORK — WESTERN WAREHOUSE 
AND SALES OFFICE, CHICAGO — WORKS, BUFFALO. N. Y. 


su 
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BETH-CU- A 


for customers who want 
maximum service life 


Many tests have been made on steels to deter- 
mine their resistance to atmospheric corro- 
sion. The most thorough and conclusive are 
those carried out by the American Society for 
Testing Materials in which various irons and 
steels were exposed to the weather until rusted 
through. 

These A.S.T.M. tests have definitely proved 
that copper-bearing steel is the outstanding 
material among commercial irons and steels— 
that it has from two to three times the life of 
ordinary steel under exposure to atmospheric 
corrosion or alternate wet and dry conditions 
and that it outlasts open-hearth iron, copper- 
bearing open-hearth iron and wrought iron 
by good margins. 

Beth-Cu-Loy Pipe is of the copper-bearing 
composition (0.20 to 0.30 per cent copper 
content) that the A.S.T.M. tests proved so 
rust-defiant. The slight extra cost is offset 
many times over by the much longer life. It is 
pipe that you can confidently recommend to 
the customer who is looking for the best value. 











SIMEON B SMV ES asl COMPANY 
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eee about ideal manufacturer-distributor relations 


PARKER-KALON PRACTICES 100% 


N the addresses and reports presen- 
ted at the Memphis Convention 
much was said about manufacturer- 
distributor relations. The coopera- 
tion and protection which distributors 
desire was clearly set forth. 
We take considerable pride in the fact 
that for many years PARKER-KALON 
has practised every one of the policies 
which distributors are requesting 
today. That is why PARKER-KALON 
gets 100 per cent cooperation from 
its distributors. We “play ball” with 
them, and in returnthey do a first-class 
job for us. It makes business profit- 
able for all . . . and a good deal more 
pleasant. 


PARKER-KALON CORPORATION 
192 Varick Street, New York, N. Y. 


THE PARKER-KALON POLICY 


PRODUCTS: (a) To maintain our position of i ae et in the 
manufacture of the mose ive line of dened Seif. 





tapping Screws and other fastening devices. (b) To develop 
and add to our line products of proven merit. (ci To maintain 
the highest standards of quality in every Parker-Kalon Product. 
SELECTIVE DiSTRIBUTION: To sell only through recognized 
distributors, and to limit distribution of a given product 
to the number of jobbers a territory can profitably support. 
PROFIT MARGIN: To provide an adequate margin of profit 
for our distributors. 
PROTECTION AGAINST PRICE DECLINES: To do everything 
reasonable to protect our distributors against losses 
through price changes. 
PROTECTION AGAINST “DEAD” STOCK: To protect jobbers 
againse unsatisfactory turnover by exchanging any slow 
moving stock for faster selling merchandise. 
Price : To blish and strictly maintain 
resale prices to assure distributors a fair profit on every 
sale, and other benefits which result from a stabilized market, 


PROTECTION AGAINST NON-STOCKING DISTRIeWTORS : To main- 
tain price differentials to protect jobbers who carry a rep- 
resentative stock against those who do not. 


SALES PROMOTION: To create and increase the demand for 

Parker-Kalon Products by consistent direct-mail and pub- 
lication advertising. Also to furnish adequate and effective 
printed matter and other sales helps to our distributors. 


SALES COOPERATION: To maintain a force of trained sales 
engineers whose sole function is to develop business for 
our s by i y work in the Geld. 


10 ORDERS AND meQuéRtEs : To refer to our distributors orders 
and inquiries received direct from users and prospects. 








PARKER-KALON Wri FASTENING DEVICES 


A HARDENED SELF-TAPPING SCREW FOR EVERY KIND OF ASSEMBLY 


SOLD ONLY THROUGH RECOGNIZED DISTRIBUTORS 
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PROS PECT will be made for you from this advertisement appearing in the June issue of Machinery, the July 
issue of Mill and Factory and the July 28 issue of American Machinist. Get behind Van Dorn. 


gn Van Dorn Portable Electric Surfacer 
is an extra heavy duty tool designed for high speed, low cost performance on 
a wide variety of surfacing operations. Ruggedly built to withstand the hard- 
est kind of service. Specially built Universal Motor has ample power for the 
most severe types of sanding, grinding, planing, gouging and rubbing opera- 
tions. Van Dorn Surfacer illustrated is equipped with Saucer Grinding Wheel 
for metal grinding and surfacing of stone, tile, marble and concrete. Ask your 
Jobber for a demonstration, or write for Catalog. The Van Dorn Electric 
Tool Co., 735 Joppa Road, Towson, Maryland, (Div. of The Black & Decker Mfg. Co.) 


SANDING: Metal, Wood, or GOUGING AND PLANING: WIRE-BRUSHING: Any 


3 , Beams, Timbers, Shaping . ‘ . ‘ ie 
other type surface with Abra- tac ant Wan Theres -_ ha Metal Surface with Cup Wiie 


sive Discs. ing and Planing Heads. Brush removes rust and scale. 


FOR POWER, SPECIFY 


PORTABLE ELECTRIC TOOLS 
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“LET'S SELL THAT FOURTH 
BELT USER." says Col. Clipper 


"gaa thst 


Three out of four factories, shops and The how 


mills in America now use Clipper Belt 


Lacing Hooks and Lacers. REINFORCING 


That fourth belt user is coming our way! STRIP 
That’s a progressive step on his part—good 
news to you! 


To him it means added convenience, 
safety and economy! 


To you it means another steady cus- 
tomer! Profitable repeat orders with effort- 
less selling. 


CLIPPER BELT LACER COMPANY 
Grand Rapids, Mich., U. S. A. 


~ 


PSELT BaCine os ae 


~ ~ 


ee 
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Year after year 
Clipper leadership 
is manifested in im- 
proved products, 
backed by sound 
advertising, and by 
merchandising 
policies which pro- 
tect the jobber. 


ats 





@ The Hazard representative has literally 
dozens of different kinds of rope from 
which to choose the one which will most 
capably fill your needs. He knows which 
rope to recommend for every problem, 
be it a matter of corrosion, abrasion, fa- 
tigue, flexibility, sheer strength, or what 
not. And more than rope construction, he 
knows his metals, too. Traction steel, plow 
steel, improved plow, soft iron, etc. 
Exactly what will best fit your particular 
requirements. 

Literally thousands of rope users have 
depended on Hazard quality for 91 years. 
Thousands of rope users know the skilled 
sincerity behind a Hazard man’s recom- 
mendations. Put your problems up to him. 
He will show you how to get more value 
from your rope dollar. 


HAZARD WIRE ROPE DIVISION 
ESTABLISHED 1846 
AMERICAN CHAIN & CABLE COMPANY, Inc. 
WILKES-BARRE, PENNSYLVANIA 


District Offices: New York, Chicago, Philadelphia, 
Pittsburgh, Fort Worth, San Francisco, Denver, 
Los Angeles, Birmingham, Tacoma 


Gu Teusiness for Your Safely 


A FEW OF THE 137 
AMERICAN CHAIN & CABLE 
INDUSTRIAL PRODUCTS 


AMERICAN CHAIN DIVISION 
{DOMINION CHAIN COMPANY, Ltd:, in Canada) 
Weed Tire Chains ¢ Welded and Weldless 
Chain ¢ Malleable Castings « Railroad 
Specialties 


ANDREW C. CAMPBELL DIVISION 
Abrasive Cutting Machines ¢« © Floformers 
Special Machinery ¢ Nibbling Machines 


FORD CHAIN BLOCK DIVISION 
Chain Hoists ¢ Trolleys 
HAZARD WIRE ROPE DIVISION 
Green Strand Wire Rope « ‘“Korodless” 
Wire Rope ¢ Preformed Spring-Lay Wire 
Rope ¢ Guard Rail Cable 
HIGHLAND IRON & STEEL DIVISION 
Wrought Iron Bars and Shapes 
MANLEY MANUFACTURING DIVISION 
Automotive Service Station Equipment 


OWEN SILENT SPRING COMPANY, Inc. 
Owen Cushion and Mattress Spring Centers 
PAGE STEEL AND WIRE DIVISION 
Page Fence . © - Wire and Rod Products 
Traffic Tape « Welding Wire 


READING-PRATT & CADY DIVISION 
Valves © Electric Steel Fittings 


READING STEEL CASTING DIVISION 
Electric Steel Castings, Rough or Machined 


_ WRIGHT MANUFACTURING DIVISION 
Chain Hoists © Electric Hoists and Cranes 


LAY-SET 


js: ALL HAZARD WIRE ROPES MADE OF IMPROVED PLOW STEEL ARE IDENTIFIED BY THE GREEN STRAND 
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HERE are thousands of customers who will 
gf gene with “Pop” that the Motorpump is bout 
the best way to cut costs and simplify pumping nd w 
problems. re me 


Motorpumps are compact, sturdy and depend- This 
able. They can be mounted in any position on olled 
the wall, ceiling or floor. The line is complete— handsc 
sizes from '/; to 40 hp.; capacities, 5 to 1000 gpm.; onver 
heads to 500 ft. 


a Ingersoll-Rand Soe 


BROADWA 


ariou: 


353-9 
puns, | 
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paca? factory you call on 
has dollars that you can 
vet—by giving them the facts on 
lemite Industrial Lubrication, and 
howing them how much money 
ey can save by adopting this mod- 
tm method! 
But in order to earn that money 
in order to sell Alemite Equip- 
ment and make it pay you big com- 
issions— you need to know all 
bout the different Alemite Systems 
nd what industrial requirements 
te met by each. 


This new manual, “Alemite Con- 
tolled Lubrication,” will pay you 
dsome dividends. It affords a 
onvenient, usable reference of the 
fatious units (hand guns, power- 
buns, lubrication fittings, parts, etc.) 


THIS BOOK IS HELPING ME 
MAKE PLENTY GF EXTRA 
DOLLARS EVERY WEEK* 


which are constantly required by 
the plants where you call. 


Remember — plenty of salesmen 
are using Alemite Equipment as the 
0 pening wedge to other sales. It’s 
an ideal tool for this purpose, be- 
cause lubrication problems are com- 
mon to every concern that runs any 
machines of any kind. 

If you have this newest edition of 
“Alemite Controlled Lubrication,” 
be sure you're making it work to 
the limit for you. If you haven't a 
copy, use the coupon to send for 
one. We're mighty glad to mail 
it to you FREE! 

ALEMITE~—a pi. of Stewart-Warner Corp'n. 
1886 Diversey Parkway Chicago 


Stewart-Warner-Alemite Corporation of Canada, Ltd. 
Belleville, Ontario, Canada 


ALEMITE 


REG. U. S. PAT, OFF, 


WORLD'S LARGEST MANUFACTURERS OF 
LUBRICATION PRODUCTS 


Horace Heidt and his Alemite Brigadiers every Monday evenin 


over Columt 


ALEMITE—A Division of Stewart-Warner Corp’n. 
1886 Diversey Parkway, Chicago, Illinois Dept. F 


Please send me the latest edition of “Alemite Con 
trolled Lubrication” to help me sell more Alemite 
Equipment. 

Name 


Address 





4a 
....We have been 


EDWARD H. McLAUGHLIN 
Vice President 
Union Hardware & Metal Co 


yARE S METALL 


68! 
goranrssre® © 


Orr yibatd sl 
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greatly impressed 
by GOODRICH QUALITY” 


ERE is a living example of the old statement that 

quality builds permanence. There are scores of 
these fine distributors who have been handling the 
Goodrich line for 20, 30, even 40 years—they are 
permanently with Goodrich because Goodrich quality 
holds their customers permanently to them. The 
B. F. Goodrich Company, Mechanical Rubber 
Goods Division, Akron, Ohio. 





a eproblewe IN RUBBER 
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Cl Gion ot Gaon Body 


GATE, GLOBE AND ANGLE. 


VALVES IN ALL TYPES AND SIZES 


For years the standard of the engineers! Powell iron body valves are 
made in a wide range of types, sizes and pressures. Our scientific testing 
of raw products insures best of materials with rugged construction and 
steady performance. You can rely on Powell for your next valve installation. 


FIG. 144 
MODEL STAR 
GATE VALVE 


FIG. 1460 FIG. 190 
MASTER PILOT GATE VALVE TRENEW GLOBE VALVE 


POWELL VALVES 


pee we. PERELL C8. een tT Fe 
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W. A. JONES FOUNDRY & MACHINE CO. 
4411 ROOSEVELT ROAD, CHICAGO, ILLINOIS 


t 


HERRINGBONE — WORM—SPUR—GEAR SPEED REDUCERS + CUT AND MOLDED TOOTH GEARS - V-.BELT SHEAVES 
ANTI-FRICTION PILLOW BLOCKS «+ PULLEYS ~- FRICTION CLUTCHES - TRANSMISSION APPLIANCES 
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WARDED the Silver Trophy in the All-America Package 
Competition for merchandising value—the new 
LAMSON prize-winning carton is now in dealers’ stocks 
throughout the country, inviting sales by inviting ap- 
pearance. Soil-proof, attractive, modem—these new 
cartons represent the first step forward in 75 years in 
packaging bolts and nuts! 


Not only are these new packages attractive, but they 
identify the most complete line of bolt and nut products 
in this country. Seventy years of experience are back 


noone ce On NM OO 


BOLTS AND NUTS NOW HAVE 


identity z_ ~ 


DISPLAY AND SELL THEM 





ULAR HEAY | 
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PLOW BOLTS 


* ee 
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of the LAMSON label—70 years’ reputation for maintain- 
ing quality standards that never have been bettered. 


Not only are these new packages a trade-mark of quality 
—the packages themselves are three times stronger than 
any cartons used before! A 234 lb. man stood on one of 
these new cartons without damage to it—and the carton 
was empty! Try it yourself! Ask your jobber for the LAMSON 
line packed in the prize-winning package. THE LAMSON & 
SESSIONS COMPANY, General Offices, Cleveland, Ohio. Plants 
at Cleveland and Kent, Ohio; Chicago and Birmingham 
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Yerrope Drives ‘ 


Wherever you are located or whatever your 
V-Belt drive requirements may be, apply to 
Texrope Division, Allis-Chalmers Mfg. Co., for 
we make V-Belt drives for every purpose and 
carry stocks in all principal cities of the United 
States and other parts of the World. e Allis- 
Chalmers originated, developed and pioneered 
the multiple V-Belt drive principle and regularly builds 
drives of from 14 hp. to 2000 hp. However we are equipped 
to build larger drives where unusual conditions require 
them. e The wide range and length of experience that 
Allis-Chalmers has had in building multiple V-Belt drives 
far exceeds that of any other manufacturer in the industry, 
and that knowledge and experience is built into every 
Texrope V-Belt Drive. e Furthermore, the Allis-Chalmers 
Mfg. Co. offers unlimited assistance to users, dealers and 
original equipment manufacturers through maintaining a 
large staff of trained engineers in various districts for the 
purpose of helping in the field. e When you buy Texrope 
Drives you buy not only the most efficient performance, but 
also the quickest and most complete service. Before pur- 
chasing a multiple V-Belt drive consult multiple V-Belt 
headquarters—Texrope Division, Allis-Chalmers Mfg. Co. 


Write for Duro Brace Bulletin 2188 











TEXROPE DIVISION 

















LIS* CHALMER 
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elf it is the right head, one can often be better than 
two. You are better qualified than many of your cus- 
tomers to suggest the right drill for the job. Especially 
if you use your Cleveland Twist Drill Catalog. It is 
compact and fully indexed...an easy guide for quick 
reference to solve practically any drill problem effec- 


tively and at lower cost. 


The “Handbook for Drillers,” covering more techni- 
cal information, is an indispensable sales aid. If you 
don’t have a copy... tell us. If you do... tell your 


customers. It will pay you. 


ST DRILL 
MPAN Y 


Twi 
co 
1242 EAST 49" STREET 
CLEVELAND 


30 READE ST. NEW YORK 9 NORTH JEFFERSON ST. CHICAGO 654 HOWARD ST. SAN FRANCISCO 
6515 SECOND BLVD. DETROIT LONDON - E. P. BARRUS.LTD.- 35-36: 37 UPPER THAMES ST.E.C.4 


TRADE MARK REG U S PAT OFF AND FOREIGN COUNTRIES 
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) THE PLA 


GASOLINE 
ENGINES 


D8800—Direct-connected to 40-kw. generator 
driving motors totaling 71-hp. connected load 
and running: main gravel plant, 6-in. centrifugal 
water pump, sand storage conveyor, 2 loading 
conveyors, and a 24-in. 110-ft. main conveyor. 
Plant capacity, 60 tons of sand and gravel 


DEALERSHIPS STILL AVAILABLE 


IN CERTAIN TERRITORIES . 


TAKING the place of five gasoline engines, this 80-hp. 
“Caterpillar” Diesel Engine drives a variety of equip- 
ment throughout the plant of the Fordyce Gravel Co., 
Mathis, Texas . . . at a fuel-and-lubrication cost of 
ONLY 15¢ AN HOUR. This is far less than the for- 
mer cost — while frequent repair and time losses have 
been eliminated. 

Savings and satisfaction are the rule wherever this 
newest type of power replaces other forms for turning 
shafts or generating current. Operating costs are at a 


CATERPILL 


CATERPILLAR TRACTOR. 
CcO., PEORIA, ILLINOIS 


record low. And large-volume production of Diesel 
tractors and road machinery, and of engines to supply 
83 manufacturers and thousands of other users, make 
possible unequaled low first cost and high quality. 

Users and dealers alike are profiting decidedly 
through the availability of 


SEVEN ENGINE SIZES 


160 HP. D8800—4 CYL. 

125 HP. D7700—4 CYL. 

100 HP. D6600—3 CYL. 
D4400—4 CYL. 44 HP. 


D17000—8 CYL. 
D13000—6 CYL. 
D11000—6 CYL. 


B DIESEL ENGINES 


WORLD’S LARGEST MANUFACTURER OF DIESEL ENGINES 





Every Day Mor 
e Conc 
Are Calling For 


INDUSTRIAL 
LUBRICATING EQUIPMENT 


pin con ENGINEERING COMPANY 
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CONDOR WHIPCORD V-BELTS 


Industry’s Turning Power 
is Jobbers’ Earning Power 




























Condor Whipcord V-Belts on large electric driven slush pump in Oklahoma Oil Field 


ITH the starting hum of the motor, Condor Whip- 

cord V-Belts seat themselves firmly in the sheaves 

. pick up power smoothly . . . transmit it steadily, 
constantly to the driven unit. 


Day in, day out the performance of Condor Whipcord 
V-Belts remains the same ... slip, stretch, internal 
breakdown have been minimized by placing the endless 





PRODUCTS whipcord strength member in the neutral axis area with 
Compensated Belt Fire Hose an extensible section above, a compression section below. 
Standard Belt Hydraulic Hose 
—— = os ae This original Manhattan construction results in 9-Points 

onveyor ‘aper Mi ose “ x 
Acid Hose Sand Blast Hose of Balance that keep power, production and mainte- 
Air Hose Send Suction Hose nance costs consistently lower . . . industry's profits 
Brewers Hose Spray Hose fi - 

Contractors Hose Steam Hose consistently higher. 

Textile Mill Specialties Water Hose 2 , p ; 
Creamery Hose Garden Hose Just as industry gets more profits from drives equipped 
Dredge Sleeves Chute Lining . . . 

C. 1. Air Tubing seneiter Helen with Condor Whipcord V-Belts, jobbers — many of them 
Industrial Brake Lining and Brake Blocks —get more profits by stocking—and selling—the entire 


Condor line. Write for details of the Manhattan Fran- 


OTHER MANHATTAN chise —a franchise to profit. 









PRODUCTS 
oy ga eo ete 9-POINT BALANCED CONSTRUCTION 
Other Grades of Hose Oilless Bearings 1. Minimum Inelastic Stretch. 5. Smooth Running 
en Belting of Every 2. Wide Margin of Strength. 6. Maximum Traction. 
Pump Valves Description 3. Uniform Flexibility. 7. High Resistance te Side Wear. 
Tubing Molded Hose for 4. Maximum Resistance to Structural 8. Correct Lateral Reenforcement. 
Washers Every Service Sreckdewn. 9. Matched Length 


> 


Se S 
Ain IY “ah 
f Al a | antral 


THE MANHATTAN RUBBER MFG. DIVISION 


Oe of OF RAYBESTOS-MANHATTAN, INC. 
Si "We, yi 
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or HIGH PRESSURE 
OIL - GAS. STEAM 
AND HYDRAULIC 


The increasing demand for Watson-Stillman Forged Steel f 
tings for high pressure oil, gas, steam and hydraulic se 


provides an exceptional selling opportunity for aggr 
distributors. 


Watson-Stillman Forged Steel Fittings are a profitable line 
distributors to handle. They are sold under a liberal poli 
which provides protection, sales assistance, and a good p 

margin. 


Complete detailed information will be furnished upon req 





me Nw COCHRANE 
STEAM TRAP 


STRAIGHT-LINE - BUCKET TYPE 


Trap body is of moly- 

chrome iron, bucket of 

drawn copper and 

valve and seat of hard- — 

ened stainless steel, wv necese ve. cust 
Discharge tube and 

guides of bronze. 


SERMATED SURFACE 
TO GRIP GASKET 


For condensate drainage of steam lines, 
coils, evaporators, jackets, rolls, mixers, stills, 
etc., at pressures up to 150 Ibs. 





Only two moving parts, bucket and valve. 

Quick, positive action makes wire drawing 

impossible. Positive water seal prevents 

% ; blowing steam. Straight-line installation 

oe ee tS. nasenann Soom lessens pipe fittings required and makes in- 


OrSASSEMBLEO 
WITHOUT INTERFER 


vrmour wrenren. Vi - spection easy without disturbing connections. 





, ian SEND FOR PRICES—USE COUPON 

o ; ° STAINLESS STEEL r= 
OISCHARGE TUBE AND |} | 
Gu'0ES OF BRONZE 3 t 


COCHRANE CORPORATION 


1 3127 North 17th St., Philadelphia. Pa. 
Cochrane Trap} 


Ratings are] 
scientifically. de-| 

onsen corres | termined. Publi- |! 
cation No. 2663! 
tells how to select ! 
proper size. 


Please send a copy of Publication No. 
2663, TRAPS, with information and prices. 


| 
ae neny A\ 
ly 


COCHRANE 


VALVES TRAPS SEPARATORS SPECIALTIES 
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of the heat-treating furnace 


$s His name is “Otto” (Automatic) Pyrometer. He 
@ °) Ps isn’t human in appearance—but he is better than 
any human being when it comes to keeping his heat- 
treating furnace at the proper temperature for correct 
grain structure and hardness of material as well as for 
relieving heading or forging stresses in Upson Quality 
bolts, nuts, rivets and other headed and threaded products. 
Each heat-treating furnace in the bolt and nut plants of 
Republic has its own reliable “Otto”—and also the 
Republic metallurgists who check up on the “Otto’s” by 
reading the lines they make on record charts. 
Automatic pyrometers are but one of the many reasons 
why you always can depend on Upson Quality headed 
and threaded products—one of the not so little details 
that make perfection. 





When writing Republic Steel Corp. for further information please address Department MS. 
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Mitt SupepLies 





Abuvrriep study of the charts prepared 
from 1935 Census of Business figures (see 
pages 52 to 55) reveals one outstand- 
ing fact—industrial distributors pay out 
about 60 per cent of their total operating 
costs in wages and salaries. 

Wages and salaries have mounted rapid- 
lv in the past year. This increase was neces- 
sary if the income of employees was to 
keep pace with the rapidly rising eost of 
living. 

The average distributor, faced with these 
inereased costs and realizing that it is busi- 
ness suicide to inerease his markup on 
goods too much, casts about for ways and 
means of effecting sufficient savings from 
the remaining 40 per cent of his total eosts 
to offset the wage increases. 

He finds, usually, that any material re 
duction in eost here is impractical and that 
even if he does increase order handling 
efficiency by ten or twenty per cent, his 
saving is offset by mounting state and Fed 
eral taxes. 

The one solution in this dilemma is 
larger volume, for, with more business most 
costs automatically decrease when expressed 
in percentage of total operating costs. 

With this situation so apparent, it would 
seem that every member of the three in 


dustrial supply associations, indeed every 


member of the industry, would jump at the 
opportunity to take part in the volume 
building plan offered by the Industrial Sup 
ply Research Bureau, a plan which, if prop- 
erly supported, will dig into new business, 
business which now is going to direet-selling 
manufacturers, 

Voted out of existence by a poorly at 
tended meeting at the Memphis convention, 
the Research Bureau movement is now in 
the position of the man who has died and 
is being worked on with stimulants to be 
brought back to life. 

The forward-looking distributors and 
manufacturers who have “carried the load” 
from the beginning, who rebelled at the 
thought of another year’s work without in- 
dustry-wide support, are not willing, after 
all, to let the patient die just at a time 
when he is capable of doing most effeetive 
work. 

The formula of every successful business 
leader has been: “High wages and a good 
product at low cost.” To fit this formula 
to today’s conditions, industrial distributors 
must increase volume. The ISRB offers one 
means of building business. When re 
quested to subseribe, send your cheek and 
then pile in behind the national advertising, 
using it as a lever to build sneeess for 
vour own business. 


JIM CHANNON 
Editor 
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THE REPUBLIC 
3-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


* 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


* 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


* 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


* 


Selling helps of reasonable a- 
mounts so that his sales force may 
be given the advantage of spe- 
cialized training and a knowledge 
of the product sold. 


*« 


% Republic Distributors are coming into 
their own. Their sales are expanding— 
their profits growing—their service is more 
essential and more widely appreciated 
than ever before. Industry now recognizes 
that distributor service is one of the main 


supports of its operations. 


Republic championed the cause of dis- 
tributors in the days when their service 
was scorned by many manufacturers as 
an unproductive expense. Now that the 
economies due to that service are better 
understood, we urge distributors to push 


their advantage to the utmost. 


In the sale of mechanical rubber prod- 
ucts, Republic offers the best opportunity 


for you to accomplish that aim. 


UBLIC RUBBER 
ompany- 


Manufacturers of HOSE yw) YOUNGSTOWN ¢ OHIO 


BELTING ® PACKING 
MOLDED PRODUCTS LEADERSHIP IN POLICY, PRODUCT AND PERFORMANCE 
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What good are conventions? Aside from the extra 
business given to railroads, hotels and the Alka 
Seltzer people, what’s in it for the boys who spend 
their time and money to attend? “Not much,” 
we grouse when we first get home, full of resolu- 
tions never to go again. But after we get caught 
up on our sleep it all begins to add up. It’s some- 
thing like the gadget shown above, suggested by 
our artist. We take all our disassociated ideas on 
running the supply business, throw ’em into a 
hopper, turn on the juice, pull a lever, watch her 
begin to chug—and through some mysterious 
process, out of the other end come these same 
ideas, neat, orderly, a joy to behold. The compre- 
hensive convention report given in this issue is 
just as much for those who did go to Memphis 
as it is for those who couldn’t go. We recommend 
it as a reference book to be preserved throughout 
the year. 





Census Reports 


The analysis of the industrial 
supply industry, charted elsewhere 
in this issue, will bring a storm of 
protest from some who will con- 
tend that averages shown paint a 
distorted picture. It is true that 
oil well supply houses and machine 
tool distributors have been grouped 
with full-line industrial distribu- 
tors by the Census Bureau. It is 
also true that 1935 figures are con- 
siderably out of date now consid- 
ering wage increases and larger 
tax burdens. By and large, how- 


ever, the data should be welcomed 
by all distributors since it is the 
first statistical picture of the en- 
tire supply business and further, 
since it is based on dollar and cents 
government reports and not upon 
deceiving averages of unweighted 
percentages. Census Bureau offi- 
cials were more than anxious to 
cooperate when we _ approached 
them two years ago on the subject 
of a separate classification for in- 
dustrial distributors. The study 
presented here represents a consid- 
erable government expenditure. It 
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should be analyzed carefully. Sug- 
gestions as to how it can be made 
more useful will be welcomed by 
Census Bureau officials. 


Credit 


The excellent chart on business 
activity over the past hundred 
years, used in connection with the 
article, “History Indicates Prosper- 
ity Is Ahead”, by F. E. Barth, in 
the May issue, was furnished by 
Col. Leonard P. Ayres of the Cleve- 
land Trust Co. The unintentional 
omission of a credit line on the 
chart was particularly unfortunate 
in view of Col. Ayres’ complete 
willingness to cooperate. To this, 
our apology to Col. Ayres, we desire 
to add the many complimentary 
remarks about the chart which 
have been passed on to us. 


Convention City 


Pittsburgh, city of steel, smoke 
and progressive industrial distrib- 
utors, is’ to be the 1938 convention 
city. From the activity of other 
civic groups at the recent Memphis 
gathering, we can look forward to 
a real hell-for-leather contest for 
the 1939 convention. Most of the 
distributors and manufacturers to 
whom we talked seem to favor a 
boat trip or the naming of a cen- 
trally-located city such as Cincin- 
nati as a permanent site. Wouldn’t 
be surprised, however, if we didn’t 
have several Chamber of Commerce 
bands at Pittsburgh. 


Wholesalers Unite? 


A month or so ago, several whole- 
salers’ associations made an_at- 
tempt to band together with the 
idea of consolidating gains made 
under the State fair trade laws 
and the Robinson-Patman Act and 
to preach the gospel of wholesaling 
economy, always a target for ham- 
and-egg economists in a period of 
rising prices. The latter aim is 
undoubtedly a good one and might 
encourage cooperation from indus- 
trial distributors. The former, 
however, is too often linked with 
the fight on chain-store and mail- 
order distribution, with which in- 
dustrial distributors, in the main, 
have no squabble. However, we’re 
probably worrying about some- 
thing which will be a long time in 
the making if it follows the usual 
course of cooperative efforts. 
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ALBUM 


MILL SUPPLIES had ten staff men and 
seven cameras at the Memphis Con- 
vention, securing the broadest cover- 
age ever given to this event. On this 
and the following seven pages are con- 
centrated scores of informal shots of 
convention personalities. Other con- 
vention pictures will be found through- 
out this issue. 
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1— Through this gate went the East's delegates ~ ] (Victor Balata); Parker (Moore-Handley). 8 
to the Convention, via Louisville and the Derby - & Yorke (Hansen & Yorke); Davidson (Fafnir); 
2-§d. Byrne (Chisholm-Moore) is sold on —s Paxton (Mill Supplies). 9— Orlob (industrial 
P h for 1938. 3— McMahon (Quigley) ; : ‘ Supply); Stauble (Holo-Krome); Cummins 

Waldron) : Page (Fafnir). 4— Mrs ; (Cuneo Iber (O. Iber); Ristau (Skilsaw). 10 


> & Towne); Veit (Wright Hoist) . — Donahue (Stacy Supply); Davis (American 
$— Boylan (Pattison): C. A. Channon (Great eit Saw). 11 — Hotte! (Delta File); Ridinas (Syra- 
takes}. 6— Weidman (Victor Balata); Lewis j : c Dt | 12— Lewis (Linear Packing); 
Linear Packing); W ver (Belmont Packing) ; ; Swe or Packing) ; Clark (Belmont Pack- 
Swartz Lineor Pack ; Clark (Belmont Pack ) - 7 ing) 13— Page (Fafnir); Davidson (Fafnir). 
Ing). 7 — Dale (Briggs-Weaver) ; Weidman a re 14 — Dallas (Atkins) ; McOsker (Mill Supplies). 












15 — Augustine (Dumore) ; Hamilton (Dumore). 
16—Northup (Henry G. Thompson). 17—Horner 
(Van Dorn). 18—McMchon (Quigley). 19— 
Davis (Wheeling Steel); Metzner (Hygrade 
Sylvania Lewis (Lewis Supply). 20 — Cecil 
(W. O. Barnes) ; Satterlee (Satterlee) Channon 
(Mill Supplies) . 


21 — Hedner (Yale & Towne) ; Mrs. Barr; Barr (Reilly 
Bros. & Raub). 22—Veit (Wright Hoist). 23—Carlisle 
(Strong, Carlisle & Hammond) ; Smith (Smith, Court 
ney); Murphey (Cleveland File). 24— Welch (Mill 
Supplies); Grant and French (Dodge); Paxton (Mill 
Supplies). 25 — Foreground — Guinee (Riechman- 
Crosby). 26—Lenox Armstrong (Armstrong Brothers) ; 
Mast (Conover-Mast) ; Winship (Fulton Supply) ; Hor- 
sce Armstrong (Armstrong Brothers) ; Cherrington 
Standard-Machinists). 27—Alcott (Reichman-Crosby) ; 
Disston (Disston); Gebhart (Disston) Smith (Penn 
Genera Jenkins (Disston). 28— Glesener (A. J. 
Glesener); Mrs. Glesener; Knouse (Stanley). 29— 
Distributors at Alexander Brothers’ dinner. 30 — Mrs. 
Cecil; Hemler (Upson-Walton). 31 — Jones (Lunken- 
heimer) ; Seymour (Columbian Vise) Mrs. Kuhn; Kuhn 
Hardware & Supply 32 — Trott (Parker-Kalon) 
Radcliffe (E. A. Kinsey) ; Mrs. Goldburg; Neal (R. C. 


Neal); Goldburg (Parker-Kalon). 33 — Mulherin 
(Georgia Supply); Gundlach (Mine & Smelter); 
Reichman (Reichman-Crosby). 34— Purtell (Holo- 


Krome); Glesener (A. J. Glesener); Mrs. Glesener 
35 — Huff (Bliss & Laughlin) ; Waterman (Hendrie & 
Bolthoff Conant Sligo); and party 3% — Clark 
(Jacobs Chuck); Copeland (H. Channon) Mrs. Bell- 
ng; Belling (Black & Decker) ; Stoner (Jacobs). 37— 
Clark (Samuel Harris); Blackman (Stanley); Vonne- 
jut (Vonnegut). 38—Kendal! (Medart) ; Dale (Briggs- 
Weaver) and party. 39— Torrell (Syracuse Supply) ; 
Lewis (Crerar-Adams) ; Allinger (Strelinger) ; Watson 
(Alexander Brothers 4 — Gartner and O'Brien 
(Charles Products). 41— Host Pindell (Alexander 
Brothers) sees that his guests are taken care of 
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42— George Halpin (Minnesota Mining) holds 
party for American Association members. 43 — 
Ora (Mill Supplies); Pitts (Brown-Roberts). 44— 
Jones (Jones & Averbacher); Ellis (Seither & 
Ellis). 45 — Veit (Wright Hoist) ; McCarthy (Beals, 
McCarthy); Neal (R. C. Neal). 44 — Allinger 
(Strelinger) ; Frey (Christie-Frey). 47 — Gundlach 
and Hinkle (Mine and Smelter). 48 — Prutzman 
(Rickard); North (Ferry Cap); Welch (Mill 
Supplies) ; Brenner (Geo. F. Motters'). 49 — Hottel 
(Delta File); Hunter (Ross-Willoughby); Brow 
(Delta File); Wettengel (Schlafer Supply). 50— 
Wood (T. B. Wood's); Stoner (Jacobs Chuck) ; 
Orlob (Industrial Supplies) ; Ora (Mill Supplies). 





51— Brow (Delta File); McMahon (Quigley); 
Gischel (Quigley). 52— Hill (Greene; Tweed) ; 
Schultz and Gattshall (Republic Rubber). 53 — 
Jones (Jones & Averbacher) ; Blackman (Stanley) ; 
Summers (Pritzlaff). 54—Dodge (Lowell Wrench) ; 
Homer (P. T. C.); Blackman (Stanley); Noyes 
(Larchar-Horton). 55— Ryan (Cutter, Wood & 
Sanderson); Copeland (H. Channon); Idema 
(Manufacturers’ Supply); Stauble (Holo-Krome). 
56 — Metzner (Hygrade Sylvania); McCarthy 
(Beals, McCarthy & Rogers) ; Bridges (Buh! Sons). 
57 — Schultz and Gattshall (Republic Rubber) ; 
Winings (Goodyear). 58 — Biddle (Pennsylvania 
R. R.), special train manager 


RESPOND TO COMMAND, “AT EASE!” 


59 — Callaghan (General Refractories) ; Brenner 
(Geo. F. Motters’ Sons). 60 — Club Car, special 
train, enroute to Louisville. 61 — Hanson (Amer- 
ican Association). 62—Iber (O. Iber) ; Bell (Behr- 
Manning). 63 — Weidman (Victor Balata). 


MILL SUPPLIES @ JUNE 1937 





72 — Ferguson (Reading, Pratt & Cady) ; Creagh 
American Chain); Veit (Wright Hoist) ; Alberter 
(Somers, Fitler & Todd); Riddle (Geo. Worth- 
ington) ; Noyes (Larchar-Horton). 73—Patterson 
Frick-Reid) ; Cherrington (Standard-Machinists) 
Todd (Somers, Fitler & Todd). 74— Sorzano 
(Wales, Dove, Hermiston). 75 — Herbine (Will- 
son Products); Winings (Goodyear) ; Wharton 
Quaker City); Hirshon (W. S. Wilson). 76— 
Ristau (Skilsaw)j ; Duncan (R. C. Duncan); Wat- 
son (Alexander Brothers) ; Mast (Conover-Mast). 
77 — Stoner (Jacobs Chuck); Wood (iT. B. 
Wood's); Case (Thermoid). 78— Welch (Mill 
Supplies) ; Tone (Carborundum) ; Allinger (Stre- 
linger) ; Bush (Strelinger). 79 — Winings (Good- 
year); Carey (Carey Machinery & Supply). 80 
— Alexander Brothers’ dinner. 81 — Lenox and 
Horace Armstrong (Armstrong Brothers). 82 — 
Donahue (Stacy Supply) ; Hatch (Millers Falls). 
83 — Watson (Alexander Brothers); Atkins (At- 


KINS) 


— Mr. & Mrs. Goldburg (Parker-Kalon); Trott exander Brothers) ; Tracy (Lewis E. Tracy); Dodge & Towne); Hunter (Ross-Willoughby). 69 — Hunter 
(Parker-Kalon); Chamberlain (Jenkins); Bond (Lowell Wrench). 66 — Goldburg (Parker-Kalon) ; (Ross-Willoughby). 70— Jones (Jones & Auer- 
(Chas. Bond); Todd and Alberter (Somers, Fitler Todd (Somers, Fitler & Todd); Patterson (Frick- bacher) ; Ellis (Seither & Ellis). 71 — Chamberlain 
& Todd); Patterson (Frick-Reid). 65 — Abbott (Al- Reid 67 — Patterson (Trimont); Arnold (Tri- Jenkins); Prutzman (Rickard). 

ment) ; Davis (American Saw). 68 — Hedner (Yale 
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BY CONVENTION'S BIG 


FAST TRAIN—FAST TRACK—FAST GREENS—SOME Fun! 


84 — Tracy (Lewis E. Tracy). 85 — Yorke (Hansen & Yorke); Horner (Van 86— Harrington (Abrasive Products) ; Chandler 
Dorn); Fischer (Black & Decker) and wives. (American Pulley) 
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88 — Davis and Strickland (Wheeling 
Goldburg and Trott (Parker-Kalon) ; 
Shadbolt and Boyd) 


Page (Henry Walke); Peabody 
Pidgeon-Thomas) ; Allinger 
(Independent Pneumatic 
committee. 92—Winings (Goodyear) ; Schultz 
Republic Rubber); Orlob (Indus 


trial Supplies); Glover (Textile Mill Supply). 93— 
Winship (Fulton Supply); Tull (J. M. Tull). 94— 
McOsker (Mill Supplies); ‘‘Red’’ Gardner; Hess 
95 — Hurley (Independent Pneumat- 
ic); Grantvedt and Channon (Mill Supplies); 
Kendall (Medart). 96 — Patterson (Trimont). 97 — 
Ryan (Cutter, Wood & Sanderson). 98 — Dierker 


(Vonnegut 
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and Garvey (Gary Screw & Bolt). 99 — ‘‘Buck’’ 
Taylor; Page (Henry Walke). 100—Yorke (Hansen 
& Yorke) ; Black (Black & Decker) ; Fischer (Black 
& Decker); Horner (Van Dorn). 101 — Chandler 
(American Pulley); Radcliffe and Easton (E. A. 
Kinsey). 102 — Weis (Chicago Belting); Wagner 
(Belmont Packing). 1083—Hirshon (W. S. Wil- 
son) ; Kreutzberg (Steel). 104— Todd and Alberter 
(Somers, Fitler & Todd) ; Torrell (Syracuse SuBply). 
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SALESMEN 


—They are your greatest 
advertising medium .. . train 
them and keep them stimu- 
lated, advises Jack B. Dale, 
Pres., Briggs-Weaver Machinery 
Co., Dallas, Texas. 


i SALESMAN’S Part in Ef- 
ficient Merchandising’ is a sub- 
ject that readily breaks up into 
three divisions, all essential to suc- 
cessful business: 

“First, we have the salesman who 
makes contacts in the trade, stimu- 
lates interest in his company’s line, 
creates good will and finally comes 
through with a filled-in sales blank. 
He takes the first step without which 
the concern would never walk, regard- 
less of how good its commodities or 
how many it has to offer. 

“If the salesman feels neglected— 
whatever the reason—he cannot pro- 
duce. If he feels constantly encour- 


aged and stimulated, then and only 
then can he or will he do his best 
work. 

“Second, we have efficiency, which 
has to do with the salesman’s pro- 
One of the greatest aids to 


cedure. 





JACK B. DALE 


"A salesman is as good as his training” 


New Officers 


NATIONAL ASSOCIATION 

Russell C. Duncan, R. C. Duncan Co., 
Minneapolis, President. 

First vice-president —W. T. Ryan, Cutter, 
Wood & Sanderson Co., Cambridge, 
Mass. 

Second vice-president — Charles E, Curtis, 
Western Iron Stores Co., Milwaukee, Wis. 

Executive committee: Area No. I, F. 
Mersena Butts, Butts and Ordway Co., 
Boston; Area No. 2, P. G. Maddock, Mad- 
dock & Co., Philadelphia; Area No. 3, 
A. R. Smith, Boyer-Campbell Co., Detroit; 
Area No. 4, C. A. Channon, Great Lakes 
Supply Corp., Chicago; Area No. 5, H. V. 
Waterman, Hendrie & Bolthoff Mfg. & 
Supply Co., Denver; Area No. 6, Harold 
E. Howard, Ducommun Metals & Supply 
Co., Los Angeles. 


SOUTHERN ASSOCIATION 
President—Robert S. Page, The 
Walke Co., Norfolk, Va. 

First vice-president, Jack B. Dale, Briggs- 
Weaver Machinery Co., Dallas, Texas. 
Second vice-president — Edward F. Stauss, 
Oliver H. Van Horn Co., New Orleans. 
Executive committee: C. A. Dillon, Dillon 
Supply Co., Raleigh, N. C., chairman; 
J. B. Crimmins, Mills & Lupton Supply 
Co., Chattanooga, Tenn.; J. M. Bates, 
Moore-Handley Hardware Co., Birming- 
ham; F. M. Archer, Superior-Sterling Co., 

Memphis. 
Secretary—Alvin Smith, Smith-Courtney Co., 
Richmond, Va. 


Henry 


AMERICAN ASSOCIATION 

President—Roger Tewksbury, Oster Mfg. 
Co., Cleveland. 

First vice-president—W. A. Purtell, Holo- 
Krome Screw Corp., Hartford. 

Second vice-president—H. P. Ladds, Lam- 
son & Sessions Bolt Co., Birmingham. 
Treasurer—Harold A. Buzby, Keystone 

Lubricating Co., Philadelphia. 

Secretary-Manager—R. K. Hanson, Pitts- 
burgh. 

Executive committee: D. W. Northup (chair- 
man), Henry G. Thompson & Son Co., 
New Haven, Conn.; R. G. Thompson, Luf- 
kin Rule Co., New York; H. K. Clark, 
Norton Co., Worcester, Mass.; Horace 
Armstrong, Armstrong Bros. Tool Co., 
Chicago; Thomas Robins, Jr., Hewitt Rub- 
ber Corp., Buffalo, N. Y.; C. O. Drayton, 
Graton & Knight Co., Worcester, Mass. 
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having efficient salesmen is to be 
careful in their selection. 

“A salesman it just as good as his 
training, his confidence and respect 
of the firm for which he is working 
and his keen desire to do the best 
for his customers. 

“Your salesman is your greatest 
advertising medium. Who is_ to 
blame if he is not as good as your 
expectations? Perhaps this story ex- 
plains: 

“1st Sales manager: All my sales- 
men are lousy. 


“2nd Sales manager: Who hired 
them? 
“Ist Sales manager: I did. 


“9nd Sales manager: Who trained 
them? 

“Ist Sales manager: I did. 

“2nd Sales manager: Who did 
you say is lousy? 

“The third division of our subject 
is merchandising. In the mill supply 
game, knowledge of your line is far 
more important than personality. 
Manufacturers are eager to aid sell- 
ing houses and salesmen in the mat- 
ter of marketing. 

“Keep your customer informed on 
the trend of markets and on the new 
machine and supply items. Keep one 
step ahead of him and he will respond 
to your entire satisfaction.” 


TERRITORIES 


The distributor can neither gain 
profit nor properly perform 
his function by going far afield 
for business, declares C. A. 


Dillon, Dillon Supply Co., 
Raleigh, N. C. 
'‘*#@AN WE achieve greater effi- 


ciency and large profits by con- 
centrating our attention and limiting 
our activities to reasonable and nor- 
mal limits, or by scattering and ex- 
tending our efforts into unlimited 
fields? What do we mean by reason- 
able and normal limits? One answer 
to that might be: That area within 
which my business can give adequate 
attention to a customer’s needs and 
render him a service at a reasonable 
profit to myself, in a prompt manner. 
“It would be folly to limit our 
sales territory to those areas within 
which there was no_ competition 
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C. A. DILLON 


"Remote business, reduced profits” 


whatever. This would mean a series 
of district monopolies, and would 
thoroughly throttle and destroy busi- 
ness enterprise. 

“Because we are more familiar with 
the trade and the prospective custom- 
ers within our territory we are bet- 
ter qualified to deal with the pe- 
culiar requirements of trade in that 
area. The distributor or jobber un- 
derstands the needs of his customer 
more thoroughly when he knows the 
customer’s operations, his limitations 
and peculiar requirements. 

“There is certainly no greater re- 
quirement for success in present day 
business than that of being in posi- 
tion to render adequate and timely 
service to the customer. A distrib- 
utor located three or four hundred 
miles from his customer is unable to 
render such customer the service to 
which he is entitled. 

“In my experience, the best custom- 
ers that our house has are those whom 
we have an opportunity to serve at 
more or less regular intervals. We 
are proud to believe that these cus- 
tomers have come to rely upon our 
advice in the fields we represent, and 
I am confident that our ability to 
come to the aid of these customers 
on short notice binds them to us by 
the strongest possible ties. 

“The question of credit extension 
is a sound argument in favor of re- 
stricting distributor activities to nat- 
ural economic territory. In spite of 
the modern ease of communication, it 
is almots impossible for an industrial 
jobber to acquire satisfactory infor- 
mation concerning the financial stand- 
ing of far-distant customers. 

“It is apparent that if volume of 
business is acquired from remote 
areas, the probability of profits from 
such transactions is reduced in pro- 
portion to the remoteness of the sale. 
Costs of transportation, both for the 
sales effort and for delivery and serv- 
ice, increase rapidly. Likewise, the 
time involved in making and complet- 
ing the sale is sure to be increased. 

“If remote business can be carried 
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on only a reduced profit, and we 
once embark upon a campaign to se- 
cure such business, either a period 
of price-cutting will follow, or we will 
continue to do increased volume of 
business without increasing profit. 

“IT am convinced that a policy of 
concentrated endeavor in a normal 
area is the most advantageous policy 
to pursue in the distribution of ma- 
chinery and equipment. I venture to 
suggest to the representatives of man- 
ufacturing houses that they follow a 
similar policy of encouraging their 
distributors to limit their activities 
to their natural territories. 

“In my judgment, the houses that 
have been built upon the most solid 
foundations are the ones who have 
consistently confined their major ef- 
forts within the territory which they 
are best able to serve, and which 
they have found to be within the 
bounds of successful business enter- 
prise.” 


TAXES 


As government spenders dip 
further into profits, the dis- 
tributor's only out is hope that 
manufacturers will grant a 
greater spread—-so says Percy 
Ridings, Syracuse (N.Y.) Sup- 
ply Co. 


‘trp EFORE leaving home I took the 

2 time to find out what increased 
taxes mean to us. In 1929 our total 
tax represented one-twentieth of one 
per cent on our sales. Against 
this, in the year 1936 we paid a 
combined tax of one-eighth of one 
per cent on our sales, or an increase 
in 1936 over 1929 of more than 100%. 
The same percentage figured against 
net profits shows that in 1929 we paid 
174% and in 1936, 27%, an increase 
of 57%. 

“After rather pronounced losses in 
the years 1930-31-32 and ’33, we had 
to pay, in 1936, the first really good 
year since the depression, a tax of 
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27% on our net profits. Now, in addi- 





PERCY RIDINGS 


“Consider this when revising prices’ 
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tion to this, beginning in 1937, we 
were obliged to pay the federal gov- 
ernment a tax of 1% on our pay- 
roll for Social Security. In 1940 
it will be 14%; in 1943, 2° and in 
1946, 24% and in 1949 and from 
then on, 3%. One more small item 
is state unemployment tax of 2% on 
all incomes of $50 per week and less. 

“On referring to the Overhead Ex- 
pense Report issued by the National 
Association for the year 1929 (please 
note I am picking a good year) the 
average net profit shown thereon of 
54 reporting houses, as arrived at by 
deducting from the gross margin the 
total expenses, is one and nine-tenths 
per cent. While I believe this is a 
little low for the industry as a whole, 
yet the fact remains the net per cent 
of profit is very small. 

“Just what this total will mean to 
us in the next ten years is beyond me, 
but the total of the aforementioned 
taxes, plus additional taxes we can 
expect if the spending continues, is 
our reason for asking manufacturers 
to consider this when revising prices. 

“It is with much pleasure that I can 
thank a number of the manufacturers 
in having already recognized this and 
in their new prices made the neces- 
sary provision, but there are still a 
number who have not done so, and I 
sincerely trust they will yet make it 
possible for distributors to earn at 
least as good a per cent on their ef- 
forts as before the depression. 

“IT know you are all more or less 
familiar with these figures and I am 
only citing them to bear out my con- 
tention that we must have a greater 
spread if we are to have the type of 
salesmen you want us to have, namely 
—men who sell, and not mere order- 
takers.” 


RECORDS—| 


M. G. Murray, Jr., Columbus 
(Ga.) Iron Works Co., swears 
by the perpetual inventory, 
which has helped reduce stock 
by 50% while sales were rising 
325%, .. . increasing turnover 
from 1.5 to 8. 


ws UR COMPANY has a perpet- 

ual inventory system. Purchase 
requisitions originate from the stock 
clerk who makes out minimum stock 
notices when the balance on the cards 
reach the minimum. Then notices 
are accumulated by the buyer in each 
department for factory shipments. 
When the quantity justifies an order, 
a requisition is made on the purchas- 
ing agent. When material comes in, 
it is entered on a duplicate receiving 
record. 

“Orders from customers are entered 
by the salesman on a triplicate order 
book. The office copy, after time of 
receipt and credit approval are en- 
tered, is transferred to the original 
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M. G. MURRAY, JR. 


“Complete history on a card’ 


charge sheet consisting of five copies. 
No material leaves our warehouse 
until such a record is entered. The 
inventory clerk costs the charge and 
enters the item on the inventory 
ecards, showing date of sale and 
the number of the charge, giving a 
pesitive check on the disposition of 
the goods. 

“The inventory card is a complete 
history of the item. It carries space 
for the name, size and unit of the 
material. It shows a maximum and 
minimum quantity. It has a column 
for the date, number and quantity of 
the order, quantity received, as well 
as the date, number and quantity of 
sales and balance on hand. 

“Some are skeptical of the perpet- 
ual inventory. Does it check? Ours 
does within half of one per cent. Is 
it worth the cost? wince 1932 our 
sales have increased about 325% and 
our inventory has been reduced nearly 
50°, making our turnover nearly 
eight instead of one and a half. No, 
it is not perfect, but in conjunction 
with other records, it has materially 
increased our efficiency—and what’s 


better, our return on investment.” 


RECORDS—II 


Adequate records intelligently 
applied are faithful sentinels 
providing the business army 
with constant vigilance, says 
Charles E. Curtis, Western 
lron Stores, Milwaukee. 


" HE AIM of all true business 

is manifest in three distinct 
phases: (1) service to customers; 
(2) welfare of workers; (3) returns 
to investors. Recorded facts and in- 
formation must cover all three of 
these phases. 

“To give proper service to custom- 
ers, we all know that intelligent rec- 
ords must be maintained . . . pur- 
chase records for the maintenance of 
proper inventory for customer de- 
mand, order department records that 


orders may be intelligently edited be- 
fore being entered, credit department 
records for the approval of orders and 
protection against loss, records in the 
order filling department as to spe- 
cific customers’ demands, shipping de- 
partment records as to customers’ 
preference of transportation. In the 
sales department there should be rec- 
ords of individual customers’ pur- 
chases, specific items listed and daily 
checks on them. This enables the 
salesmen to eliminate much waste. 

“As to Phase No. 2, the welfare of 
workers, records of tardiness and 
time off enable the punctual and 
steady worker to be justly rewarded 
for his efforts. Recerds of salesmen’s 
returns make it possible to compen- 
sate them fairly and_ intelligently. 
Records of costs in the shipping and 
receiving department, accounting de- 
partment and order filling department 
make it possible to pay more fairly 
for work well done. 





CHARLES CURTIS 


‘A second set of records to operate the first’ 


“In order to realize our aim in 
establishing returns for’ investors, 
how mindful we are of the impor- 
tance of adequate records to guide us 
in this most difficult task, accurate 
records of costs, of stock turnover, 
capital spread, tax requirements, etc. 
Without such information we would 
undoubtedly flounder around and ul- 
timately sink, with loss of both prin- 
cipal and income to the investors. 

“It may be noted that in some in- 
stances we find a business so bur- 
dened with records that it requires 
another set of records to know how 
to operate the first. So it is well to 
recognize the prefix ‘adequate’ when 
considering records in relationship to 
efficiency. 

“Then again, many records are kept 
but not used. These remarks are pre- 
sented with the sole idea of keeping 
us alert to the constant need of vigi- 
lance in the conduct of our business. 
Adequate records intelligently ap- 
plied are the faithful sentinels in 
our army of efficiency.” 


MILL SUPPLIES ® JUNE 1937 


TRUCKING 


Long hauls are more expensive 
than they look, warns W. M. 
Given, Young and Vann Co., 
Birmingham, Ala. 


‘*@ PEAKING generally, long haul 

S deliveries have increased until 
now they amount to from 3% to 14% 
of our supply sales. The sensible 
way to approach this problem—and 
in many cases it is a serious problem 

is to first define its causes, then 
suggest effective remedies. The 
‘auses may quickly be divided into 
three classifications: 

“1. Natural causes. Good roads 
bring a tendency to extend truck de- 
liveries to limits heretofore unthought 
of. I feel that in many instances 
deliveries have been increased with- 
our regard to the cost. 

“2. Competitive causes. For the 
purpose of securing business, delivery 
service is often over-emphasized. Ex- 
tra delivery service is used as a means 
of attracting new business. But this 
at best provides only a_ temporary 
advantage, for the competitor will 
soon come up to meet whatever level 
is established. 

“3. Customer demand. Customers 
sense improved highways and deliv- 
ery facilities and they are not slow 
to take advantage of these factors, or, 
in some cases, tc impose a little. The 
cost per mile of truck operation, in- 
cluding equipment and_ personnel, 
ranges from 10 cents to 35 cents. 
Some of these estimates are furnished 
by people whose business it is to 
haul. It is not a bad idea in this 
matter to follow the standards of the 
man who must sink or swim by the 
way he runs his truck business. 

“It seems that the abuses that have 
crept into the trucking of industrial 
supplies can be solved most success- 
fully by the close cooperation of local 
groups on a basis of sound business 
methods. That, I think, is the an- 
swer, and an additional reason why 
local groups should cooperate.” 





WILLIAM M. GIVEN 


"Follow the man who must sink or swim” 
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RISING COSTS—1 


If volume fails to increase 
along with costs, the manufac- 


turer - distributor partnership 
must go into action, declares 
George H. Cherrington, Stand- 
ard Machinists Supply Co., 
Pittsburgh. 


‘aT IS SAFE to assume that we 

all know what it has cost the 
distributor to do business during the 
past several years. Whether or not 
anyone knows what the distributor’s 
cost for doing business during the 
next several years is going to be is 
a question open for debate. However, 
we all know that rising costs have 
increased the distributor’s cost of do- 
ing business and that just so surely as 
costs continue to rise (and they are 
going to continue to rise) the dis- 
tributor’s cost of doing business will 
rise also. 

“Now just how rising costs will 
effect the distributor’s efficiency is 
going to be governed by two elements: 
First, the volume of business avail- 
able; second, the action taken by the 
manufacturer-distributor partnership. 
If the volume increases in proportion 
to the increase in the cost of doing 
business, the problem will be solved. 
On the other hand, if volume does 
not increase, the situation may be- 
come serious and the manufacturer- 
distributor partnership must go into 
action to solve the problem. 

“How would this partnership work? 
The distributor would devise ways 
and means to handle his business 
with a reduced number of employes. 
He would concentrate on lines that 
produce a fair volume of business at 
an attractive profit. The manufac- 
turer would support the distributor 
by furnishing factory representatives 
to assist in sales. He would provide 


more and better advertising. Last 
but no least, he would rearrange the 
distributor’s discount upward. 
“Assuming that the margins estab- 
lished by manufacturers several years 





GEORGE CHERRINGTON 


“Costs will continue fo rise” 


ago were based on the cost of doing 
business at that time and were then 
satisfactory . . . then, as the dis- 
tributor’s cost of doing business con- 
tinues to rise, the manufacturer 
should take this into consideration 
and provide a fair margin based on 
present and anticipated future rising 
costs of doing business. 

“The rising cost of doing business 
will force the distributor to become 
more efficient (and to) represent a 
group of manufacturers who under- 
stand his problems and cooperate 
with him. 

“In the spirit of fairness, the dis- 
tributor should make a point of not 
asking the manufacturer for help 
until he has performed his own ob- 
ligation in the partnership.” 


RISING COSTS—ll 


Scrutinize expenditures, step 
up sales efficiency to keep pace 
with rapidly growing expenses, 
says Edward F. Stauss, Oliver 
H. Van Horn Co., New Orleans. 





EDWARD F. STAUSS 


“Our biggest problem is ourselves” 


" OW MANY of you know in dol- 

lars and cents, not in percent- 
age, what it costs to operate your own 
business? If you know this, and 
keep this amount always before you, 
you will not be so quick to accept 
business at 5°7, and in some cases 
less gross profit. 

“Our biggest problem is ourselves 
Without regard 
st of doing business, we 
ifte, give free costly services, 


and our sales force 


or actual co 


it v- margin of gross profit, 
vive «fea cash discount or, if the 
ale ¥, extended payment, we fail 


to secuse adequate carrying charge 
and proper protection. 

“While every item of expense is 
mounting rapidly, closer scrutiny 
must be given to this subject than 
most of us have been giving it in the 
past. At the same time, we must 
maintain the morale and efficiency of 
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our employes. To do this we are 
compelled to recognize the increased 
cost of living. They are in the same 
situation as we are. The valuable 
employe is one who has faith in his 
firm and carries an attitude of cheer- 
fulness. These he cannot have if 
rising costs, without rising wages, 
compel him to take a backward step 
in his mode of living. 

“Let us face this realistic picture: 
In a period of inflation we tend to 
cut our gross profit in order to in- 
crease volume. Now we know that 
there is a scarcity of material, and 
that factories cannot deliver over 
night. 

“We are not helpless as we were 
in 1933. We must endeavor to build 
up those lines that carry the largest 
profit. Manufacturers, too, fear Old 
Man Overhead. They don’t want mere 
‘handlers’ of their products. The 
trend by large manufacturers is to- 
ward selective distributors. 

“The necessity of doing a good job 
forces the thinking and planning dis- 
tributors to create specialty depart- 
ments. This does not mean added 
expense except at the start, as in- 
creased sales will more than offset 
the cost. 

“In a period of inflation like the 
present, money can be had at lower 
rates of interest. This allows all of 
us to take advantage of larger pur- 
chases where the increased cost is jus- 
tified by added turnover. 

“Read your trade papers and keep 
abreast of the times. A recent arti- 
cle in MILL SUPPLIES gave some 
valuable advice on the installation 
of modern and efficient equipment to 
cut costs internally.” 





ISRB IN, OUT, IN (7) 


ELEGATES to the Triple Con- 

vention left Memphis with one 
vitally important issue unsettled— 
the fate of the Industrial Supply 
Research Bureau. 

The Convention approved the idea 
behind the movement and acclaimed 
the job being done during the past 
year but failed to reach a conclusion 
on one point—how to raise necessary 
funds in an equitable manner. By 
all odds, this was the most discussed 
subject of the entire meeting. 

Briefly, the Convention history of 
ISRB runs as follows: 

1. Alvin Smith, Chairman, Gov- 
erning Board, ISRB, reported on 
Bureau activities to a joint meeting 
of all three associations. He stressed 
the administrative efficiency which 
resulted in operations at a cost far 
below the budget but pointed out the 
difficulties experienced in _ raising 
funds. (Subscribers totalled 194 out 




















Governing Board and Advertising Advisory Committee before ISRB meeting. 
Left to right: Hedner (Yale & Town); Apsey (Black & Decker); Chamberlain 
(Jenkins Bros.); Smith (Smith-Courtney); C. A. Channon (Great Lakes Supply); 
Buzby (Keystone Lubricating); J. A. Channon (MILL SUPPLIES); Jones (Lunken- 
heimer). Barclay (Mill & Factory) was missing. 


of a possible 700; subscriptions to- 
talled slightly more than $11,000. 

2. Carl Hedner, member of the 
Advertising Advisory Committee, de- 
scribed in detail the industry promo- 
tion job which had been carried out 
by his committee and its advertising 
agency on the limited funds avail- 
able. He concluded his report with 
the opinion that unless a sizable in- 
crease in appropriation was made 
available, it would be better to do 
nothing at all. 

3. The Convention acclaimed these 
reports and, on a motion from\the 
floor, it was determined to decide the 
future of the movement by taking 
a ballot with subscription blanks, 
subscriptions to be contingent on the 
receipt of signature approval from 
75 percent of those present. From an 
estimated total attendance of 450, 
128 subscriptions were received. 

4. The Governing Board met, de- 
cided that the necessary 75 percent 
had not been received and recom- 
mended to a second joint meeting 
that the movement be discontinued 
since it was unfair to let a compara- 





"To go ahead, it will be necessary for the 
industry as a whole to provide the necessary 
support, now, in Memphis.""—Carl Hedner, 
Advertising Advisory Committee, ISRB. 





"Total administrative expenses for the year 
will not exceed $2,500. against a budget 
of $4,400"—Alvin Smith, Chairman, Gov- 
erning Board, ISRB. 


tive few “carry the load.” Several 
leading manufacturers and distrib- 
utors then expressed the opinion that 
a serious mistake had been made 
and urged reconsideration. 

5. The Southern Association, with 
36 members present, voted unani- 
mously to support the movement. 
Its new president, “Bob” Page, in 
reporting this action to the final 
joint session, pledged himself to se- 
cure the subscription of every mem- 
ber of his association, said letters 
would be sent immediately. “Russ” 
Duncan, new National head, re- 
ported the willingness of his group 
to do likewise. Roger Tewksbury, 
American president, offered the aid 
of his members in any effort under- 
taken by the distributor associa- 
tions. The meeting and convention 
then adjourned. 

So it rests—with the future of 
this industry movement hinging on a 
mail subscription campaign. The 
Governing Board has sufficient funds 
to carry on only routine activities 
(no publication advertising) to the 
end of its fiscal year, August 31. 
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P. T. C. 


President A. P. Homer of the 


Power Transmission Council 
points to gains already deliv- 
ered to distributors and ouf- 
lines even greater things for 
the future. 


‘IVE years ago the depression 

was new and we all took it for 
granted that there was no business 
to be had. Many of us coasted along 
and the transmission equipment part 
of the distributor salesman’s book was 
rarely opened. 

“What a different picture we have 
today. Your business shows a 76% 
increase over the previous year. Your 
men are selling the ‘dormant’ power 
transmission lines from your shelves 
faster than at any time in the past 
20 years. 

“The market in power transmission 
equipment is represented by the ob- 
solescence on an investment of over 
10 million dollars, and even after de- 
preciation at the rate of 5% a year, 
there remains a tremendous net total 
to shoot at. 

“Now let us see what you distribu- 
tors think about the P.T.C. as shown 
by your answers to a questionnaire 
sent out in October. The answers 
show that you say: Those who have 
specialized in power transmission 
equipment have increased net profits 
during the past five years through 
increased sales, number of items sold, 
increase in variety of products sold. 
Your sales have increased because of 
better selling methods, better general 
businss conditions, better cooperation 
from manufacturers and greater in- 
terest among industrial users. 

“In this same questionnaire, you 
stated that the value of the P.T.C. 





For meritorious service Dave Jones (Lunk- 
enheimer) presents watch to George B. 
Halpin, retiring president of the American 
Association. 





program to distributors is that it: 
Aids salesmen’s presentation, interests 
users in the salesman’s story, creates 
inquiries for salesmen to follow up, 
prevents arbitrary design by preju- 
diced engineers, arouses interests of 
distributors’ salesmen in self improve- 
ment and provides technical aids to 
distributors. 

“We now outline for your consid- 
eration our plans for the future. Pro- 
vided we secure the necessary funds, 
we will employ more regional engi- 
neers who will be available to help 
distributors and act as instructors. 
We will publish a handbook in con- 
densed form for the factory man, con- 
taining information of value on power 
transmission equipment. (This will be 
of value to your salesmen, and if 
imprinted with your name will be an 
appreciated gift to your customers.) 
We will conduct research in respect 
to the automotive industry, cotton seed 
oil mills, wood working industry and 
others as rapidly as possible. 

“We will expand our educational 
activities to take in selected groups 
of salesmen from members’ distribu- 
tors, who have been _ sufficiently 
grounded in engineering to make the 
training possible, and give them in- 
struction at headquarters and in the 
field with the regional engineers for 
a period of a few weeks, so that they 
may become thoroughly competent 
power transmission counselors, and 
in their work for you will add to 
your sales power by technical advice 
to all your men. 

“May I urge upon you the necessity 
of using the tools we provide, and 
express the hope that by cooperation 
among yourselves you will build ever- 
increasing knowledge on the part of 
your men that profits are a reward 
of service well rendered.” 


RELATIONS 


“= HE Manufacturers’ Relations 

Committee of the National and 
Southern Supply and Machinery Dis- 
tributors’ Association and the Dis- 
tributors’ Relations Committee of the 
American Supply and Machinery 
Manufacturers’ Association, acting 
jointly, presented sound arguments 
and workable ideas for cooperation 
between distributors and manufactur- 
ers in an unusual way—sound record- 
ing with slides of a script prepared 
under the direction of H. E. Ruhf 
(National), Alvin M. Smith (South- 
ern) and H. F. Seymour (American). 
A brief summary follows. Records 
of the recording can be obtained from 
Messrs. Ruhf or Seymour. 


ACT I. 

Following a joint meeting of man- 
ufacturers and distributors, a group 
of manufacturers gather in a room. 

One manufacturer in favor of 
setting up and adhering to definite 
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sales policies uses the following argu- 
ments: 

1. The buyer tries to sidestep the 
distributor because he feels that he 
may get a better price, not because 
distributors are allowed too much 
margin. 

2. It is costly to sell the direct 
buyer. 

3. You owe something to the dis- 
tributor who has built up your line. 

4. Manufacturers can refuse to sell 
distributors who fail to adhere to 
resale schedules. 

5. Selective distribution is good bus- 
iness. 

6. You can’t get along without the 
distributor. His profit and yours are 
inseparable. 

His opponents in the discussion, two 
manufacturers who believe in taking 
business where they find it, tell him 
that he is an idealist. During the 
course of the fast-moving dialogue, 
they point out the following: 

1. The distributor wants the world 
with the fence around it. 

2. We'd be silly to turn down large 
direct orders. 

3. Distribut 1s are disloyal. 

4. Distributors encourage direct 
buying by carrying inadequate stocks. 

5. Distributors’ salesmen are 
merely order takers. 

Act I closes with one of the latter 
making the remark: “Every man for 
himself, say I, and the devil take the 
hindmost.” 

The first manufacturer comes back: 
“O.K.—but be sure you’re not the 
hindmost!” 


ACT I. 


After the same meeting, a group of 
distributors is gathered in another 
room. 

One, accused by the others of being 
an impractical dreamer, urges their 
support of manufacturers who set up 
resale schedules and maintain terri- 
torial protection. He sees a trend 
away from the old cutthroat methods. 

The others, using as examples man- 
ufacturers who sidetrack the dis- 
tributor, force him to operate on an 
inadequate margin, refuse to set up 
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resale schedules, maintain that it is up 
to the distributor to protect himself 
and “the devil take the hindmost.” 

The “dreamer” responds with the 
same remark which closed Act I. 

Scene 2 of the same act pictures 
a sleeping manufacturer who is be- 
deviled by the demons of reciprocity, 
and a dreaming distributor who uses 
the many services he renders as argu- 
ments to justify his differential which 
a demon “Robinson-Patman” desires 
to remove. 


ACT IIL. 


The value of the distributor and 
manufacturer associations and the 
type of work being done by each, is 
brought to the listener by offstage 
voices. 

Association members are urged to 
make use of Association facilities in 
order to capitalize to the utmost. 

The joint committees were highly 
commended for this unusual presenta- 
tion which neatly wrapped several 
hours of speeches into a trim thirty- 
minute package and drove home its 
message with dramatic effect. 


MANUFACTURER 


OPERATIONS 





ROBINSON-PATMAN 


The most important law, to 
business men, that has been 
enacted in many years. Starting 
out with the commendable pur- 
pose of putting smal! buyers on 
a more equitable basis with 
larger buyers, it has provisions 
extending to an endless variety 
of unrelated business practices, 
declares F. H. Levy, counsel to 
the American association. 


‘tEIN MY former Opinion, I stated 

that the debates in Congress re- 
vealed that its outstanding purpose 
was to prevent price discriminations 
which favored large purchasers at the 
expense of smaller, and that the prin- 
cipal object of attack was chain 
stores, department stores and mail- 
order houses. 

“Tt was asserted in Congress that 
large organizations such as these re- 
ceived discriminatory benefits which 
were not accorded to smaller mer- 
chants; and that the result of this 
favored treatment had been a constant 
and large increase in the number, and 
in the national scope of these larger 
organizations, with consequent de- 
crease in the number and in the finan- 
cial strength and solvency, of the 

(Continued on page 64) 
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THE MAILING LIST 


ITS CARE AND FEEDING 


, and selling by 
mail can produce results only when 
the material sent out is delivered to 
a prospective customer. Therefore 
no mailing list can remain static. 
Unless kept up-to-date it rapidly be- 
comes a liability instead of an as- 
set. Changes in personnel and pro- 
motions within the organizations of 
your customers require the addition 
of new names if your direct adver- 
tising and mail sales material is to 
reach all the men responsible for 
purchases. The same reasons cause 
“dead-wood” in the list which must 
be removed frequently if your rep- 
utation for efficiency and alertness 
is to be maintained. Sending mail 
to “dead men” is a waste of time, 
postage and printed matter and, if 
the practice is maintained, cannot 
fail to create the impression that 
your business methods are sloppy. 

Once it has been decided to build 
a mailing list names should be 
added only when they meet each of 
the following conditions: 

1. The name must be that of a 
prospect for your goods 

2. He must be located in your 
selling area 

3. The name must have been 
checked for correctness of initials, 
title and spelling 

4. The address must be verified. 


Salesman Best Name-Getter 


How can such names be secured? 
The salesman, because of his close 
personal contact with customers 
and prospects, is the best source of 
information and can do much to 
keep the mailing list at maximum 
efficiency. Reduce the amount of 
clerical work involved to a mini- 
mum, show him that the mailing 
list is being used to boost his sales 
and he will cooperate wholeheart- 
edly in supplying the necessary in- 


























By H. W. Dryden 


It's a live thing, ever changing, 

requiring constant attention if 

you are to make it the sales 
asset that it can be 


formation. A card, similar to the 
one shown, requires but a moment 
to fill out—serves for removals and 
changes as well as additions—and 
when returned to the office can be 
routed directly to its proper desti- 
nation without delay. Such cards 
can be mimeographed, multigraphed 
or printed at low cost. 

The manufacturer’s salesman is 
also a worthwhile source of infor- 
mation and can often supply the 
names of prospects in companies 
where your salesmen have been un- 
able to establish productive con- 
tacts. Direct mail sent to such men 
often paves the way for the sales- 
man and permits him to secure or- 
ders that might otherwise be 
missed. 

Inquiries and orders form still 
another source of worthwhile 
names. Correspondence from new 
customers and prospects should be 
routed through the office so that an 
opportunity will be provided for 
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checking the list and adding such 
names as may seem desirable, 

Building a mailing list from 
these sources is a slower and more 
costly method than buying a list 
“ready-made.” But the value of a 
list lies in the results it produces 
and not in the cost per name. A 
list costing little to compile may, in 
the long run, be much more expen- 
sive than one of equal size costing 
several times as much in time and 
money—particularly since the mail- 
ing list of the mill supply distribu- 
tor must be confined to a special 
group of men—those responsible 
for purchases made by their com- 
panies—and cannot be selected at 
random. 

Once a mailing list has been built 
up there is no logical excuse for 
allowing it to decay. If mainte- 
nance is made a continuous rather 
than a sporadic job the time and 
labor involved will be reduced to a 
minimum and the cost will be more 
than offset by the increased effec- 
tiveness of the list and by the elim- 
ination of wasted material. 


Cooperation is Important 

Here, as in building the list, the 
cooperation of the salesman is es- 
sential. It requires but little ex- 
planation to demonstrate that the 
removal of a name no longer valu- 
able, or the correction of a title or 
address, is just as valuable and im- 
portant as the addition of a new 
name. 

Such cooperation is of particular 
importance since the usual methods 
of checking, as permitted by and 
provided for by postal regulations, 
are not wholly effective when ap- 
plied to the list of a mill supply 
distributor. The reason is that the 
checking methods available through 
the post office are designed to func- 

(Continued on page 140) 
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CUTTING 
CAPERS 


Versatility is the outstanding 
characteristic of the milling 
cutter. Here are pointers on 
this grown-up counterpart of 
the dentist's drill 


by E. J. Tangerman 


Technical Editor 


Y ou are no doubt familiar with 
that buzzing torment, the dentist’s drill, 
and how it seems to get, to your sor- 
row, into the innermost recesses of your 
being. Well, it is really a miniature 
milling cutter working at the end of a 
flexible shaft, and is available in some 
of the forms of the full-size cutter. 
Your dentist uses one shape to cut into 
a tooth, another to clean up the cavity, 
still another for special cutting. The 
full-size cutter is available in a dozen 
or more standard shapes, and in num- 
berless special shapes to suit particular 
jobs. Unlike almost any other tool, it 
has no “stroke,” hence is not limited 
to a definite shape in any direction. 
Its versatility is evidenced in its use 
for cutting everything from threads 
and gears to flat surfaces and the in- 
tricate details of dies. Wide-face cut- 
ters mill plane surfaces to any contour; 
rose or end mills shape depressions or 
projections; slitting saws cut deep slots 
and so on, work being limited only 
by man’s ingenuity in working out cut- 
ter shapes and holding methods. 
Types of milling cutters are sketcned 
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1. This shell end mill produces a top sur- 
face aligned with the groove and flat to 
within 0.0025 inch, ready for scraping. 


2. Some helical cutters have cutting edges 
on an end as well as on the periphery. 


3. The operator must change feed as this 
large inserted-tooth cutter mills across the 
end of a chrome-nickel steel crankshaft, 
because draft in the forging varies depth 
of cut to a maximum of !/2 inch. 


4. A form-milling cutter in use. 


5. Drill-chuck jaws, held in special fixtures, 
are milled with form-milling cutters in this 
electrically controlled automatic milling 
machine. 


6. This gang of side-milling cutters are 
ground and lapped true to size to produce 
finished pieces accurate within 0 to 
+0.0005 inches over a 12-inch length, with 
variations in the individual slot of 0 to 
+-0.0003 inch. 


on page 50. First there is the 
plain milling cutter, a series of 
straight cutting edges around the 
periphery of a wheel-shaped body. 
This is mounted on a mandrel. 
When the width of the milled sur- 
face is greater than { inch, a spiral 
tooth form is used, as in the wide- 
face cutter, No. 2. Note that like 
a drill or a reamer, cutting edges 
have rake and clearance. For heavy 
cuts or for removing uneven 
amounts of stock without gouging, 
helical cutters like that of No. 3 
are used. Such cutters will produce 
a fine finish without chatter, and 
often double or triple production. 
Stock sizes run up to about 4 
inches in diameter and 10 inches 
wide. 

For internal 


finishing, either 
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from a drilled hole or from the end 
of a workpiece, the arbor-type cut- 
ter, No. 4, is used. It is fed into 
the work sidewise, its steep spiral 
giving easy cutting and smooth fin- 
ish due to a shearing action. Teeth 
are undercut for free cutting. 

It may be desirable also to finish 
the side of a cut. For such work, 
side-milling cutter No. 5 is used, 
with cutting edges on the periphery 
and on one or both sides, as desired. 
Such cutters are used for slotting, 
keyway cutting, sizing bolts, etc., 


“A 


often being mounted in pairs to 
straddle bolt heads and size two 
faces at once. In such service, they 
are called “straddle cutters”. The 
type shown is the straight-tooth 
variety, in which all teeth cut on 
a given side. There are also free- 
cutting staggered-tooth types, alter- 
nate teeth cutting on opposite sides, 
and being alternately right-and 
left-hand in spiral. If cutters of 
this type are used to finish a sur- 
face with their side cutting edges, 
they are called “face-milling cut- 























A few of the many types of milling cutters and arbors. 


ters”. The inserted-tooth cutter 
No. 6 is an example. This cutter 
has a machine-steel body with high- 
speed steel cutting edges or teeth, 
held in place by taper bushings and 
screws, Cutters are available either 
right- or left-hand, to meet any 
particular cutting job. Such tools 
save the cost of the more expensive 
cutting-edge material in sizes over 
about 8-inch diameter, and permit 
individual broken or chipped teeth 
to be replaced without affecting the 
rest of the cutter. Some units have 
Stellite, tungsten-carbide, or other 
special hard material for blades or 
cutting edges. 

For small face-milling operations, 
there is the spiral end mill, No. 7, 
which can be either right- or left- 
hand (shown) and have either 
tapered or straight shanks. Some 
are only 2-lipped, for rapid milling 
in solid metal, eliminating drilling. 
Larger sizes go on an arbor and 
look like No. 5, but are wider and 
have more spiral to the cutting 
edge. A common variation, which 
cuts on two sides and the periphery 
simultaneously, is shown as No. 8. 
This is a T-slot cutter, which again 
may be either left- (shown) or 
right-hand, and have a straight or 
tapered shank with or without 
tang. 

For milling curved surfaces, 
there are a number of cutter shapes. 
No. 9 is a convex cutter which can 
mill out a half circle up to 1 inch 
in diameter in one pass. Such cut- 
ters are sharpened by grinding the 
tooth faces only, hence sharpening 
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does not alter their shape. By 
feeding sidewise, they can be used 
to cut almost any desired shape. 
The concave cutter, No. 10, is the 
direct opposite, which mills mate- 
rial away on each side to leave an 
upstanding half-cylinder section of 
any diameter up to 1 inch, depend- 
ing on the cutter. Faces are sharp- 
ened as on No. 9, so grinding does 
not alter tooth outline. A modifica- 
tion equivalent to half a concave 
cutter is shown as No. 11, called 
a “corner-rounding cutter,” which 
has both side and radial clearance, 
and can be either right- or left-hand 
as required. 

For metal slitting, the saw, No. 
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12, is one of several types. This 
one has side chip clearance to per- 
mit very deep slotting without drag. 
Thin, toothless, rotary-shear types, 
with various angles of bevel, are 
also used. 

Very often, a special production 
job involves an unusual shape that 
cannot be cut easily with standard 
cutters. For such work, cutters 
with special ground form, like No. 
13, for example, can be ordered 
from the manufacturer. They are 
sharpened only on the tooth face, 
thus preserving contour outline, 
and will produce very accurate 
forms that are readily interchange- 
able. Shapes are endless, and in- 
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clude shape cutters, gear-tooth cut- 
ters and gang gear cutters (cut 
several teeth at once). In ordering 
these, save grief by sending the 
manufacturer a drawing of the 
piece to be formed. 

Another variation is the adjust- 
able hollow mill, No. 14, which has 
inserted blades and is used primar- 
ily for finishing. Two blades are 
cutting edges, the others merely 
guides or “rests”. No. 15 is typi- 
cal of another big class of cutters, 
the angular types, this particular 
shape bei .g a left-hand, 60-deg.- 
included-angle cutter. There are 
also double-angle types. Note also 
that it has a threaded hole instead 
of the usual keyway. 

Nos. 16 to 21 in the sketches il- 
lustrate some of the typical acces- 
sories for milling cutters. No. 16 
is a fly-cutter arbor which holds a 
shaped cutting edge in the square 
hole at its end. A variation holds 
a face-milling blade. Both provide 
economy for one-of-a-kind odd 
pieces, because only a cutter blade 
need be ground to shape. Shanks 
may be of any type, the one illus- 
trated being a_ standard spindle 
end. No. 17 is one of several types 
of adapter for holding arbors, end 
mills, etc., with Morse taper shanks 
in a standard spindle. Other types 
include chuck adapters, cutter 
adapters, etc., all held in the hollow 
spindle by a draw-in bolt. 

No. 18 is a spring collet held in 
spring chuck No. 19 to hold round 


rods, wire, bushings, etc., for mill- 
ing, where many of a size are 
worked. The wrench shown is used 
to tighten the chuck on a threaded 
spindle. The outer end is the collet 
holder, bolted to the holder plate 
and thus adjustable for very accu- 
rate centering. The collet, No. 20, 
is used as a filler between small 
cutter shanks and large spindle 
holes. Various shapes and _ sizes 
are available to permit one shape 
of shank to be held in another type 
of spindle, etc. No. 21 is an arbor, 
drawn into the machine spindle at 
one end and supported at the other 
end by the over-arm or by an outer 
bearing. It carries a cutter (or 
many cutters) positioned between 
spacers, keyed for driving, and held 
tightly by an end nut. 


Better by Forging 


Some vears ago, milling cutters 
were cut from steel bars of proper 
diameter, but nowadays almost all 
are made by forging to shape. This 
















9. Two half side-milling 
cutters and a coarse- 
tooth milling cutter 
gang up on a job. 
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is particularly advantageous, be- 
cause the additional hot working 
in forging avoids the brittle core 
that might very often occur in 
modern high-speed steel, particu- 
larly of large diameter, and pro- 
duces a more homogeneous struc- 
ture uniform in its characteristics. 
Cutter materials range from car- 
bon steel to high-speed steel, cobalt 
steel, and tools with cutting eages 
of Stellite, high-speed steel or tung- 
sten carbide. Such tools are able 
to withstand amazingly high driv- 
ing power: a plain cutter 6 in. wide 
cutting | inch deep in steel with 
4-inch feed requires 6:65  horse- 
power to drive! The same cut in 
cast iron, usually considered pretty 
soft, requires 5.50 hp.! 

This brings up the whole matter 
of feeds and speeds, difficult to say 
much about because cutter shapes 
and work vary so much. In gen- 
eral, high-speed steel cutters should 
be used at these speeds: brass 150 
to 200 feet per minute, cast iron 


(Continued on page 158) 
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7. Notice how deep this gang of alternate- 
spiral cutters are cutting into hard cast iron, 
finishing five surfaces in one pass. 


8. A helical arbor mill making a long, deep 
slot in machine steel. The shearing cut 
takes less power and goes faster. 
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"An 


DEFINITION OF DISTRIBUTOR 


FOR CENSUS PURPOSES, AN INDUSTRIAL DISTRIBUTOR IS DEFINED AS FOLLOWS: 


INDUSTRIAL DISTRIBUTOR 1S A MERCHANT (INDEPENDENT 
OWNERSHIP) SELLING PRIMARILY TO 
THAN TO RETAILERS. 


IN 
INOUSTRIAL USERS RATHER 
FOR CENSUS PURPOSES, THE TERM 1S 


CHART !—Note that oil well supply houses, 
machinery dealers and contractors’ supply 
houses are included in this grouping. This 
fact should be borne in mind in considering 























LIMITEO TO ESTABLISHMENTS DEALING IN A MORE OR LESS COm- all data. 
PLETE LINE OF EQUIPMENT AND/OR SUPPLIES AND MATERIALS FOR 
MINES, FACTORIES, OIL WELLS, CONTRACTORS, PUBLIC UTILITIES, 
AND OTHER INDUSTRIAL USERS. THIS TYPE INCLUDES AMONG 
OTHERS, O'L WELL SUPPLY COMPANIES, MINE AND MILL SUPPLY 
HOUSES, MACHINERY DEALERS AND CONTRACTORS! SUPPLY HOUSES.*" 
THE AVERAGE EM DOUSTRIEAL DIESTRIBUTOR 
THE tO DUSTRIEAL SUPPLY teoustery 
(ALL AREAS COMBINED) 
RESULTS OBTAINED FROM SPECIAL STUDY CONDUCTED 1935 
@y THE BuReau OF THE CEmSUS FROM STATISTICS 
OBTAINED tm Tre CEnSUS OF BUSINESS, 1935. 
WET SALES - - - - - - - - $272,000. 
MUMBE® OF ESTABLISHMENTS = = = = = = = = = = = = = 1633 OPERATING EXPENSES = - - - - - - $ 44,600. 
wom Wee we ec ec eo re we we ee - - $444,877,000. OPpEenatens Peacentace so «= - & *« . 16.48 
SPERATING EXPENSES - = = = = = = = = @ $ 72,939,000. 
wUMBER OF EmMPLOTEES - - - - - - - 15 
OPERATING PERCENTAGE -7f fr - = = = - - 16.4% 
EMPLOYEES (FULL Time AWO PART Time) = = - - 24.724 oa eat - ~ ~ ~ ~ $ 25,400. 
Pay ROLL (FULL Time ANDO PART Time) - - ¢ 41,578,000. STOCKS OW HAND, EWO OF YEAR = - - a - $ 58,900. 
STOCKS ON WAND, END OF YEAR = = = $ 94,811,000. TURNOVER - - - - - - - - - 4.69 








CHART 2—It is important to note that the industry's total payroll 
represents 57.1 per cent of total operating expenses. This item of 





CHART 3—These figures were arrived at by straight arith- 
metic from Chart 2., dividing all totals by the“total number of 


























































































































cost has increased rapidly since 1935, probably in greater proportion distributors, 1633. 
than sales. 
INDUSTRIAL DISTRIBUTORS OPERATE ECONOMICALLY 
*UMBE® we WERATING Pex wLOvee Par aT 9 TUR 
mace oF E WPENSES ting] /Fuee aN OL mane, Eno v ° e ® 
Jestas 1 «Shanes TC | ener rine 7 or ean | CHART 4—Comparison with other full-service 
— and limited-function wholesaling fields indicate 
ee ees 33 | $444,977.909 | $72,959,000 | 16.4 | 24,724 | $41,579,900] $ 34,811,000} 4.69 efficient operation by industrial distributors. 
a te 5 EL, PAM a Sp aay SE PES PF However, it appears that industrial distribution 
oi a nex calls for comparatively large stocks, since turn- 
PLuM®, & TG. wee 174 $242,59 $47.994. .9 16,443 $% 72 ¢n 1,0] 4.79 over is comparatively low. 
ECTRITAL HOKE , $84, 137,00 t 4 4 1D $50.397.0 t 40, 
wewicans & Pan sa | t7, ? ta 4 $79,635,000] ¢ 22,271,000] 9.46 
. _ sical al | OPERATING COST BREAKDOWN 
(By Susiness Size Gaours) 
[ _ at eStTABLISHMENTS 
|BUSINESS SIZE GROUPS = 
| ! OPERATING EuPENSES 
| wer 
| BASED UPON NET SALES | NUMBER SaES Amount eeacent 
® | {ao0 009) ‘a00 990) SALES 
CHART 5—Result of a special study made by the ; we ; 
° Teo Steres OTa 623 | a 72.93 
Census Bureau, this chart shows us that 40 per cent i sialnislvn sinc nee wich alll} Picea , 
of the houses do 7.8 per cent of the business, while , ss nie aia om er cea | F 
i nan ; 56 192 | 22.3 
13 per cent do 54 per cent of the total volume. | __§ -_ : 
Note especially the drop in operating cost percentage ; . , . | 
* i 909 to $199,999 7.42 i7. 
as volume increases. | 
S stcnteati . 
| 
| $200, $299.99 7 8,44 | 18.1 
} pelt Tar Te # _— 
$400,090 fo $499,999 184 70,553 11,141 | 16.8 | 
© IEE | 
j 
| $509 009 TO $999,999 | 146 191,044 15,407 15.2 
$1,909,000 anc ovea 63 139,028 20,737 14.9 
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R E P 0 RI ANALYZING INDUSTRIAL DISTRIBUTORS 


For the first time, the wholesale section of the Census of 
Business deals separately with industrial distributors. Re- 
ports from over 1600 houses form basis of reports on 1935 


CHART 6—Special operating cost study of 
420 houses with sales over $100,000. Note 
the uniformity of sales costs and the small 
variation in delivery and warehouse costs. 
Definitions of operating expenses used were: 


(a) ADMINISTRATIVE: 
1. Officers’ salaries & trav. exp. 
2. Office salaries 
3. Professional services 
4. Office supplies & stationery 
5. Postage , 


business. 


Tanovcs the fine cooperation 
of Dr. Vergil D. Reed, Fred Gosnell 
and John Allbright, it is possible 
to present here, for the first time, a 
statistical picture of the industrial 
supply trade. These Bureau of the 





OPERATING COST BREAKDOWN 


(by Functional Divisions) 


ESTABLISHMENTS ANALYZED 


OPERATING EXPENSES (INCLUDING PAYROLL) EXPRESSED 








$lon,000 TO $199,999 131 18,665 
Recent . sate Ges 


$20,000 10 $299,999 18, 238 19.6 | 























AS & PERCENT TO WET SALES 
ae NUMBER ALES | eine eee cates ~——_——_- — 4 
GROUPS ( me as | 
400 000 Toray | AOMINIS= SELLING | DELIVERY | WAREHOUSE CC UP ANCY OTHER 
— ee ee: S }Teative | __ SEA MEE one eat 
420 | $205, 370 17.3 2 1 

— 

A 





—— + 
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$300,000 TO $499,999 93 36,418 16.9 | 

_ + 

$500,000 To $999,999 85 59,196 | 6.7 | 
ee a Ee —_ —+ -—— 

$1,000,000 AND OvER % 72,853 16.4 | 


Houses doing less than $100,000 omitted. 























(b) SELLING: 
1. Salesman's salaries, comm. & exp. 
2. House salesmen’'s salaries 
3. Advertising 


(c) DELIVERY: 
1. Out-freight 
2. Express 
3. Parcel Post 
4. Trucking 


(d) WAREHOUSE: 
1. Whse. salaries 
2. Boxing & packing 
3. Whse. lighting 


{e) OCCUPANCY: 
1. Rent 
2. Maintenance labor 
3. Heat, light, water & power 
4. Bldg. repairs & supplies 
5. Ins. & taxes on blidgs. 


Census officials have been most de- 
sirous of helping our industry to 
better analyze its operations from 
the date of our first contact with 
them some two years ago. 

Previous to that time, industrial 
distributors had been grouped with 
other types of wholesalers. 

The statistics charted here were 
gathered in 1936 by a full canvass 
of wholesale establishments in every 
state, city and county in the United 
States, with funds provided by the 
W.P.A. Although the cooperation 
of wholesalers was voluntary, in 
the absence of legislation which in 
regular census periods makes re- 
porting mandatory, only a few of 
those who reported for previous 
censuses refused to provide the nec- 
essary information for 1935. 
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In defining industrial distribu- 
tors (See Chart 1), note that Cen- 
sus officials have included oil well 
supply houses, machinery dealers 
and contractors’ supply houses, This 
fact probably accounts for some 
reduction in operating cost figures. 
This conclusion is reached on ex- 
amination of figures for the West 
South Central States, where oil well 
supply houses predominate. 


1936 Sales About $575,000,000 


Industrial distributors’ sales for 
1935 totalled $444,877,000 (See 
Chart 2). MILL SUPPLIES Sales In- 
dicator showed a 30 per cent in- 
crease in 1936 over 1935, thus 
pointing to a 1936 volume of about 
$575,000,000. If the present pace 
holds, 1937 volume should top 
$800,000,000, since first quarter 
sales of reporting distributors were 
46 per cent greater than for the 
same period last year. 

Charts 5 and 6 are the results 
of a special study on operating 
costs made by the Census Bureau. 
It will be noted that here only 420 
houses are considered, those doing 
less than a $100,000 volume being 
omitted as well as those with in- 
complete detailed breakdowns. 

These statistics are not complete 
but they represent a long forward 
step in government cooperation 
with the supply business. If used 
properly they will be of great value 
to all distributors. 

They can be improved at the tak- 
ing of the next Census of Busi- 
ness and will be, if only distribu- 
tors will show an interest in them. 
It is suggested, therefore, that com- 
ments be addressed to Fred A. Gos- 
nell, Chief Statistician, Bureau of 
the Census, 2401 Chestnut Street, 
Philadelphia, Pa. 
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MIDDLE ATLANTIC STATES 
THE AVERAGE DISTRIBUTOR 
wET SMLES, 1935 - $214,000 
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CHART 8—Detailed figures for the Middle Atlantic States. 


average distributor is described statistically above the table. 


CHART 7—Detailed figures for the New England States. The average 
distributor is described statistically above the table. 











WEST MORTH CENTRAL STATES 
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CHART 10—Detailed figure for 
the West North Central States. 
The average distributor is de- 
scribed statistically above the 
table. 


CHART 14—Detailed figures 
for the Mountain States. The 
average distributor is described 





statistically above the table. 




























































































WEST SOUTH CENTRAL MOUNTAIN STATES 
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CHART 9—Detailed figures for the East North Central States. 
EAST WORTH CENTRAL STATES The average distributor is described statistically above the table. 
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CHART 1!5—Detailed figures 
for the Pacific Coast States. 
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CHART 16—Summary of “average distributor” tables in all geo- 
graphical sections. Note low operating cost percentages in the West 
South Central and Mountain States and high turnover in the former 
despite distance from sources of supply. 
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the table. 
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THOSE TEXTILE GUYS ARE 


VERYBODY is 
the comeback of 


talking about 
King Cotton. 
Despite what has been done to him 
by silk stockings, low shoes, rayon. 
acetate—plus a major depression 
the old boy seems able not only to 
take it, but to dish it out lustily. 
Great mills that were once called 
“tombstones of a dead industry” 
are running full blast again—ex- 
panded and modernized. 

The colorful story of this indus- 
try’s iron men and how they 
worked out their own salvation is 
frequently told now in newspaper 
and magazine. But the story of 
the men who supply the textile 
mills deserves some mention in its 
own right, for distributors in the 
textile districts have played an im- 
portant part in the industry’s come- 
back. And even their routine job 
of keeping up their customers’ de- 
mands must always be topnotch. 


Changed Technique 


Depression caught cotton mills 
with their houses in not the best 
order. Many of them have gone 
along for decades with antiquated 
equipment. Making money’ was 
almost impossible for six full 
years. But during that time the 
trouble shooters—mill heads, engi- 
neers, superintendents and distribu- 
tors’ salesmen—were hard at work. 
The industry was finally and seri- 
ously facing the problem with which 
other industries constantly wrestle: 
More and faster production, lower 
operating costs. 

While working toward this goal, 
mills much. The 
service of supply houses had to 
change with them. Wherever pos- 
sible distributors took the initia- 
tive in advancing certain efficien- 
cies, which meant concentrated 
merchandising of those lines that 
would promote such efficiencies. As 
gears and shaftings were stepped 
up to higher speeds, trouble natu- 
rally bobbed up, too. 

When the mills went after effi- 


have changed 
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ciency, it took little time to learn 
that one of their weakest spots was 
in transmission methods and equip- 
ment. While they went to the mat 
with this major problem, supply 
salesmen, too, plunged into the fray, 
working side-by-side with plant en- 
gineers, calling in manufacturers’ 
men for aid, burning the midnight 
oil month after month, cramming 
for knowledge that looms might be 
run with less cost and more speed. 
Some teamed up with the Power 
Transmission Council, an organiza- 
tion that has done much of its work 
in the textile field. Others cast 
their lot with the unit drive theory. 
(One in particular saw the possi- 
bilities for use of pivoted motor 
bases in cotton mills, started from 
scratch without knowing anything 
about such applications, and in 
only the last few years has sold 
nearly a thousand units out of this 
house alone.) Despite all the prog- 
ress that has been made, bugs still 
appear. You can’t escape that when 
making big changes. But attention 
is directed to each weak spot as it 
Little by little they are 
getting the thing licked. 


crops up. 


Below: Automatic spooler in use at 
the Avondale Mill (Alexander City). 
Ripley wouldn't believe the capa- 
bilities of this device. 
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A familiar complaint: 

“That belting you sold us is n.g. 
too much stretch.” 

“What size is it?” 

“Four-inch heavy double.” 

“T’ll be out to have a look.” 


You Gotta Know 


A salesman answering such a 
call must know quite a few things 
about what a belt should and should 
not be asked to do. In an average 
(cited by a South Carolina 
distributor) he found the pulley 
sizes okay so far as diameters were 
concerned, but the operator, in 
stepping up speeds, had forgotten 
that he was also increasing the 
load. And for good measure a ma- 
chine or two had been added. Cal- 
culations quickly pointed an accus- 
ing finger at the load, not at the 
belting. New pulleys were speci- 
fied, and 7-in. belting. Another 
complaint was turned into a juicy 
order, a knocker became a booster. 

Star actors in the story of cotton 
bobbin and 
When 


case 


processing are the 
his teammate, the spindle. 


Right: Energy drive is seen more and 
more often on cotton looms of late 
since P.T.C. and supply houses jointly 
merchandised the idea. 
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The Avondale Mill, Alexander City, Ala.— 
typical of the thousands of textile mills that 
keep supply men jumping to provide ade- 
quate service. 








— They had to be to help this once-sick industry achieve 
its present lusty vigor ... And even their every-day service 
job must be an outstanding one 


by John J. Welch 


Associate Editor 
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the big push began, spindle speeds 
were advanced from 8,500 r.p.m. to 
10,000 or 11,000 r.p.m. Longer 
bobbins were demanded to make a 
bigger “package.” But right here 
these two boys had a falling out. 


Bobbin Trouble 


Previously bobbin manufacturers 
had not needed to build absolute 
perfection into their product. But 
now the lack of accuracy began to 
tell. Wavering bobbins began to 
walk up the spindle, syphoning oil 
out of the spindle bolster, among 
other things. Nor was the spindle 
free of blame for all the trouble 
that ensued, Spindle manufacturers 
had not taken the new, longer bob- 
bin into consideration. The old 
spindle was not long enough either 
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at the bearing or blade end. Bob- 
bins stood so far above the spindle 
that when they began to walk up- 
ward they had not far to go. Blades 
of spindles were being worn off, 
the mill had troubles in ends down, 
weak yarn, etc. 

All this grief came home to roost 
on the distributor’s desk. Happily 
he had on his team manufacturers 
who knew how to play ball. A 
meeting between spindle manufac- 
turers and makers of bobbins 
brought about production reforms 
that solved the problem. Spindles 
were built larger and longer. Bob- 
bin men designed machinery to bore 
a perfect hole in the bobbin. Today 
they are building bobbins that are 
far superior to those in use before 
this day of high speed machinery. 
It’s the old story over again. Higher 





speed requires more power, more 
exactness, more service from all 
types of supplies that go into manu- 
facture. This lesson was_ thor- 
oughly learned in recent years by 
supply men and mill heads who 
suffered mutual headaches while 
streamlining the textile production 
line, 

So much for the job that dis- 
tributors have done in assisting 
cotton mills out of the morass of 
depression. The routine service 
job they do is greatly interesting 
in itself. 

A mere recitation of all the sup- 
plies and equipment bought by tex- 
tile plants from supply houses 
would make dull reading, for the 
loom alone contains 200-odd parts. 
Instead, let us take a typical cot- 
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pitty 


Another amazingly 
efficient machine is 
the high speed warper 
which winds the yarn 
from hundreds of 
small spools on to one 
“grandaddy" spool. 


Near the end of the 
trail. In the cloth 
room great spools of 
finished fabric line up 
for the inspector's 
critical eye. 


Another view of the 

automatic spooler. 

Note the bobbin 

boxes (trucks) and 

the tens of dozens of 

bobbins seen every- 
where. 
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ton mill, roughly trace the produc- 
tion process and note the major 
sales opportunities plainly in sight. 

The woodside mill is one of about 
17 others located in or near Green- 
ville, S. C. It does an average 
job of taking raw cotton and turn- 
ing it into cloth. The uninitiate, 
who sees the fluffy vale wheeled in 
at one end and bolts of fabric come 
out the other, is inclined to con- 
clude that magic must be involved 
in the process and let it go at that. 
The operation appears simpler once 
it is observed up close. 

Through the entire process, cot- 
ton is being worked constantly to 
become firmer, finer thread. (Only 
you must not call it “thread” lest 
you show your ignorance to those 
who know better and call it “sliver,” 
“roving,” or “yarn.” Loose cotton 
is first beaten and combed (“card- 

(Continued on page 130) 






































1. What are four types of leather 
packings? 


2. What gasket materials 
best for hot air and gas? 
cold? 


are 
For 


3. What gasket materials will 
stand up under light oils, such as 
gasoline and kerosene? 


4. How about gaskets for benzol 
piping? 


5. And for heavy cold oils? 


6. Will composition packing 
stand up in ammonia service? 


7. How about acids? 


8. What gasket material is nor- 
mally used on brine fittings? 


9. What gasket material is used 
for water lines? For boiler-feed 
lines? 


10. Will any one gasket material 
handle exhaust steam, saturated 
steam, and superheats up to 600 
deg. F.? 


11. What is a good source 
of data on leather packings? 

















12. What conditions must 
be met for satisfactory serv- 
ice from gaskets? 








13. What are the two 
common abrasives? How are 
they made or obtained? 








14. Which is harder, and 
for what is it best suited? 








15. Which is better’ for 
cutting soft materials like 
plastics, brass and bronze? 








16. Which material is best 





























































All 
salesmen 
will want to try their hands at 
checking the correct answers. 
When you have finished, turn 
to page 142 for author's list. 
















17. Name 
abrasives. 


two specialized 


18. What is the difference 
tween “grit” and “grain” in grind- 
ing wheels? 


be- 


19. What is “bond”, and what is 
“grade 


”9 





20. Are there some materials 


near the “boundary line” between 


the 


abrasives which can be cut 


equally well by either? 


AUTOMATIC DECAPITATOR FOR 
READERS-OF-YOUR-MAIL- 
UPSIDE-DOWN 


Have you ever been troubled by 
the caller with the wandering eye? 
Somehow, even while he talks to 
you, you can feel his eyes busy 
trying to decipher the letters on 
your desk, until finally his voice 
sinks to a whisper and he sits and 
stares. The worst of it is that he 
may see the corner of a lavender- 
tinted, scented letter sticking out 
below the others, and if his eyes 
can’t read it, his imagination can. 

This simple little device removes 
the menace from in front of your 
desk, as well as from in front of 
anybody else’s. As he leans for- 
ward concentratedly to read your 
letters A, his head interrupts light 
beam C projected from light source 
B under your desk top. That really 
starts things to whirrin’, because 
as soon as light beam C is removed 
from electric eye D it energizes 
electric heating coil *. This 
melts wax G, which drops 
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for grinding most steels? 
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7 lever system / so that candle 


J rises and burns through 
cord K. This releases axe 
L, which takes care of the 
situation nicely. It’s justifi- 
able homicide, too, coming 
under Section 20, Article 
VIX of the Civil Code, hav- 
ing to do with “murders- 
which-should-have-been-com- 
mitted-long-ago.” 

Of course you’ll have to re- 
light the candle and supply 
° a new piece of cord occasion- 
ally, but outside that the de- 
vice needs no maintenance. 
A conveyor in the set-up 
would remove the debris. 


























FACTORY WORK- 
HORSE—This Diesel 
is used to furnish 
the power for test- 
ing numerous drills, 
hammers and sand 
blasts in a western 
plant where these 
tools are manufac- 
tured. 


JOBS WANTED co snvwnsss. 20 anvre 


ia] 
Taz DIESEL market? Where?” 

A logical question from any dis- 
tributor—and one answered in the 
general sense as easily and simply 
as it is asked. 

The Diesel market is everywhere! 

Now, that does not mean that 
every last plant and shop is a 
present-day prospect for Diesel en- 
gines. But it does mean that in 
every territory there are markets 
many of them—definite, live, imme- 
diate prospects for this most effi- 
cient and economical prime mover. 

A glance at the pictures on these 
two pages showing actual and suc- 
cessful installations of modern 
Diesels is indicative of the new 
broad field for sales activity. 

Here you see Diesels in use in 
the mining industry, in dredging, 
cotton ginning, in oil fields, pump- 
ing, quarrying, machine shops, saw- 
mills, lighting manufacturing, flour 
mills and in the construction in- 
dustry. 
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The latter field, alone, offers an 
unusually fertile market, for Diesels 
are ideal for powering portable 
pumps, drills, road machinery and 
other equipment. Think of the 
opportunities for sales in seasonal 
industries, where steam equipment 
or purchased power are a heavy 
burden of expense—in canning fac- 
tories, cotton gins, flour and feed 
mills, packing, ice cream and re- 
frigerating plants and others. 

Then there are many small shops 
and garages where Diesel power 
fits ideally into the scheme of eco- 
nomical operation. 

When you consider the fact that 
Diesels are not running up charges 
when not in use, that they have an 
exceedingly low fuel cost, start eas- 
ily and without preliminary warm- 
ing up and are highly flexible in 
meeting changes in load, it is easy 
to visualize the appeal they will 
have for hundreds of applications 
in every territory. 
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by E. J. McOsker 


Western Editor 

















OIL DRILLING—This cable tool rig of the Murray 
Drilling Co., at the Trap pool, Hays, Kan., is powered 
by a Diesel operating 24 hours a day. 










































MINING—Two engines operating mill at Aztex 
mine, 20 miles from Cimarron, N. M., at an allti- 
tude of 10,000 feet, through flat belts and shafting. 
Another Diesel operates a compressor to power mine 
machinery in tunnels. Two thousand tons of rock 
are broken in two shafts per month. Ore consists 
of 1,600 tons, all milled. 


COTTON GINNING—Diesel operating four stands 
through V-belts for C. S. Sanders, Blossom, Texas, 
also two 35-inch fans for unloader and air blast and 
burr extractor. Front power takeoff to drive 3-cyl. 
hydraulic pump for press. Diesel in use fourteen 
hours daily for a six-day week while operating full 
capacity, ginning three to four bales per hour. 











OIL FIELDS — Two 
Diesels V-belted to 
mud pump on a drill- 
ing rig. Multispeed 9 
draw works driven > 

through reverse clutch. 
These engines, owned 
by Henshaw Bros., Inc., 
operate in the Sam 
Fordyce field, 20 miles 


from Mission, Texas. 





DREDGING — Diesel 
with chain drive to mud 
cutter on dredge of 
Ohlhausen Dredging 
Co., Inc., Galveston, 
Texas. The channel was 
dredged to a depth of 
30 feet through power 
supplied by this engine, 
operating 20 hours 
daily. 
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® New! Complete! Osborn Catalog 190 
covers the entire line of standard Osborn 
Brushes. Simplifies brush selling. Builds 
good will. “Brush Conscious” Salesmen of 
Osborn Distributors are being furnished 
with extra copies of Catalog 190 to leave 
with their good customers and prospects. 
What an opportunity to arouse new interest 


in Osborn Brushes! What a chance to 


point out the advantages of standardizing 
on a line of proved quality... proved 
performance ... proved economy! Osborn 
Catalog 190 is a powerful sales tool 


...in the hands of a “Brush Conscious” 


Salesman who will use his own copy on 


every call he makes throughout the year. 


THE OSBORN MANUFACTURING COMPANY 


5401 HAMILTON AVENUE CLEVELAND, OHIO 
SALES OFFICES: NEW YORK * DETROIT « CHICAGO « SAN FRANCISCO 








Osborn Catalog 
is designed 


to help you 
Select the right brush 
for each Obe 
the Complete 
sborn Brushes which 
meets Practically all 
industria} brush needs 


THE OSBORN MFG. CO, 


Cleveland, Ohio 
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(Continued from page 46) 
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FELIX H. LEVY 
"Unfortunately it went too far” 


vastly larger number of smaller mer- 
chants. 

“Accordingly, this new law under- 
took to amend and enlarge the price 
discrimination section of the Clayton 
Law, to correct this situation. 

“Unfortunately, the Robinson-Pat- 
man Act went far beyond the reason- 
able requirements of its declared and 
just purpose, and in so doing, has not 
only caused great and unnecessary 
perplexity and confusion to business, 
but has to a large extent, defeated or 
jeopardized its own purpose by in- 
cluding many provisions now under 
serious attack by able counsel. 

“The law treated the subject of 
these large quantity discounts with 
substantial accuracy by providing 
that price differentials based on quan- 
tity should no longer be lawful, be- 
yond the amount of the actual saving 
effected by a manufacturer in making 
quantity sales, with the result that 
quantity discounts can no longer be 
used as a device or subterfuge for 
price discrimination. This was a 
great step forward. 

“It is the general opinion of the 
legal profession that virtually all of 
these additional provisions are uncon- 
stitutional and unenforceable: 

(a) The provision placing the bur- 
den of proof upon concerns charged 
with a violation, after the commis- 
sion has established a _ prima-facie 
case. 

(b) The provision which was ex- 
pressly aimed at preventing false 
brokerage fees .. . is unconstitutional 
except when limited to the use of so- 
-alled, but not real, brokerage for the 
purpose of obtaining a secret rebate. 

(c) The provision forbidding pay- 
ment by a seller to a customer for 
services or facilities furnished by 
such customer, such as payments for 
window displays or wholesale promo- 
tional cooperation furnished by the 
customer to the seller, unless made 
proportionately available to compet- 
ing customers. 


64 





WAGES 


” COMPREHENSIVE program to 
provide a fair basis of compen- 
sation for all employees was de- 
scribed to the executive session of 
the American Association by W. F. 
Cook, Kimberly-Clark Corp., Neenah, 
Wis. 
Merits of this plan are that it en- 
lists the cooperation of workers in 





W. F. COOK 


Employees develop a sense of proprietorship” 


its execution and, before making any 
of the steps of its procedure, obtains 
the worker’s formal approval of that 
step. 

“Supervisors and rank and file em- 
ployees learn to think analytically and 
to deal with rate setting problems on 
a factual basis,” said Mr. Cook. “Rank 
and file employees develop a sense 
of proprietorship in the wage struc- 
ture and are better able to justify 
differences in hourly rates for dif- 
ferent occupation.” 

Mr. Cook’s remarks were drawn 
from a paper of his which previously 
appeared in the Personnel Series of 
pamphlets published by the American 
Management Association. Copies of 
this pamphlet, “Compensation Plans 
for Executives and Workers” may be 
obtained from that organization. Ad- 
dress: 330 West 42d Street, New 
York City. 


The handkerchief stumps us but we guess 
Willis (Donnelly). The man at the right is 


Brenholts (Pittsburgh Gage). 
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OUTLETS 


Wouldn't it be worthwhile to 
set up a clinic . . . to deter- 
mine the best methods of sell- 
ing through distributors? asks 
Phil Callaghan of General 
Refractories Co., Philadelphia. 


‘is BOUT three years ago our com- 
pany organized a division to 
build up sales in the miscellaneous 
market by selling through distribu- 
tors. As we approach the third mile- 
stone, we have no cause to regret our 
decision to put emphasis on distribu- 
tor sales. We have seen distributors 
in towns of 75,000 increase their sales 
from four or five carloads to 18 or 20 
carloads a year. 
“Looking for the defects as well as 
the virtues of this plan, we have dis- 





Sy 


PHIL F. CALLAGHAN 


"We have no cause to regret’ 


covered wide differences in methods of 
selling supplies through distributors. 

“For instance, while our district 
office in New York uses a method of 
selling which is very similar in funda- 
mental principles to that used by our 
district office in Chicago, or St. Louis, 
or elsewhere, we found that our dis- 
tributor in one city uses an entirely 





Wanderers Sherrill (Yale & Towne) and 
Donahue (Stacy Supply) spread good cheer 
(Memphis Convention). 




















A REAL RIGHT HAND MACHINE 
IS THE “TOLEDO” No. 999-2” POWER PIPE MACHINE 


These pictures prove that a "TOLEDO" No. 9991S A REAL RIGHT HAND MACHINE. 


On the left—the operator with his right hand feeding in the cutter knives, cutting off a piece of 
2” pipe in 10 seconds. 


Next—scarcely moving his position, he reams the pipe. Feeding the reamer by pressure on the 
hand feed wheel with his right hand. 


Then—he starts the dies on the pipe with the same operation as reaming. 

Photograph on the right—he controls the motor by the forward and reversing switch, conven- 
iently located for his right hand. 

Here’s proof a-plenty that the “Toledo” No. 999 is a real right hand machine—easy to operate 
—swift and efficient—the outstanding "to 2” portable power pipe machine on the market today. 


THE TOLEDO PIPE THREADING MACHINE CO. 
TOLEDO, OHIO NEW YORK OFFICE, 72 LAFAYETTE STREET 


‘TOLEDO 
a ~ 
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different method of selling our prod- 
ucts than a distributor in another city, 
not far distant, selling the same prod- 
ucts to similar trade. 

“We also found, upon approaching 
a distributor with the idea of taking 
on our line, that after convincing 
the executives of the advisability of 
selling our line, it was necessary for 
us to sell the idea to their salesmen. 
In adopting this course, we were 
amazed to find, not infrequently, 
that this wouldn’t be necessary, for 
the executives of the house decided 
what was to be sold. 

“In other words, we found a great 
difference in the manner in which 
sales executives direct the activities 
of their salesmen, and that there is 
a definite tie-up between control ex- 
erted and the method of compensation. 

“Some supply houses, we found, 
have a complete call report system 
to insure the distributor as well as 
the manufacturer that greatest bene- 
fit would be secured from calls made 
with the salesman by a factory repre- 
sentative, and on the other hand 
there was little or no effort by some 
distributors to capitalize on this valu- 
able assistance. 

“Another point on which there is 
no unanimity of action is the mat- 
ter of specialty salesmen. Some 
distributors are organized so that each 
salesman is a specialist in some par- 
ticular line, or group of lines, and 
these specialists work with other 
salesmen when more than ordinary 
information on any particular line is 
required. Other houses have route 
salesmen to pick up the more or less 
over-the-counter items, and a separate 
group of specialty salesmen who act 
as specialty men calling on the same 
accounts. 

“Would is not be a worthwhile ob- 
jective—at least something for future 
action—to set up jointly with the dis 
tributor organization a clinic of indus- 
trial distribution and selling which 
would determine by means of research 
and study, possibly using anonymous 
questionnaires, just what are the best 
methods of selling supplies through 
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industial distributors? 


SALES PROMOTION 


(See columns 2 and 3) 


Eighty distributors and 45 in 
dustrial buyers cooperated to 
| manufacturers what hap 
pens to promotional literature 
once they get their hands on it 
In the adjoining columns are 
reproductions of slides sun 
marizing the knowledge gaine 
in this survey and shown before 
a joint meeting of all member 
by C. F. Conner, B. F. Good 
rich Co., Akron, O. Mr. Conner 
is chairman of the American 
Association's committee on 
sales promotion literature. 


tell 
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TRADE MARK 





Authorized 
Holo-Krome Distributors 


are “cashing in” on Quality plus the 
selective Holo-Krome 


100% DISTRIBUTOR POLIC 


Gnterested ? 





Jhe Standard of Ualue 


THE HOLO-KROME SCREW CORPORATION 
HARTFORD . . . - ~ « ~« CONNECTICUT 


CHICAGO SPONSORS 
EDUCATIONAL PROJECT 


By G. A. Hoopes, Jr., News Editor 
Chicago Power Transmission Club 

At a recent meeting of a number 
of interested members of the Chi- 
cago Power Transmission Club ten- 
tative plans were laid for a series 
of before dinner engineering classes 
and it was decided to hold at least 
one class that the Club might study 
its value. As planned, this series 
of classes is not in any way to take 
the place of instructive Club meet- 
ings, but is to supplement them. 

The first session of these classes 
convened at 5:00 P.M. May 3rd 
with about 40 present, including 
many executives. Lloyd Lamm of 
Dodge Manufacturing Corporation, 
who is Vice President of the Chi- 
cago Club, opened the session with 
a very fine introductory talk ex- 
plaining the purpose of the school. 

The class was then turned over 
to Bill Clendinning who acted as the 
first instructor. It is planned that 
various Club members and author- 
ities on specific subjects shall act 
as instructors as the work pro- 
gresses. 

The class procedure as laid out 
ealls for the study of all funda- 
mentals entering into the subject of 
power transmission with the grad- 
ual enlargement of these funda- 
mental until their functions in the 
application and operation of power 
transmission equipment are cov- 
ered. Therefore the first sessions 
deal with elementary physics. 

At the May 3rd meeting, mass, 
weight, inertia, force, acceleration, 
work, coefficient of friction, energy, 
power and friction were studied. 
Care was taken to interpret these 
fundamentals into their effects in 
power transmission applications. 
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At 6:15 o’clock the class ad- 
journed to dinner and at 7:30 at- 
tended the regular Club meeting. 

At this meeting the idea of the 
educational classes was thoroughly 
debated with the result that the 
plan was adopted unanimously. 

In detail the Club voted: 

1. That the classes were valuable 
and should be continued. 

2. That the classes be sponsored 
by the Club. 

3. Elected Lloyd Lamm Adminis- 
trator of the Classes. 

4. To get P.T.C. to assist in ar- 
ranging the course. 

5. That there are to be no fees 
charged. 


6. That all Club members are 


eligible. 


Chicago Club Editor George Hoopers, 

Jr., of J. E. Rhoads and Sons Co., has 

been appointed P.T.C. News Editor for 

the Chicago Club. His first contribution 
appears in this issue, 
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Conducted by 


VICTOR A. HANSON 


Chief Engineer 
Power Transmission Council 


After the discussion of the before 
dinner engineering classes was. fin- 
ished, the Club was privileged to 
hear an interesting and instructive 
talk by Robert L. Wickes, Research 
Engineer of the A.L.B.A., on the 
subject of paper manufacturing. 
This led to a general discussion in 
which a number of interesting and 
valuable points were brought out. 


SMITH AT FORT 
WORTH CONVENTION 


Mr. Roy 8. Smith, Regional En- 
gineer, will attend the Oil Mill 
Manufacturers and Superintend- 
ents Association Convention at 
Fort Worth, Texas, on May 26, 27, 
and 28. 


LIQUID-CARBONIC USES 
GROUP DRIVE 


Although the building construc- 
tion made the installation difficult, 
Liquid-Carbonic Corporation found 
methods to use group drive in its 
Machinery Division, according to 
an article in the April 26th issue 
of “Steel” by F. J. Riley, Machinery 
Division Superintendent. 

“When this four-story reinforced 
concrete manufacturing building 
was erected, no provision was made 
for mounting lineshafts. The ma- 
chinery division is located on the 
top floor which has high concrete 
monitor roofs precluding any ordi- 
nary methods of construction. 

“At that time practically all ma- 
chine tools except the largest were 
lineshaft driven. Group drives are 
still favored wherever the machin- 

















Gola Gilner V-Belt 
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ILMERS — Gilmers only — give you 
Gilmer grip. A Gilmer V-Belt fits 
the groove because it has to fit. Gilmer grip 


locks it in working position there. That 


makes PULLING POWER. 


Notice the way the straight sides bulge as a 
Gilmer V-Belt flexes around the sheave. It 
bulges along its whole width. (See white 
arrows.) The steel sidewalls distribute this 
bulging over both of the belt’s side surfaces. 
(Indicated area.) A Gilmer pushes against 
the sheave walls. This pushing creates 


pressure — grip — POWER. 


All this lateral stress, exerted across the 
full thickness of the belt, locks a Gilmer 
V-Belt in working position. The belt hugs 
the pulley. So Gilmers don’t slip. Gilmer 


V-Belts don’t waste power. 


L. H. GILMER COMPANY, Tacony, Philadelphia 
“THE OLDEST FIRM OF RUBBER FABRIC BELT SPECIALISTS” 


MONEY 








FIVE FAMOUS FEATURES OF 
GILMER V-BELTS 


1. Top Rubber—Tough tension rubber. Eliminates ‘misfits.’ 
2. 
3. 
4. 
5. 


Pulling Cords—Patented construction. Concentrates power. 
Bottom Rubber—Heat-resisting. Created by Gilmer. Exclusive. 
Double Jacket—Bias-woven fabric. Triples belt's life. 


Controlled Stretch—Pre-tested, to insure permanent matched 
working lengths. 


Use Gilmer Single Strand V-Belts 
for POWER on f.h.p. jobs. 


MONEY MONEY 


Gilmer V-Belt sales are booming. The Gilmer 
Franchise pays. If you're interested in real 
money, find out about Gilmer's proposi- 
tion. Free for the asking, and no obligation. 
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ery can be grouped to advantage.... 

“The fact that the ceiling had 
nothing on which to mount the 
lineshafts did not interfere seri- 
ously as the high ceiling permitted 


ample headroom. The octagonal 
concrete building columns on 16x20- 
foot spacing offered the only means 
of support. Special clamps were 
attached to the columns to hold 
10-inch I-beams on the 20-foot cross 
spans. These clamps are held on by 
four l-inch bolts bent to fit the 
column and brackets. 

“The superstructure for mount- 
ing the lineshaft consists of two 
parallel 3x10-inch clear yellow-leaf 
pine plank on edge about 30 inches 
apart on the 16-foot span and 
clamped to the I-beam at the ends. 
Shaft hangers are bolted on 2x6- 
inch planks which are fastened to 
the vertical 16-inch planks by lag 
screws. ‘ 

“In the new addition to the plant 
special inserts for bolts to screw 
in are set in the concrete ceiling 
on 4-foot centers. Here sprinkler 
and other lines interfere with plac- 
ing the superstructure against the 
ceiling. To mount the shafting two 
parallel lines of 2x6-inch channels 
laid flat with the flanges up and 
welded together at the ends are 
attached to the ceiling by ?-inch 
bolts with 4-inch pipe spacers 30 
inches long maintaining the posi- 
tion. 

“The shaft hangers are mounted 
on 2x6-inch wooden cross footings 
bolted to the channels. A bearing 
plate at the ceiling prevents the 
pipe from wearing and cutting into 
the concrete as a result of vibration 
or pressure. - 


M. G. D. IN NEW REPUBLIC 
WIRE MILL 


One of the most modern wire and 
wire nail plants in the country has 
just been put in operation at South 
Chicago, Ill., by the Republic Steel 
Corp. 

The nail making equipment in 
the plant consists of 56 machines 
in four sets of 14 machines each. 
All of these machines are operated 
by modern group drives, each set 
having a separate drive. The group 
are equipped with steel stringers 
and anti-friction bearings. 

The drives and motors are in- 
stalled in 1200 ft. tunnels located 
below the floor. These tunnels are 
large permitting easy maintenance 
of equipment as well as completely 
concealed drives and facilitating the 
flow of production materials. 


ANTAGONISTIC? 


On occasion it has been said that 
the P.T.C. program was antagon- 
izing the Electric Motor Manufac- 
turers. Remembering that P.T.C. 
is founded on the policy of recom- 
mending the right drives for every 
job as determined by an honest, 
sound engineering study in which 
the best interest of the power user 
is the one deciding factor, one won- 
ders how the P.T.C. program could 
antagonize any honest reputable 
manufacturer of electric motors. 

One of the finest statements on 
this subject that has as yet been 
made appears in a recent issue of 
the “Bulletin,” the official publica- 
tion of the Power Transmission As- 
sociation of Great Britain. The 
statement is as follows: 





“If anyone, electric motor manu- 
facturer or other, considers the 
policy of the P.T.A. to be antag- 
onistic it can only be because he 
makes a practice of selling his cus- 
tomers drives that are not the best 
for the job. Any objector to our 
policy stands self accused.” 

Power Transmission Council is 
indeed grateful to the British 
Power Transmission Association 
for this forceful statement of fact 
concerning purpose and_ policy 
which is true in both countries. 

It is urged that every member 
memorize this statement that he 
may have it ready for use when- 
ever he hears the word Antag- 
onistic. 


M. G. D. INCREASES 
PRODUCTION 


A New England P.T.C. member 
recently made a modern group drive 
installation in a section of a weave 
room to operate 92” looms. These 
were old style and the customer 
was considering discarding them 
and buying new looms. However, 
they were sufficiently interested to 
try out the proposed plan of a mod- 
ern group drive on the old looms. 

On the old set-up they showed 
they were getting 562,000 picks 
per week. With the new group 
drive they were able to get 775,000 
picks per week or an increase of 
38%. With the increased picks 
they experienced about the same 
increase in production and the 
quality of the cloth was far supe- 
rior to that produced in the old 
way. They are arranging to have 
all the mill re-arranged with the 
modern group drive. 


Power Transmission Council exhibit at the Southern Textile Exposition held in Greenville, S.C. Both an X Model and an 
E Model loom, equipped with energy drives, were in operation the entire week. 


The operating speeds were 204 and 


183 P.P.M. respectively. Thousands of mill operators and executives examined the energy drives. 


70 


MILL SUPPLIES © JUNE 1937 











—. 
’ : 




















"Greenfield," the world's largest manufac- 
turer of precision small tools, stands solidly 
behind its products . . . offers its distributors 
many advantages. 


“Greenfield” tools are world-famous for 


' accuracy, dependability and long life. They are 


specified as standard by many consumers... 
mean greater volume with less sales expense. 
And remember, "Maxi" finished tools are estab- 
lishing new production records. 

"Greenfield" small tool lines are complete 


. . . bring distributors the many advantages of 
dealing with one source; lowered office expense, 








Peererccereeeeeeecene 


greater assurance that customers’ needs will be 
promptly and satisfactorily met. 


Stock the Greenfield" line for greater profits. 


GREENFIELD TAP & DIE CORPORATION 
GREENFIELD, MASSACHUSETTS 
Detroit Plant: 2102 West Fort Street 
Warehouses in New York and Chicago 
In Canada: Greenfield Tap & Die Corp. of Canada, Ltd., Galt, Ont. 


GREENFIELD 
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100 = Average Monthly Sales, 1923-1925 >» 














DISTRIBUTOR sales continued high in April, with just a slight 
levelling from the five-year peak attained in March. Gains were 
registered in the North Atlantic States, and on the Pacific Coast, 
while other territories showed small losses. Size of average order 


rose somewhat in April, while the number of orders booked per 


working day fell off. 


DOLLAR VALUE , AVERAGE ORDER 


ORDERS PER WORKING DAY 
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ARMSTRONG 


quality 
acceptance 


) tit 
S” ARMSTRONG BROS. TOOL CO. “The Tool Holder People” CHICAGO, U.S.A. 
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1. A man-sized chucking operation but it 
calls for split-hair precision. So up steps 
the salesman with a large micrometer 
caliper—and ithe order is his! 
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3. Full steam ahead in the lumber 
industry. This graphic shot gives a 
good idea of some things that loggers 
are buying from supply men, includ- 
ing wire and manila rope, pulleys, 
winches, etc. 





2. Americans turn gypsy and—presto!—trailer con- 
struction proves a bonanza for distributors. This 
factory uses plenty of these air-operated sanders, 
plus spraying equipment and almost the whole 
gamut of other industrial supplies. 
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4. Tough problem: Transmit power from a 
single cylinder oil engine to an ammonia 
compressor via very short shaft extensions. 
(And both pieces of equipment at voting 
age!) Answer: A torque ring coupling, 
fully enclosed and lubricated, requiring no 
new bearings or shaft realignment. Result: 
A customer 100% satisfied. 


5. In this shop, vari-speed motor drives operate 
a battery of grinders with infinitely adjustable 
speeds on the work spindles. The salesman who 
landed this motor order also got a whack at 
some nice business on grinding wheels, pulleys 
and belts. 








6. Stream-lined cars get that 


way partly through precise 
grinding on fender wells. 
Here's how they do it at 
Pontiac. 
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= ae Dodge distributors aze in a posizion to offer an exclu- 
= _—— sive service to industry. Because of the broad coverage 
» 4 4 of transmission requirements offered by the Dodge 
6 = line, the distributor is not limited in his recommenda- 
a - tions. He can sell his customer the right drive for 
. lf ms every job. 
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% The Dodge line is not only complete in the sense that 
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= a y transmission of power,—it offers babbitted, roller and 
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ball bearings; iron, steel, wood and iron spider wood 


rim pulleys,—each product offering the best solution 
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The Dodge distributor can take full advantage of the 
present day demand of industry for drives that will cut 
costs, and meet new production demands. Leading 
authorities agree that savings of from 20°% to 50% 
can be made by many plants. Dodge advertising and 
sales co-operation are helping the distributor realize 


the greatest possible return from his effort. 








Dodge Distributors 


Make Money by 
Helping Industry 











to Save Money 


Industry is fully awake to the possibility of converting 
loss into profit through modernization of power drives. 
Industrial executives are giving serious consideration 
to the many ways provided to get the power to the — 
work in an effort to find the best and least costly. sett 
: ei 
« Se ms. d 5" 
oe Sage ‘y J . ong 
Dodge distributors are able to offer valuable assistance dct ta foe ‘= se ‘ 
to their industrial customers and prospects. They can ce /] i wh 3 
not only offer a complete line of power drives but a \ id Ae x 


complete and specialized engineering service. 








Dodge drives are assembled from modern, standardized 
parts which are made together to work together. This 
means a drive backed by one responsibility rather than 
one made up of parts supplied by several manufac- 
turers. The result is added satisfaction and security 
for the buyer. 

* 


Only Dodge distributors can offer this service. Only 
Dodge distributors have this opportunity to serve and 


profit. 











7. You're looking at a plant that manufactures 
weather and sport. These two 4-inch pumps 
are used for circulating brine in ice making 
at the Chicago Arena skating rink. The one 
in the foreground is in operation and frosted, 
the one in the background idle for the 
moment. Pipes and valves are heavily in- 
sulated on this job. 


8. Step-ladder view of two ball bearing 
hangers which, by their savings in power, 
maintenance and lubricants, are said to be 
capable of paying for themselves within two 
years. 








9. A rugged band saw goes to work on a 
ton-and-a-half block of chrome nickel steel, 
cutting it into four sections. By this process 
the metal, which had kicked around the ware 
house for ten years, is fit for production 
again—and the operator was faced with a 
loss of 9 cents a pound on 25 tons of it. 


11. Ever think of the sales possibilities in 
the bulk station of your local oil company? 
Here's an inside shot at one that uses three 
7'/2 h.p. motor pumps—and seems to be a 
good prospect for pipes, valves and fittings. 
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10. Indispensable for 
handling rock, ore and 
coal are rubber con- 
veyor belts. The load is 
carried on heavy duck 
impregnated with a soft 
resilient rubber com- 
pound. Top side has a 
heavy cover to protect 
against cutting and 
abrasive wear. 











YO U a C U STO we 7 R 5 are reading this advertisement in the June issue of Mill and Factory and the June 16 
issue of American Machinist. Demonstrate Black & Decker Tools this month! 


No matter what you manufacture 


there’s a new Black & Decker Electric Nut Runner 
that will Speed Production and Cut Costs..... 
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No matter what sizes or types of nuts, bolts or to give you a demonstration—right in your own plant 
screws are used in your assembly work—there’s a new on your regular work—so that you can make accurate 
Black & Decker Nut Runner, Electric Wrench or time and cost comparisons. Or write 
Screw Driver exactly suited to the job among the 8 for a complete new catalog today. The ¢ 
new models in the Black & Decker Line. Check over Black & Decker Mfg. Co., 718 Pennsyl- , 
your assembly operations now—and ask your jobber vania Avenue, Towson, Maryland. 


Black’ Decker 


World’s Largest Manufacturer of 








PORTABLE ELECTRIC TOOLS 
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Ten Years _4go IN MILL SUPPLIES 





‘t. STAGE WAS ALL SET FOR THE BIG TRIPLE 


CONVENTION, HELD JUNE 13-17 ABOARD THE 
STEAMSHIP “NORONIC.” 
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N EWS Fouowine MORE THAN 80 YEARS IN ONE 
LOCATION, THE DUNCAN AND GOODELL COM- 
PANY, WORCESTER, MASSACHUSETTS, FOUND- 
ED IN 1825, MOVED A DECADE AGO TO A 
MODERN, TWO-STORY BUILDING AT MECH- 
ANIC AND COMMERCIAL STREETS. 
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To SERVE ITS SOUTHWEST 
TERRITORY, THE ESSMUELLER 
MILL FURNISHING COMPANY, 
ST, LOUIS, MISSOURI, OPENED A 


Percy RIDINGS, PAST PRES. 
NEW PLANT AT KANSAS CITY, 


NATIONAL SUPPLY AND MACHINERY 
DISTRIBUTORS ASSOCIATION, WAS 
AMONG THOSE PRESENT WHEN 
THE SYRACUSE SUPPLY COM- 
PANY, SYRACUSE, NEW YORK, 
BUILT ITS MALTBIE STREET 

WAREHOUSE 10 YEARS AGO. 
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Tne TRACY, ROBINSON AND 
WILLIAMS COMPANY, HARTFORD, 
CONNECTICUT MOVED TO 279 
ASYLUM STREET AFTER 67 
YEARS SPENT IN ITS OLD 
LOCATION AT 70-80 ASYLUM 
STREET. 




















Crarwes BOND, PRESIDENT, CHARLES BOND COMPANY, PHILA- 
DELPHIA, ACCOMPANIED BY HIS WIFE AND DAUGHTER, HAD SAILEO 
FOR GLASGOW TO SPEND SIX WEEKS IN SCOTLAND AND ENGLAND. 
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R. J. Smith and Art Klebes 
Start Separate Company 


R. J. Smith and A. N. Klebes, 
who have been in charge of the 
mill supply department of Rack- 
liffe Bros. Co., New Britain, Conn., 
for the past two years, last month 
started their own firm under the 


Boise, ahoy! The bunch at the Idaho 
city's branch of Salt Lake Hardware 
steps out in the sun to watch the 
birdie. Left to right, W. A. Stevens, 
R. W. Gillespie, Guy L. Mitchell, 
Fred Fouch, W. L. Bissell and George 
W. Wright. 


me if 


ill 


Not Hollywood, 
but the attractive 
new reception 
room of Republic 
Steel in Cleveland, 
where the product 
has been used to 
achieve natty front 
office effect. 










































name Smith & Klebes, Inc., entirely 
divorced from Rackliffe. 

The new organization has head- 
quarters in a building formerly used 
by Rackliffe, but now thoroughly 
modernized for efficient operation 
as a mill supply house, specializing 
in metal cutting tools and power 
transmission equipment. The Rack- 
liffe company continues its Kelvina- 
tor refrigerator and appliance bus- 
iness, and other lines. 

Occupying two floors, Smith & 
Klebes has about 5,000 sq. ft. of 
floor space, an elevator, loading 
platform, railroad siding, and a de- 
livery truck. Heavy materials are 
stocked in the basement, and lighter 
items in a large rear room on the 
first floor which has been arranged 
with steel shelving on one side and 
a long bench on the other so that 
incoming shipments and outgoing 
deliveries can be handled from the 
shipping platform with a minimum 
of movement. 

Mr. Smith is president of the new 
firm, and Mr. Klebes vice-president 
and treasurer. E. S. Coggins, as- 
sistant treasurer, and Irma Swan- 
son, secretary, were both previously 
connected with Rackliffe’s mill sup- 
ply department. 

Messrs. Klebes and Smith are well 
acquainted with buyers in New 
Britain’s ivy covered industrial 
plants—in which a variety of screw 
machine products, ball bearings, 
chucks, and hardware are manufac- 
tured. Both belong to the Rotary, 
the Masons, and are active figures 
in the Connecticut Mill Supply 
Club. 


The industry and all in it mourn at 
the passing of Herbert W. Strong, 
of Strong, Carlisle & Hammond Co., 
Cleveland, who died April 29. 


Meet the boys of A. J. Glessner Co., 
San Francisco. Left to right, they 
are: J. C. Terrace, Tom Bramhall, 
W. ©. Smith, Ted Rohrer, Hugh 
Darling and A. J. "Tony" Glessner. 
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| We are a leading distributor 
and the line of industrial rubber 
goods we offer must be outstand- 
ing. Especially a line with proven 
demand, aggressive advertising 
‘ support, and a really liberal dis- 
tribution policy. What 
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Ask about the HEWITTprofitfranchise. HEWITT RUBBER CORPORATION, Buffalo, N.Y. 


HOSE © CONVEYOR AND TRANSMISSION BELTS © PACKING 
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Atkins Saw Teeth 
f 


BITE 


® Silently stalking his prey, with nerves on 
steel-like tension, the leopard springs with 
piston-like precision to make the kill. Quick 
action, plus strong, sharp teeth are qualities 


that make him feared by every jungle beast. 


@ Speed, accuracy and strong, sharp teeth 


are also qualities of Atkins Silver Steel Hack- 


‘g saw Blades. Made of Silver Steel, metallur- 
gy’s finest saw steel, equipped with prop- 
erly designed teeth, you'll find that they 


make more cuts per blade and last longer 
SILVER STEEL 
than any other blade you can buy. Be sure 


you get Atkins Silver Steel Hacksaw Blades 
... with “teeth that bite.”” See your distributor. 


SAWS AND SAW TOOLS, PATKIN'S | 
MACHINE KNIVES, ETC. eee 


E.C. ATKINS AND COMPANY, INDIANAPOLIS, INDIANA 
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Charles L. Wheeler President 
of Salt Lake Hardware 


Charles L. Wheeler, for many | 
years associated with the Salt Lake | 
Hardware Co., Salt Lake City, Utah, | 
was elected president and general | 
manager of the company at the 
stockholders meeting succeeding B. 
F. Bauer, founder of the house, who 
died March 27. 


gg MORE INDUSTRIAL 


Bruce McKee, formerly treasurer, 
Auber W. Hooper, reeked wx | ~ BRUSHES AND BROOMS 
named assistant treasurer. atthe || NEEDED AS INDUSTRIAL 


s?me time, the appointment of W. | | 
E. Gnadt as merchandising man- | | A im T | Y | T Y IN CR fa A S a S 
ager in charge of sales was ap- | ||| * 
proved. J.C. Seccombe was made ag . 
head of the industrial department % This means an inevitable increase in your sales of 
several months ago. i] . " " 
Mr. Wheeler entered the hard- || Capital Red Cap Brushes and 
ware business in 1903 as delivery 
boy in the small retail store of the 
Gifford Hardware Co., Ft. Collins, | |} 
Colo. Three years later he joined 

















Brooms. 


tk — because the excellent qual- | 
ity of these products and the | 
completeness of the line will 





appeal to your customers. 


*% —furthermore you will be 
pleased with the cooperation we 
give our distributors and the satis- 





factory profit margin. Use our 
new Catalog to help increase 





your sales. ] 
i 


ALL CORN OR CORN 
AND BAMBOO | 








CHARLES L. WHEELER 


the Barkley, Boughton & Crane | 
Hardware Co., where he earned a 
reputation as a window dresser, |} 
winning several first and second 
places in national hardware window | 
display contests. Mr. Wheeler 
joined Salt Lake Hardware July 
1, 1909 as clerk and window dresser 
in the large retail store that was 
operated in connection with the 
wholesale business. In 1923, when 
the retail department, of which he 
was then manager, closed, Mr. 
Wheeler resigned and became Hy 
Northwest district manager of the | 
Pennsylvania Rubber Co., with || 
headquarters in Seattle. In 1926 || 
he became Pacific Coast district | 

















manager of that company. 
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Knapp Supply Stages 
Industrial Exhibit 


Forty-eight manufacturers coop- 
erated with the Knapp Supply Co., 
Muncie, Ind., to stage a successful 
industrial show at the Knapp offices 
on Wednesday, April 7. 

Considerable effort was expended 
to make the display room as attrac- 
tive as possible. In addition, gen- 
erous prizes were posted to help 
stimulate attendance. Total regis- 
tration at the show, customers only, 
was 350. Each had been personally 
invited to attend the show in the 
interest of the firm which they rep- 
resent. 

Enthusiasm over the show’s re- 
sults was expressed by Knapp offi- 
cials, who said, “We know of no 
method whereby we can contact so 
many of our customers at so low an 
expense. The event also afforded an 
opportunity to manufacturers’ rep- 
resentatives to contact in short 
space of time the customers whom 
we sell.” 
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Kiefaber Show at 
Dayton Draws 1,000 


More than 1,000 visitors attended 
the industrial show held in the new 
industrial store and warehouse of 
the W. H. Kiefaber Co., Dayton, 
O., May 19-22. 

Eighty major displays were pre- 
sented by the manufacturers who 
cooperated in the event. Refresh- 
ments and souvenirs were given to 
all visitors. Satisfaction with the 
showing was reflected both by Kie- 
faber officials and the factory men 
who were in attendance. “Although 
the attendance total may seem low,” 
they said, “it must be borne in 
mind that these represented almost 
100% potential buyers and users of 
the products we sell.” 


TOP: Two views of exhibits at the 
Kiefaber show in Dayton. BELOW: 
Show scenes taken at the Knapp in- 
dustrial show in Muncie, Ind. 


















A COMPLETE LINE 
of FACTORY 


AIR-SUPPLY: FITTINGS 









Schrader 


REG. U. S. DAT. OFF. 


INDUSTRIAL 
PRODUCTS 


AVAILABLE TO DISTRIBUTORS 









BLOW GUNS 





Hand-type. Flow of air controllable up 
to full blast. 


BLOW VALVES 





Bench and light ma- 
chine type. For light 
duty fixed instal- 
lations. Hand, foot or 
automatic air control. 


Heavy duty type. 
For all machine 
installations. 
Built for continu- 
ous operation. 
Cam, lever, or 
plunger operated 


AIR LINE COUPLERS 


Quick-acting. Permits 








interchanging of air 
operated devices and 
hose lines. Swivel 


and non-swivel types 





| AIR HOSE FITTINGS | 3 1@}-) > | AIR HOSE FITTINGS | 


all 


For attaching devices to air hose, or 
connecting lengths of hose. 


HYDRAULIC GAUGES 


Direct-action type. For 
all hydraulic instal- 
lations. 





Seven types. 
Pressure range from 5S 
to 5,000 pounds. 


[These illustrations are 
representative of the va- 
rious groups of Schrader 
Industrial Products. 























The rapidly increasing use of compressed air in 
manufacturing plants affords distributors an ex- 
cellent source of revenue from the complete 
Schrader Industrial Line. Schrader Products min- 
imize the cost of supplying air to machinery and 
tools. They are designed from more than ninety 
years of experience in controlling air in diving 


apparatus and other pneumatic devices. 


During more than forty years of leadership in 
air control in the automotive field, Schrader has 
adhered strictly to a definite sales policy —a policy 
that is now extended equally and wholeheartedly 
to those industrial distributors we select. Schra- 
der Industrial Products are packaged and priced 
to distributors’advantage. List prices are reason- 
able to consumers. Discounts are generous and 
favor stocking distributors. Schrader will not 
compete with their distributors. 


Distributors will receive every reasonable form 
of sales cooperation to help develop and maintain 
the market for Schrader Industrial Products. 


Further information may be had upon request. 


A. Schrader’s Son Brooklyn, New York 


Division of Scovill Manufacturing Company, Incorporated 
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an industrial advertising campaign that is 
outstanding — one that reaches the industrial file buyer so 
consistently and persistently that it may be changing his 
mind while your competitor is waiting to see him. Look 
over the blue ribbon list of magazines carrying Nicholson, 


Black Diamond and McCaffrey File advertising. You'll realize 
why this campaign is 


GREAT SUPPORT! © 


THE NICHOLSON FILE 
COMPANY ADVERTISING 








PATENTS PENDING 


appearing regularly in these out 


standing Industrial Magazines. 


& 
American Machinist 15,590 
Factory Management 
and Maintenance 22.739 
Industrial Equipment 
News 41,617 
Iron Age 13,394 
Machinery 14,721 
Mill and Factory 20,087 
@ Modern Machine 
LET OUR ADVERTISING Shop 27,239 


SUPPORT YOUR SALES WORK Steel 10,259 
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_U. S. Rubber, among others. 


Defiance Pressed Steel 
Promotes Bretzlaff 


The Defiance Pressed Steel Co. 
announces the appointment of W. 
Herbert Bretzlaff as vice-president. 
For the past four years, Mr. Bretz- 
laff has been vice-president in 
charge of national account sales 
for E A Laboratories, prior to 
which he served as sales engineer 
for the same company. Mr. Bretz- 
laff’s new duties will include the 
handling of sales engineering work 
on all regular products of the De- 
fiance Pressed Steel Co. In addi- 
tion to this, he will coordinate the 
promotion of sales and engineering 
of their new line of hot water car 
heaters and defrosters. 





In a background of southwestern beauty 
MILL SUPPLIES’ roving photographer 
| snapped three big cogs in the Pratt-Gilbert 
| organization, Phoenix. Left to right: Stanle, 
Gilbert, vice-president; Ed Golliwitzer, sec- 
retary-manager, and Cyril S. Gilbert, presi- 
dent and treasurer. 


Correct Statement on 
Hawley Co.'s Ownership 


The report of the death of 
Charles W. Hawley, pioneer hard- 
ware dealer, given in May MILL 
SUPPLIES, incorrectly described the 
present ownership of Hawley Hard- 
ware Co., Bridgeport, Conn., and 
the following information is sup- 
plied by D. E. Stagg of that firm: 

Hawley Hardware Co. was in- 
corporated in 1906 by J. H. Stagg, 
with C. W. Hawley holding a part 
interest. In 1929 the entire interest 
of Mr. Hawley was purchased by 
J. H. Stagg, Jr., and D. E. Stagg, 
sons of the incorporator. 

At present this firm is agent in 
Fairfield County, Conn., for the 
following lines: Alemite Co., Amer- 
ican Pulley, Billings & Spencer, 
Boston Gear Works, Carborundum 
Co., S. W. Card, Osborne Mfg. Co., 
SKF Industries, Henry G. Thomp- 
son Co., Union Twist Drill Co., and 


























































TRIMO 


FOR FIFTY YEARS 
HAS STOOD FOR — 
INDUSTRIAL DISTRIBUTOR 


COOPERATION 


WwW 


including advertising of Trimo to 
your customers—prompt deliveries 


—fair prices and a pipe wrench un- 


surpassed for quality, strength and 
safety. 


TRIMONT MFG. CO., INC. 
ROXBURY (BOSTON), MASS. 


PIPE WRENCH 


STEEL ALLOYS 


Look for the Red Tag always attached to 
every TRIMO—Identifying TRIMO Quality. 


MILL SUPPLIES ® JUNE 1937 





91 











| Up in Utica, N. Y., everybody knows J. E 
; "Mike" O'Toole, vice-president and general 
= manager of Utica Drop Forge & Tool Co. 


New Streamline 
O. Iber Company Moves to 
|New and Larger Quarters — 
The O. Iber Company, Chicago, DISTRIBUTOR 

| COOPERATION 


ee moved its office and warehouse 
LANTERNS 


from 600 West Randolph street to 
The Best Made BErETTER 
And Still More Salable 


Now you can sell your customers 
bigger value than ever before in 
lanterns—Dietz “Monarch” and “Little 
Wizard” Lanterns — always preferred 
by most contractors—now in hand- 
some, unique STREAMLINE 
MODELS, with curves everywhere to 
spill off wind and storm. They possess 
all original superiority of lighting 
power and long burning reliability, 
with improved non-tip broad fount, 
new pivoted bail, Dietz high efficiency 
burner, and numerous refinements. 
Cash in on the extra value and 
increased salability of these doubly 
desirable Dietz Lanterns. 


oe ee a Ae 7 


NEW YORK 


MAKERS OF LANTERNS FOR THE WORLD 
Founded 1840. 


|626 West Randolph. The company’s 


| new home, a _ six-story building, | 


| will provide facilities for carrying} The Wm. H. 


|and handling increased stocks of 


| nuts, screws and bolts, machinists’ | OTTEMILLER 


| tools and industrial supplies and 
|equipment, according to an an- 
/nouncement issued by the company | 
to its clientele. The announcement 
—a four-page brochure—also lists 
100 nationally known manufactur- 
ers whose products are distributed 
by the O. Iber Company. 


| Power Show Slated 
| for Chicago in October 


New types of power plant equip- 
ment and the latest machinery for 
the numerous industries which util- 
ize mechanical engineering will be 
|featured at the Chicago Exposi- 
tion of Power and Mechanical en- 
gineering, October 4 to 9. Increased 
purchasing power and the changing 
economic order as well as new dis- 
coveries, inventions and the pro- 
ductive methods employed to offset 
obsolescence will be reflected in the 
presentation. 


Two New Salesmen for 
Salt Lake Hardware 


Frank Spencer is now calling on 
industrial plants from the Boise, 
Idaho branch of the Salt Lake 
| Hardware Co., after several years’ | 
service in the pricing department. | 
|C. H. Carroll has also become an| 
| industrial salesman, operating from | 
the Pocatello, Idaho branch. He} 
has been chief clerk in the indus- | 
trial department in the main house | 
jin Salt Lake City. | 


MILL SUPPLIES © JUNE 1937 


COMPANY 


YORK, PA. 


WE ALSO MANUFACTURE DARDELET THREAD SCREWS 








MR. DISTRIBUTOR: 
Put this up to YOUR 


Customer— 


“MARVEL” 
Ball Bearing 
Portable 
ELECTRIC BLOWER 


@ Kee our ELECTRIC MOTORS and WOOD- 
WORKING and OTHER MACHINERY free from 
dust, dirt, chips and sawdust, greatly reducing your 
motor troubles, wear and tear, and also the ever- 
present FIRE HAZARD. 


Order one on 10 DAYS' TRIAL, and test it In 


your own plant. Give VOLTAGE of your Lighting 
Circuit. 


Write for Catalog on our 
Exhaust Blowers and Ventilat- 
ing Fans. 


Model No. 2, $40.00 


(Reduced from $45.00) 


We also make a 
larger size. Mod 


.00. Vacuum 
Cleaner Attach- 
ments, $10. ad- 
ditional. in daily 
use in more than 
8.000 industrial 
plants. 


ELECTRIC BLOWER COMPANY 


352 ATLANTIC AVENUE BOSTON 9, MASS., U.S. A. 























BROWN & SHARPE 
felnitat 





IT PAYS TO 


CONCENTRATE 


ON A LINE — — THAT BRINGS YOU 
@ NEW CUSTOMERS 
@ GREATER VOLUME 


No. 1351 
MOULDERS' SOFT BRUSH 


@ INCREASED PROFIT 
@ REPEAT BUSINESS 
@ SATISFIED USERS 


No. 1354 
MOULDERS' SOFT BRUSH 








MILWAUKEE INDUSTRIAL BRUSHES 





There's a reason why aggressive dis- 
tributors push MILWAUKEE Indus- 


Here are your 
“MILWAUKEE” 
MARKETS 


Metal-Working Industries 
Steel Mills 

Foundries 

Railroads 

Packing Plants 

Power Companies 

Rubber Industry 

Public Works Construction 
Paper Mills 

Textiles 

Wood-Working Industries 
Radio Manufacturers 
Chemicals 

Marine Industry 

Dairies & Creameries 
Glass Industry 

Feod Products 
Electroplaters 

Pipe Line Construction 


trial Brushes . . . why their salesmen 
recommend them with confidence to 
industrial brush buyers. 


They are convinced that this nation- 
ally-known line—backed by the MIL- 
WAUKEE reputation for superior 
quality and dependable products— 
eliminates sales resistance, increases 
volume, and guarantees greater brush 
profits. 


You, too, can sell more brushes and 
make more profits by concentrating 
on this porte or line that enables you 
to serve a widely diversified field of 


Crane Consolidates 
Sales Departments 


P. R. Mork, vice-president in 
charge of sales, Crane Co., Chicago, 
announces the coordination of all 
activities concerned with the esti- 
mating, engineering, or sales of 
valves, fittings, pipe, and fabricated 
piping into one unit, the valve and 
fitting department, with W. H. Pape 
as manager. Mr. Pape enters his 
new position with 25 years’ experi- 
ence covering a wide range of in- 
dustrial applications of Crane prod- 
ucts. The former industrial sales 


W. HOWARD PAPE 


department and engineering sales 
department are consolidated into a 
new section—the engineering sales 
section of the valve and fitting de- 
partment with E. Burke as man- 
ager of this section, G. F. Wright, 
assistant manager in charge of esti- 
mating and other activities dealing 
with fabricated pipe and allied 
products, and W. F. Lahl, assistant 
manager, supervising the industrial 
zone men in the field. J. H. Barker 
is manager of the sales quotation 
section of the valve and fitting 
department. 











industries. We'll be glad to help you 
make your selection. 





For foundries: 


MILWAUKEE Moulders’ Soft Brushes are 
effectively used for dusting from mould 
forms. 


MILWAUKEE Wire Casting Brushes quickly 
remove scale, rust, and rough spots from 


castings. No. 1737— WIRE CASTING BRUSH 








It's been a busy afternoon, but R. W. St. 
Clair takes time out to let the Mill Supplies 
cameraman make a “shot.” So we have the 
honor of presenting herewith the assistant 
sales manager of Almquist Bros. & Viets, 
Los Angeles, specialists in hand, cutting and 
electric tools and mechanical rubber goods. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-2236 North 30th Street MILWAUKEE, WISCONSIN 
INDUSTRIAL BRUSHES AND BROOMS OF QUALITY 


—FOR PRODUCTION AND MAINTENANCE REQUIREMENTS 
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BIG PAPER MILL uses 
many YARWAY IMPULSE TRAPS 





80 YARWAYS WORK HERE 


A trial. ..a repeat order...and another...and away to 
standardization on Yarway Impulse Traps throughout the Plant. 


It’s the same story over and over. All Industry has taken Yarway 
Impulse Traps “to heart” and the mill supply houses who sell 
them are making more money in their trap departments than 
ever before in their history. Why shouldn't they ? 


A superior product... packaged for modern merchandising 

. with a powerful promotional campaign reaching a half 
million trap users ... small inventory. . . ($350. stock sufficient 
for average territory) ... rapid turnover (10 to 15 times per 
year)...a “repeater” that brings back good. will and more 
business wherever installed. 


‘Why not put this profit puller in your product line-up. Ask for 
full particulars. A few territories are still open if you act quickly. 


YARNALL-WARING COMPANY 
Mermaid Place, Philadelphia 


VAR WAY IMPULSE STEAM TRAP 





HOLLOW SCREWS 


Wherein they differ 


Hollow screws look much alike but ALLENS and others 
aren’t made alike; don’t ACT alike under critical stresses and 
strains. .. Cold-drawing the sockets of Allen screws packs the 
fibers of steel more closely together; increases cohesion and 
density of the metal; compresses more strength into a given diam- 
eter of screw. Steps up further the extra strength of the Chrome- 
Molybdenum steel screw — milled from the bar. 


Heat-treating of these Chrome-Molybdenum screws is 
governed by the size and style of screws comprising each lot. 
Samples of each heat of screws are tested on the Rockwell 
machine; each lot approved must register a hardness varying not 
more than plus or minus 4 points on the C Rockwell scale. . . 
Every property of Allen screws is instrument-tested, critically 
checked to the standards of the exacting engineer. . . 


These differences between ‘‘Allens” and others are projected 
into a difference in SALES — which Distributors can check with- 
out instruments! 


THE ALLEN Mc. COMPANY 


HARTFORD, CONN. U.$.A. 
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Mine & Smelter Advances 
Two to Sales Jobs 


R. W. Butler, manager of the 
Salt Lake City branch of the Mine 
& Smelter Supply Co., announces 
the promotion of two men to out- 
side sales positions in the indus- 
trial department. They are Eu- 
gene Lundstrom, formerly in the 
shipping department, and Orr 
Bringhurst, who has been working 
on the pricing and telephone order 
desk. 


Named Representative 
in Ohio, Michigan 


The Billings & Spencer Company, 
Hartford, Connecticut announce the 
appointment of Kenneth B. Komp, 
of Detroit, Mich., as a new direct 
factory representative for Michi- 
gan and Ohio. Mr. Komp will de- 





KENNETH B. KOMP 


vote his entire time to the sale of 
Billings forged tools, assisting dis- 
tributors in these two states. 

Mr. Komp is well known among 
the distributors of these states, and 
will bring to them experience and 
knowledge which will be of assist- 
ance in merchandising Billings 
forged tools. 


New Cable Consultant 
at U. S. Rubber 


United States Rubber Products, 
Inc., has appointed Dr. Earl G. 
Sturdevant as consulting engineer 
of its electrical wire and cable 
department. 

In his new consulting capacity he 
will apply his extensive technical 
knowledge to the perfection of 
United States Rubber’s wire and 
cable products, and to the Rubber 
Company’s many developments in 
the rubber field to insulated wires 
and cables. 
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BELMONT No. 9 


Special Hydraulic 
Packing 
Made of Long Line 
best quality Flax 
stitchedwith strong 
linen thread into a 
moulded rubber 
and duck channel. The double com- 
bination of casing and flax makes 
two packings in one against the 
wearing surface. Supplied lubricated 
and graphited unless otherwise 
ordered, in all packing space sizes 
from 4," upuerd. , 















BELMONT No. 319 
Hollow Center Packings 


Made of finest quality closely woven 
rubber frictioned duck, wrapped 
on itself and moulded to size. 
The hollow center offers 
a point of least re- 
sistance, compensa- 
ting for changes in 
expansion and con- 
traction. Supplied 
insizes ¢"ankoven, 
lubricated and 
graphited unless 
otherwise specified. 





The Belmont Folders illustra- 
the mojor types of packing 
Steak inds 


vidual requirement. 











PRESSURE Versus ‘packs NG!! 





Pressure vs. Packing . . A 
powerful caption that is carry- 
ing the BELMONT story right 
into the offices of 100,000 pack- 
ing buyers this month, via lead- 
ing trade publications. A story 
telling how lost pressure means 
lost profits—and how BEL- 
MONT packings can save those 
profits ... A story that is help- 
ing you sell BELMONT packings 
before you even leave your desk! 


And advertising isn’t the only 
way in which BELMONT backs 
their distributors! The No. 33 
catalogue is a potent sales factor 
in itself — illustrating the entire 
BELMONT line, with recommen- 
dations for every type of service 





. » « The BELMONT sample kit 
—which you should never be 
without — puts you in the posi- 
tion to not only talk BELMONT 
quality, but to show it as well... 
The BELMONT folders, each 
devoted to a specific service, will 
save both yours and the buyer’s 
time ... And last, there’s the 
BELMONT name, carrying with 


it buyer acceptance instilled 
by a half century of honest 
merchandising! 


The best raw materials ... the most 
skilled workmanship .. . the most 
modern methods .. . All contribute 
to the uniform standard of quality 
that has made BELMONT a leader in 
its field! 


Some choice territories are still open. 
Write today. 


BELMONT Support Helps Distributors’ Sales 


There’s a Belmont Packing for Every Service 





Pack 


BELMONT 


ing4 


THE BELMONT PACKING & RUBBER COMPANY 
BUTLER & SEPVIVA STREETS, PHILADELPHIA, PA. 
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... yeah, now our other plant wants 


FAULTLESS 


P & ~ CASTERS 


The Superior Performance of 


FAULTLESS 
CASTERS 


Gives you a Monopoly on reorders 


Nothing is so pleasant or profitable as the repeat business that 
comes from satisfied customers. And nothing is so essential to the 
maintenance of production schedules and assembly programs as 
reliable, trustworthy casters. Faultless Industrial Casters have 
always had built into them just what it takes to give reliable serv- 
ice. More metal is used to give them exceptional strength. The 
most modern methods are used to make them better casters. Hence. 
maintenance men are turning to Faultless as a single, dependable 
source for their entire caster requirements. That means a broader 
scope of sales opportunities wherever you call. Write us for com- 
plete information. 


FAULTLESS CASTER CORPORATION 
Dept. MS-6, Evansville, Indiana 


Representatives in Principal Cities Canadian Factory: Stratford, Ontario 


No. 200 Series Heavy 
Duty, Double Ball 
Bearing Swivel with 
Semi-steel Hyatt 
Bearing Wheel. 
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Thomson-Diggs Builds 
Warehouse Addition 





The Thomson-Diggs Co., Sacra- 
mento, Calif., has built an addition 
to its warehouse, 200 by 180 feet 


in area. The new building is of 
modern steel and concrete con- 
struction. Stocks will be so rear- 


ranged that all shelf goods are on 
one floor of the old and new ware- 
houses, which form one complete 
unit. 


Ohlen-Bishop Grant 


General Wage Increase 


Edward M. Holfelner, general 
manager, the Ohlen-Bishop Co., an- 
nounces a general wage increase 
for the factory organization at 


| Columbus, Ohio, which went into 


effect Easter Sunday. 
With this announcement also 


| comes information that the com- 


pany’s plant at Lawrenceburg, 
Indiana, which was under water 
during the recent flood, is. now 
producing normally. 

As fast as the flood waters re- 
ceded, the work of renovation and 
reconstruction was set in motion. 
At the same time the company took 
advantage of the opportunity to 
carry out a program of plant im- 
provement and machinery modern- 
ization that it had been contem- 
plating. 

Because of the fact that the 
homes of most of the employees at 
Lawrenceburg were affected by the 
flood, the company increased wages 
there as soon as production was 
resumed. 

The Ohlen-Bishop wage increases 
now in effect will mean an annual 
payroll increase of approximately 
$60,000. 


National to Stage Show at 
South Bend Branch 


S. A. Lehman, president of The 
National Mill Supply Co., Fort 
Wayne, Ind., announces that his 
company will stage an industrial 
show at its South Bend, Ind., branch 
Friday, June 4. 








Increase your profits with| J&L 
STEEL 
z 
















J&XL Steel Products 
for Greater Profits 


Seamless and Welded 
er Seamless 
Boiler Tubes . . . Cold 
Finished Shafting . . . 
Cold Finished and 
Hot Rolled Bars, 
Shapes, Plates... Nails 
and Wire Products. 











) 


There’s a reason why J&L Steel 
Products are profitable for you. 
Your customers want them. Ex- 
tensive advertising in 40 leading 
trade and executive publications 
every month tells the story of 
J&L quality, dependability and 
suitability. From this advertising 
comes a wave of demand for 


Jones & Laughlin Steel. 


And you can rely on Jones & 


Laughlin to supply you with the 


) 
make money \a 
with J«L Steel Products 





steel your customers want. Jones 
& Laughlin Steel Products fit every 
requirement of the job to be done. 
This is so because back of every 
J&L product is 87 years of expe- 
rience in making high quality 
iron and steel products. 

Stock J&L Steel Products... 
and meet the demand. You will 
get greater profits through repeat 
orders from satisfied users. Write 


us for further details. 


JONES & LAUGHLIN STEEL CORPORATION 


PITTSBURGH, PENNSYLVANIA 
MAKERS OF HIGH QUALITY IRON AND STEEL PRODUCTS SINCE 1850 
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cand finally 


they ordered American 
Pressed Steel Hand Trucks 





This has been the experience of hun- 
dreds of concerns in every branch of 
industry. A little money saved in the 
first cost of inferior trucks usually 
develops into large repair bills and 
rapid replacements. 


The cost of the truck is the smallest 
part of hand trucking expense. If 
greater strength can be obtained 
without excess weight—if better bal- 
ance and easier running can be as- 
sured to make trucking payrolls more 
productive, every purchaser ends up 
way ahead of the game. 


Write for the new American Pressed 
Steel Hand Truck Catalog. See how 
you can fill the needs of every cus- 
tomer with models that spell lasting 


economy. 


Dept. 2, 


There’s an American Tested 
Rubber-Tired Wheel for Every 


Industrial Hand Truck 


These wheels are available for every 
type of truck—with face and hub 
dimensions carefully designed for the 
load to be carried. They eliminate 
noise in operation and shock to frame 
and load. They give complete floor 
protection and trucks equipped with 
these wheels are as easily operated 
as trucks equipped with plain tread 
wheels. Write for catalog illustrating 
and describing each type. 


THE AMERICAN PULLEY COMPANY 


4200 Wissahickon Avenue 


PHILADELPHIA, PA. 





MERICAN 


PRESSED STEE 


HAND TRUCKS 
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' Robertson New Head 
_ of B. F. Goodrich Co. 


Samuel B. Robertson, recently 
elected president of The B. F. 
Goodrich Company, succeeds James 
D. Tew, who announced his retire- 
ment from active business May 3 
after 31 years with the rubber 
company. 

Mr. Robertson, a graduate of 
Massachusetts Institute of Tech- 
nology, served a period of railroad 
service during which he became 
general superintendent for the cen- 
tral system of the Pennsylvania 
lines. 

He joined Goodrich in 1919 and 
soon became the company’s direc- 
tor of engineering. He was elected 
a director of the company in Feb- 
ruary, 1937, and made executive 
vice-president at the same time. 


Cutler-Hammer Sets 


Up Dallas Office 


To provide better service facili- 
ties for its customers in the South- 
western territory, Cutler-Hammer, 
Inc., Milwaukee has opened a new 
sales office in Dallas, Texas. 

Located at 624 Santa Fe Build- 
ing, the new office will handle the 
sales of the complete Cutler-Ham- 
mer line of electric control appa- 
ratus, including magnetic clutches 
and brakes, megmets, valve control, 
safety switches and service equip- 
ment. A stock of standard appa- 
ratus will be carried in Dallas. 


New Lines Added 


The Marshall Supply & Equip- 
ment Company, Tulsa, Oklahoma, 
have added the complete line of 
Stanley electric tools to their stock 
of supplies, tools and equipment for 
the industrial trade. 





Bert Wilcox, Sales Manager of the J. H. 
Williams Co., New York, is getting ready to 
dive into his morning mail. Looks like a full 
day ahead of him. 
































cast BRONZE 
SLEEVE TYPE BEARINGS 


ELECTRIC MOTOR BEARINGS 


MACHINED & CENTERED 
BEARING BRONZE BARS 


BABBITT METALS 


GRAPHITED CAST BRONZE 
OML-LESS BEARINGS 


* 











SS & BRONZE CO. - TOLEDO, OHIO, U.S.A. 


AND WAREHOUSES IN ALL PRINCIPAL CITIES 
Pessidece 6 (et GunTIN® @0488 @ @eenne Co 





@ Bunting Bearings appear as original equipment 
in the majority of industrial machinery. Bunting 
Bars and Bearings represent the most satisfactory 
alloy in its most perfect form. 


BUNTING 


BRONZE BUSHINGS 


MACHINED AND CENTERED BRONZE BARS 
BABBITT METALS 












THE STOCK ROOM 
OF INDUSTRIAL 
AMERICA 


@ Bunting standardized products 
have changed the buying habits 
of American industry--and 
directed a tremendous volume 
of profitable new business to 
the mill supply wholesaler. To- 
day in thousands of plants, when 
the need arises for bearing metals 
or finished bearings for indus- 
trial machinery and service 
replacement in electric motors, 
the purchasing agent turns to 
Bunting’s Catalog — and the 
Bunting wholesaler gets an 
order. The mill supply house that 
handles Bunting products is 
making the most of this new 
trend of industrial buying. . 

The Bunting Brass & Bronze 
Company ... Toledo, Ohio .. 

Branches and Warehouses in 
All Principal Cities. 




















































° BEARINGS 
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No. 310 A 


A powerful well-balanced 
hammer. Capacity, 1's 
dia. in concrete. Net weight 
only 12 Ibs. Packed in car 
rying case with two chucks 
and a supply of lubricant. 





No. 320A 


An extra capacity 
hammer. Capacity, 2” 
ia. in concrete. Net 
weight 28 Ibs. Packed 
with two chucks and 
a supply of lubricant. 


STANLEY 


ELECTRIC HAMMERS 


Sell these hammers for their convenience 
—no converters or control boxes are 
required; they are light and easy to han- 
dle. Sell them for their long life — the 
“free-thrown” plunger, exclusive with 
Stanley, eliminates shock to motor, gears 
and housing. Sell them for their many 
uses shown below. They are typical of the 
many salable electric tools that make up 
the complete Stanley Line for Industry. 

Stanley Electric Tools, with their high 
quality plus dominant advertising to your 
customers, will help you sell more tools to 
more people for more jobs. You will do 
better with the Stanley line. Write for 
literature today. STANLEY ELECTRIC 
TOOL DIVISION, THE STANLEY 
WORKS, New Britain, Conn. 


SELL THEM 


FOR: Drilling for expansion bolts in 
brick, concrete, etc. Drilling brick, con- 
crete, stone, for pipe lines and conduit. 
Vibrating castings. Scaling boilers and 
tanks. Tamping moulds. Chipping cast- 
ings and metal. Mortising and chiseling 
wood. Cleaning paint and Varnish vats. 
Re-grooving steel step plates. Breaking out 
walls. 





We Are Represented By Selected Distributors 


STANLEY =~ 


ELECTRIC 
TOOLS 


A Complete Line for Industry —"'Cost Less Per Year"' 
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Supply House Holds 
Gilmer Belt Meeting 















Principals of the Dayton Industrial Supply 
Co., Dayton, O., line up for the photog- 
rapher. They are, left to right, H. C. 
Heath, secretary, A. G. Trangenstein, presi- 
dent, Kathaleen Muth, office manager and 
Frank Lang, transmission sales specialist in 
the Dayton territory. 


On the evening of April 27, from 
in and around Wilkes-Barre, Pa., 
came nearly 100 leading plant men 
to a dinner and engineering meet- 
ing, as guests of both the Eastern 
Penna. Supply Co. and the L. H. 
Gilmer Co., belt manufacturers of 
Philadelphia. W. J. Stout, general 
manager of the Eastern Penna. 
Supply Co., presided, and intro- 
duced R. E. S. Geare, vice-president 
of the Gilmer Co. 

Mr. Geare spoke upon the sub- 
ject of the proper engineering of 
drives, using blackboard diagrams 
and actual belt sections to illustrate 
his points. Questions from the 
floor concerning correct belting pro- 
cedure added to the practical value 
of the meeting. Representing Gil- 
mer, also, were A. B. MacFarland, 
assistant sales manager — Indus- 
trial division, and H. K. Reed, dis- 
trict manager. R. J. Miles, Eastern 
Penna. sales manager, declared that 
it was one of the best meetings of 
the kind they had ever had. 


‘Becomes Sales Executive 


of Babcock & Wilcox 


The Babcock & Wilcox Tube Co., 
Beaver Falls, Pa., announces the 
appointment of J. P. Boore as as- 
sistant general sales manager. Mr. 
Boore has had broad experience in 
the production and merchandising 
of seamless steel tubes and pipe. 
For several years he was vice-presi- 
dent of Summerill Tubing Co. and 
for 20 years prior to that he was 
associated with the Pittsburgh 
Steel Co., in various capacities in 
the production and sales depart- 
ments. 








Quality products... 


and they look it 








ASBESTOS PAPER 
and MILL BOARD 


The uniform white color of K & M 
Asbestos Papers and Mill Board 
reveals the high quality of the as- 
bestos fibre of which they are made. 
Because K &M Papers are notloaded, 
they will often run 5% to 10% 
lighter per square foot, giving your 






the appearance of any installation. 

These products, like all Asbestos 
and Magnesia materials produced by 
K & M, are priced right, and sold 
only through the established chan- 
nels of distribution. Behind them is 
more than 60 years of pioneering in 


customers more square footage of 
the same thickness per 100 Ibs. K& M 
Mill Board has a special smooth 
finish on one side, greatly improving 


the development of the highest 
quality insulations and packings. 


They are products that make satis- 


fied customers. 





Send for information 


Asbestos Gaskets and Packings @ Asbestos Pipe Insulation in sections ® Asbestos Insulation in 
sheets and blocks ¢ Asbestos Insulating Cements ¢ “Featherweight” 85% Magnesia Pipe Insula- 
tion, Blocks and Lagging @ Refractory Cements, dry and plastic ¢ Asbestos Paper and Mill Board. 







Underline the products on which you want full information and mail this coupon today. 





Name of Firm _ 











m 





PAOD VE ACBEY & MATTISON SQUPANY 
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* An Outstanding Catalog 
Is a Mark of Leadership 


Cc 





Five successive Donnelley-built catalogs have marked the progress of this old and 


well-known New England house since 1911 


The regular issuing of general 
catalogs is a powerful aid in main- 
taining the prestige of established 
leadership. 


R. R. DONNELLEY & SONS COMPANY 
350 EAST TWENTY-SECOND STREET © CHICAGO, ILLINOIS 
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Hand Hardware Moves 
Into Larger Building 


Hand Hardware Co. has moved 
uptown into a three-story building 
at 157 Jefferson Ave. in the busi- 
ness center of Elizabeth, N. J., 
where A. W. Clarendon, president, 
believes his customers will be much 
more conveniently serviced. One 
of the outstanding features of the 
new location is a large paved park- 
ing space alongside the building. 

Inside, extensive alterations have 
been made in the structure to ob- 
tain a modern, well-appointed show- 
room where a variety of industrial 
items will be displayed. Stock bins 
immediately adjoining the show- 
room insure prompt service for call 
customers. A side entrance and 
loading platform on the first floor 
facilitate the shipment of all fast- 
moving supplies. 

The second floor is occupied with 
stocks of shovels, garden tools, hose, 
wire netting, glass fire extinguish- 
ers, belting, lanterns, brooms, and 
other commodities, while the middle 
section is devoted to storage of 
heavy hardware such as pipe, wheel- 
barrows, wire fencing, roofing pa- 
per, etc. 


Lubrication Meeting 
Held in Memphis 


The Keystone Mfg. Co., Philadel- 
phia, Pa., and Riechman-Crosby Co., 
exclusive representatives in Mem- 
phis area, were hosts to over 250 
engineers April 30 at a buffet sup- 
per at Hotel Chisca, Memphis. Rich- 
ard Alcott, executive vice-president 
of Riechman-Crosby Company in- 
troduced the principal speaker, Jos- 
eph H. Yerkes, district manager, 
who talked on “Lubrication”, illus- 
trating his speech with sound- 
slides. 





Looking pleased with results at the Reilly 
Bros. and Raub show in Lancaster is H. L. 
Boger, representative of Dayton Rubber. 
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PPLICATIONS 








MACHINES 
me) CONDITIONING MACHINERY 
AGITATORS 
* MACHINERY 
ING MACHINES 
BATTERY CHARGING SETS 
BLOWERS 
ZOTTLING MACHINERY 
TING MACHINES 
AS & PROJECTING EQUIP'T 
CANDY MAKING MACHINES 
CANNING MACHINERY 
CEMENT MAKING MACHINERY 
CHEMICAL PLANT MACHINERY 
is 


MOTOR TO 


CHURN: 
CIGARETTE MAKING MACHINES 
CIRCULATORS, AIR 

CLAY MAKING MACHINES 

COAL MACHINERY 

COKE MACHINERY 

COFFEE MACHINERY 
COMPRESSORS 

CONVEYORS 


CRANES 

DAIRY APPARATUS 
DENTAL MACHINES 
DISHWASHERS 


DALERS 

HLECTRO-PLATING EQUIPMENT 
BLEVATORS 

ESCALATORS 

FANS, EXHAUST 

MRE ALARM SYSTEMS 

FLOUR MILL MACHINERY 

OOD PROCESSING MACHINERY 
GENERATING EQUIPMENT 
GLASS MAKING MACHINERY 
GRINDING MACHINERY 

HOISTS 


BYDRAULIC MACHINERY 
LAUNDRY MACHINERY 
LOOMS, TEXTILE 
MACHINE TOOLS 
PRESSES 


DRILL 
PUNCH PRESSES 








D.C. MOTORS, GENERATORS 
AND DYNAMOMETERS 


GENERAL PURPOSE 
SQUIRREL CAGE MOTORS 
















REPULSION START 
INDUCTION MOTORS 














VERTICAL MOTORS- 


SHAFTLESS MOTORS RING BASE 


GEAR MOTORS 








FLANGE TYPE 
MOTORS 








a 









DIRECT CURRENT MARINE D. C_ ENGINE TYPE 
MOTORS AND GENERATORS GENERATORS 


SPLIT PHASE FRACTIONAL 
HORSEPOWER MOTORS 














DIEHL MANUFACTURING CO., Elizabethport, N. J. 


Pioneer Manufacturers of Motors. Generators and Fans 


Electrical Division of THE SINGER MANUFACTURING CO 


ATLANTA BOSTON CHICAGO DALLAS NEW YORK PHILADELPHIA 
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APPLICATIONS 





FIT YOUR 
NEEDS 


Plant and product moderniza- 
tion demand the utmost in motor 
drive efficiency, economy and 
dependability. There is only one 
RIGHT motor to meet the re- 
quirements of each application. 


The diversified Diehl line offers 
many types and sizes from which 
to select the exact motor to fit 
your needs. Standard motors are 
obtainable from stock for usual 
requirements. Special designs 
for exceptional conditions can 
be developed in a minimum of 
time. All are products of the 
same facilities and abilities 
which have enabled Diehl to 
design and produce motors that 
have satisfactorily met the re- 
quirements of exacting manu- 
facturers in all branches of in- 
dustry for half a century. 


Tell us your requirements and 
our engineering staff will gladly 
recommend the proper motor 
equipment to meet your needs. 


To all who use or choose motors 
the Diehl Catalog No. 1881 
illustrated above will prove 
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MACHINE TOOLS CONT'D 
SHAPERS 































GRINDERS 
BORING MILLS 
PLANERS 


SHEARS 
BLANKING PRESSES 
ETC 


METAL WORKING MACHINERY 
MINING MACHINERY 

MIXERS 

MOTOR.GENERATOR SETS 
OFFICE APPLIANCES 

OIL BURNERS 

OVENS 

PAINT MAKING MACHINERY 
PAPER MAKING MACHINERY 
PETROLEUM PRODUCTS MACH" 
POLISHING MACHINERY 
POWER PLANT MACHINERY 
POWER TABLES 

PRINTING MACHINERY 
PULVERIZERS 

PUMPS 

RECORDING INSTRUMENTS 
REFRIGERATING MACHINERY 
SCALES 

SEPARATORS 

SEWING MACHINES , 

SHOE MAKING MACHINERY 
SMELT'G & REFIN'G MACH'Y 
SOAP MAKING MACHINERY 
STOKERS, MECHANICAL - 
STONE WORKING MACHINERY 
SUGAR REFINING MACHINERY 
TABULATING MACHINES 
TESTING. MACHINES 

TEXTILE MACHINERY 
TYPEWRITERS 

UNIT HEATERS 

VACUUM CLEANERS 
VENTILATING EQUIPMENT 
WASHING MACHINERY 
WINCHES ° 


WOODWORKING MACHINERY 








wore 
= 





CAPACITOR MOTORS 












TEXTILE SPINNING 
FRAME MOTORS 









TEXTILE LOOM 
MOTORS 



























TOTALLY ENCLOSED 
FAN-COOLED MOTORS 
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BLADES 


that's how accu- 


¢ Finer than hair-splitting 


rate Barnes ''Red Arrow'' Blade performance 
is. And that's because ''Red Arrows’ are 
carefully made of the best high speed steel, 


with teeth properly milled, accurately set. 


¢ When you stock Barnes ''Red Arrow" Blades 
you stock a seller, not a dust-gatherer. And 
when you take on the Barnes Line, you get 
the benefit of a brand of cooperation from 
our field men that will add new customers to 
your books—new profit figures to your bal- 


ance sheets. 


W. O. Barnes Co., Inc., Detroit, Michigan 
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Jack Northrup of S.K.F. Industries, Inc., and 
E. J. Rankin of the Ohio Injector Co. "on 
the job" visiting industrial distributors in 
Trenton, N. J. 


Six New Faces Seen at 
Kester Machinery Co. 


A. R. Nicolas, who has travelled 
for Lombard Iron Works & Supply 
Co., Augusta, Ga., for the past ten 
years, handling mill supplies, boil- 
ers and power plants, has_ been 
named sales manager of the Kester 
Machinery Co., Winston-Salem, 
N.C. At the same time, J. E. Day, 
C. R. Fogle and E. B. Cooke have 
been added to the sales force. 

Mr. Day was formerly connected 
with the Enterprise Mfg. Co., Au- 
gusta, and previously had been or- 
der clerk at Lombard Iron Works. 
Mr. Fogle was formerly with the 
Orinoco Supply Co., Winston- 
Salem, and is an authority on wood 
working and sawmill supplies. Mr. 
Cooke’s joining the sales staff is a 
promotion. He has been with the 
Kester organization for several 
years and will be the salesman for 
their Burlington store. 

Others who have recently joined 
the Kester company are F. Collier, 
clerk, and Eva Penland, stenog- 
rapher. The firm has taken on the 
dealership for Caterpillar engines 
and is enthusiastically going after 
business on this line. 


Named Representative 


of La Salle Steel Co. 


The La Salle Steel Co., Chicago, 
has appointed Robert Liles, New 
Orleans, La., as its representative 
in Alabama, Louisiana, and Missis- 
sippi. 

Mr. Liles will handle the complete 
line of La Salle products which in 
clude cold finished steel bars and 
shafting; heat treated, annealed o1 
normalized steel bars, and cold fin 
ished or hot rolled and_= special 
shapes 
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ARE Easy TO SELL 
and STAY SOLD 


HEN you talk to a maintenance man or 
a chief electrician — ask him where he 


buys his Electric Motor Bearings. Question BULLETIN EM7 


him on their quality, their ease of applica- 
tion, their life. Then give him the facts con- TO all OF YOUR 


cerning Johnson Quality Bronze Bearings. CUST OMER S 


Point out the superior quality of our alloy. 


GIVE THIS new 


Forty pages of Bearing Information 

Show him how the 15 per cent lead provides san ciaanl ne en es me of every 
plasticity which compensates for slight mis- actual and prospective buyer in your 
ali t ° lariti th haft. Call territory. With your imprint on the 
gniment or irregularities on e snatrt. va front cover you will get the benefits 
his attention to the fact that they are correct of your sales work. Reasonable quan- 
in design and tolerance. tities for distribution are available 


without cost. 


Then have him compare his costs. Check 
your price against what he has been paying. 
Show him the large range of sizes available — 
the immediate service from stock. You will 
be agreeably surprised at the ease with which 
a sale is made. 


Consider the number of motors in your 
territory. Remember that the greatest portion 
of these are equipped with sleeve bearings. 
Then you will realize the possibilities offered 
on easy sales. 





535 SOUTH MILL STREET - NEW CASTLE, PA. 


)_ > 4 
7 oe Ve BEARING HEADQUARTERS 
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300 Places to 
Sell ‘Em 


Don't think for a minute, Mr. Mill Supply Man, that there is any job to locat- 
ing prospects for Quincy Compressors. Your territory is full of them—and 
we've made it easy for you to find them. Also we have taken care of quality 
so that when you talk to a prospect, Quincy Compressors do back you up to 
the fullest extent. 


Next and important to you are profits. Well sir, Quincy gives you ample 
earnings, too. 


Now, back to prospects and away to a good start for Compressor Sales. 
Ist. We have made up a check list of prospects. It tells you where to go for 
business. 2nd. It saves the salesman the job of looking for prospects—Cuts 
down the foot work and time. Enough copies for each of your salesmen will be 
gladly sent on request. In addition we 
furnish Compressor Data Books—giving 
you a wealth of practical information a 
salesman needs and can effectively use. 








UINCY 


Compressors 


* This is a Model WWD Water Cooled Compressor. Quincey Compressors are made in 
both air and water cooled types from 1 to 130 ¢C. F. M 





If you were called upon to make 
WHERE a compressor recommendation for 
a factory whistle or for any other 
of the hundreds of air uses for 
which there is the EXACTLY 
SUITED Quincy Compressor, one 


of our factory men is available for 


iS sales and engineering assistance. 


MPORTANT | QUINCY COMPRESSOR CO. 


Dept. M6, QUINCY, ILLINOIS 
Branch Offices at New York and Chicago 
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M. E. Ciark Joins 
Randall Graphite 


M. E. Clark has been appointed 


sales manager of Randall Graphite 


Products Corp., Chicago, manufac- 
turers of Randall graphite bronze 
bushings and Randall pillow blocks. 





M. E. CLARK 


Mr. Clark was with the Bunting 
Brass and Bronze Company for 
eleven years, serving as one of the 
first field engineers in the industry 
and later as manager of many of 
the company’s branches. More re- 
cently he was associated with the 
Drying Systems as assistant engi- 
neer in charge of air conditioning. 


New Outlets for 
Enduro Products 


To the growing family of Enduro 
stainless steel distributors, several 
recent additions have been made, 
according to an announcement by 
N. J. Clarke, vice-president in 
charge of sales, Republic Steel 
Corp., Cleveland, Ohio. The new 
distributors are Huey & Philp 
Hardware Co., with warehouses at 
1900 Griffin St., Dallas, and at 2310 
Main St., Houston, Texas, and Star 
Steel Supply Co., 7522 Oakland St., 
Detroit, Mich. 


Celebrating 193rd Anniversary 


It’s a long time to be in business, 
193 years, but that’s the unique 
claim to distinction of the Steinman 
Hardware Co. in Lancaster, Pa. 
This year the company will have 
its 193rd anniversary celebration, 
having started in 1744 at the same 
location, with the same name. Re- 
cent additions to its line are Car- 
borundum abrasives and wheels, 
and Independent Pneumatic tools. 

















How Kennedy 
helps you sell valves 


Some of the many 








Kennedy Valve types — a plant engineer any Kennedy Valve and 
ee eae Co ee he will first be attracted by its clean-cut pleasing 





appearance and sturdy proportions. Next, its many 
conveniences and refinements of design will impress 
him favorably. Not only are Kennedy Valve bodies 
and operating mechanisms strong and well designed, 
but in the minor details too—the packing, bolts and 
nuts, bushings, etc.—Kennedy has provided for extra 
ease of operation and adjustment, and thorough 
dependability. 


Once a customer has tried a Kennedy Valve, you 
Bronze Bronze Globe “1 fe . 
iy ont hate Caer will find repeat orders come automatically, for Ken- 


The large Kennedy line includes an exactly suitable 

Bronze Iron-Body ‘ : 
Check Valves Check Valves type and size for every standard requirement; and 
you are assured of prompt attention to orders by the 


well-stocked and conveniently located Kennedy ware- 


nedys invariably give long and trouble-free service. 
Kennedy helps you sell valves by their skillful designs, 
accurate manufacturing processes, and extra values 


that assure satisfied customers. 





houses. 


Send for Complete Information 
and Dealer Helps 


The Kennedy Valve Mfg. Co. 
Elmira, N. Y. 


KENNEDY 





} 


ay OVALVES with Extra Valu 
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GD Hack Sasa 
BLADES 


e Finer than hair-splitting—that's how accu 


rate Barnes ''Red Arrow'' Blade performance 
is. And that's because ‘Red Arrows’ are 
carefully made of the best high speed steel, 


with teeth properly milled, accurately set. 


e¢ When you stock Barnes "Red Arrow" Blades 
you stock a seller, not a dust-gatherer. And 
when you take on the Barnes Line, you get 
the benefit of a brand of cooperation from 
our field men that will add new customers to 
your books—new profit figures to your bal- 


ance sheets. 


W. O. Barnes Co., Inc., Detroit, Michigan 
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Jack Northrup of S.K.F. Industries, Inc., and 
E. J. Rankin of the Ohio Injector Co. "on 
the job" visiting industrial distributors in 
Trenton, N. J. 


Six New Faces Seen at 
Kester Machinery Co. 


A. R. Nicolas, who has travelled 
for Lombard Iron Works & Supply 
Co., Augusta, Ga., for the past ten 
years, handling mill supplies, boil- 
ers and power plants, has been 
named sales manager of the Kester 
Machinery Co., Winston-Salem, 
N.C. At the same time, J. E. Day, 
C. R. Fogle and E. B. Cooke have 
been added to the sales force. 

Mr. Day was formerly connected 
with the Enterprise Mfg. Co., Au- 
gusta, and previously had been or- 
der clerk at Lombard Iron Works. 
Mr. Fogle was formerly with the 
Orinoco Supply Co., Winston- 
Salem, and is an authority on wood 
working and sawmill supplies. Mr. 
Cooke’s joining the sales staff is a 
promotion. He has been with the 
Kester organization for several 
years and will be the salesman for 
their Burlington store. 

Others who have recently joined 
the Kester company are F. Collier, 
clerk, and Eva Penland, stenog- 
rapher. The firm has taken on the 
dealership for Caterpillar engines 
and is enthusiastically going after 
business on this line. 


Named Representative 


of La Salle Steel Co. 


The La Salle Steel Co., Chicago, 
has appointed Robert Liles, New 
Orleans, La., as its representative 
in Alabama, Louisiana, and Missis- 
sippi. 

Mr. Liles will handle the complete 
line of La Salle products which in- 
clude cold finished steel bars and 
shafting; heat treated, annealed or 
normalized steel bars, and cold fin- 
ished or hot rolled and_ special 
shapes. 














IT JOHNSON UNIVERSAL BRONZE = 





= 
JOHNSON 


ELECTRIC MOTOR 


BEARINGS 


ARE Easy TO SELL 
and STAY SOLD 


Johnson Alloy No. 29 
S. A. E. 67 







Copper - = = = 18% 


HEN you talk to a maintenance man or GIVE THIS new 
a chief electrician — ask him where he 
buys his Electric Motor Bearings. Question BULLETIN EM 7 


him on their quality, their ease of applica- 


tion, their life. Then give him the facts con- TO all OF YOUR 


cerning Johnson Quality Bronze Bearings. CUSTOMERS 


Point out the superior quality of our alloy. 
Show him how the 15 per cent lead provides 


Forty pages of Bearing Information 
that should be in the hands of every 


plasticity which compensates for slight mis- actual ig) acon buyer in _ 

° e eae territory. With your imprint on the 
alignment or irregularities on the shaft. Call anet tate Gain, alk weal es aie 
his attention to the fact that they are correct of your sales work. Reasonable quan- 
in design and tolerance tities for distribution are available 


without cost. 

Then have him compare his costs. Check 

your price against what he has been paying. 

Show him the large range of sizes available — 

the immediate service from stock. You will 

be agreeably surprised at the ease with which 
a sale is made. 


Consider the number of motors in your 
territory. Remember that the greatest portion 
of these are equipped with sleeve bearings. 
Then you will realize the possibilities offered 
on easy sales. 


JOHNSON BRONZE COMPANY 


535 SOUTH MILL STREET - NEW CASTLE, PA. 


<—y 
aT pe Ve BEARING HEADQUARTERS "—‘ 
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No. 84 Hack Saw Frames 
and BLU-MOL BLADES 


You do your customers a genuine service every time you recommend 
No. 84 Hack Saw Frames and Blu-Mol Molybdenum Blades. 


This new frame is without question the finest ever produced by us— 
or by anyone else. Its improved design and high finish manifest its 
superior quality. With its indestructible Tenite handle and its sub- 
stantial, rigid construction, it assures your customers years of good, 
hard service and minimum blade breakage. Besides, it’s our highesi 
priced frame—which means a better profit for you. 


This unequalled frame now comes equipped with Blu-Mol — the 
famous blade that gives the lowest cost per cut of any on the market. 
Enthusiastic reports from users of Blu-Mol hand and machine blades all 
over the country commend its uniform temper, high speed cutting prop- 
erties and superlative all-round performance. 


For further details about these and other frames and blades, as well 
as our complete line of fine tools, write for Catalog 41. 


MILLERS FALLS COMPANY 


MILLERS FALLS 
Greenfield Massachusetts 


110 MILL SUPPLIES ® JUNE 1937 


Here's the hustling order department of 
Pratt-Gilbert Hardware Co., Phoenix, Ariz. 
Foreground: Frank Gilbert (left) and E. W. 
Coverdale. Rear, left to right: Daniel Lane, 
Richard Jeffries, Murray Johnston and L. R. 
Shoemaker. 


Hercules Equipment 
Takes on O. P. W. Line 


The Ohio Pattern Works & Foun- 
dry Co., Cincinnati, Ohio, an- 
nounces appointment of the Her- 
cules Equipment & Rubber Co., San 
Francisco, as northern California 
distributors for the O. P. W. line 
of valves and fittings. 

This line fits in very well with 
the equipment department already 
established by Hercules. A complete 
stock of fittings is carried at the 
company’s new store and modern 


warehouse, located at 550 Third 
Street, San Francisco. This new 
building was recently erected to 


meet the increasing need of a mod- 
ern plant to carry on the company’s 
growing business. 

Frank D. Mahoney, who has for 
many years been identified with the 
equipment business, has been added 
to the Hercules sales force and will 
handle the O. P. W. line with Her- 
cules, together with Hercules roller 
pumps and Wilbur fire extinguish- 
ers. 





At a recent industrial show the MILL 
SUPPLIES’ photog came into range of Fran« 
Crow, Philadelphia salesman of the power 
products division of Keasbey & Mattison Co 
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“Dis Self-Locking Nut! 


“SS 


can be sold 


In almost every industrial plant certain types 
of machines keep maintenance men. busy 
tightening up or replacing nuts that are 
forever shaking loose. 





a In all these plants there is a need for this 
The “Unshako” embodies a new principle new and distinctly different self-locking nut. 


developed from an entirely different idea. 


Somebody will be selling them _ the 
“Unshako” sooner or later—why don’t you 
do it, now? 


Fill in and mail us the coupon below—get 
all the details and our dealers’ proposition. 


STANDARD PRESSED STEEL Co. 


BRANCHES JENKINTOWN, PENNA. BRANCHES 
BOSTON CHICAGO 
DETROIT Box 519 . ST. Louis 
INDIANAPOLIS SAN FRANCISCO 


Also makers of the famous “Unbrako” Screw Line 


: Standard Pressed Steel Company, Box 519, Jenkintown, Pa. 
: Sure, we want to know all about “UNSHAKO” 





Fig. 1510 “UNSHAKO” 
Self-Locking Nut 


Cutout section shows the : MR. . ve eens . tin soos REED 


Locking Ring in position 


> FIRM | 


= ADDRESS 
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MILL SUPPLY MEN 
SAY— 


“PUMP 
BUSINESS IS 


THE ANSWER IS TS 





Roper Rotary Pumps deliver for the user in good results and for you in 
good profits. 


The simple and compact design, together with correct hydraulic prin- 


ciples and rugged construction, suggest many operating advantages 
that lead directly to day-after-day economy. 


Roper Rotary Pumps are designed and constructed for the service they 
are intended to perform so that savings begin with the installation and 
are continuously realized in dependable, smooth operation, ability to 
handle the job, minimized maintenance, and long life. 


That is why pump business can be good for you. 
6 TYPES TO SELL 


for GASOLINE AND OILS 
especially suited for transferring petroleum 
products in bulk stations, refineries, etc. 
for HAND TRANSFER 
rotary gear or vane type, for handling thin 
or thick liquids. Attach to any type con 
tainer. 


for HEAVY LIQUIDS 
steam jacketed for 
creosote, glucose, 
viscous liquids. 


GEO. D. ROPER CORP. 


ROCKFORD, ILLINOIS 


ROPER Ksta.u PUMPS 


ENOABLE 


for GENERAL USE 
to handle any clean liquid in factories, cold 
storage plants, chemical plants, dyers and 
cleaners, etc. 


for POWER TRANSMISSION 
on hydraulic automobile lifts, 
presses, stokers, snow plows, etc. 
for COOLING AND LUBRICATING 


to handle cutting compounds and lubricat- 
ing liquids on metal working machines. 


elevators, 


handling asphaltum, 
molasses, tar and other 


Since 16 
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New Vice-President 
Of Allen Mfg. Co. 

At a recent meeting of the board 
of directors of the Allen Manufac- 
turing Co., Hartford, Conn., Wil- 





WILLARD C. WALDO 


lard C. Waldo was elected vice-pres- 
ident. Mr. Waldo is well known 
among the distributors throughout 
the country and his many friends 
will wish him good luck in his new 
capacity. 


Hardware Square Club 
Enjoys Shore Dinner 


The Hardware Square Club of 
New York last month held its ninth 
annual shore dinner at the Half 
Moon hotel, Coney Island. About 
600 attended. In addition to the 
usual fine seafood repast, a program 
of entertainment was also arranged 
for the members. George Carstens 
of Topping Bros., is president of the 
club. Other officers are Harry 
Kornrumph, Long Island Hardware 
Co., first vice-president; Roy Fow- 
ler, Franklin Hardware Co., second 
vice-president, and Ralph S. Allen, 
Diamond Expansion Bolt Co., sec- 
retary. 


F. Ronstadt Hardware 
Expanding and Remodeling 


A new store on Sixth Ave. be- 
tween Congress and Broadway, 
Tucson, Ariz., is being remodelled 
by F. Ronstadt Hardware Co. and 
will double the floor space of the 
distributor’s present quarters. The 
new building is one-half block north 
of the present location, and is much 
more central, according to F. Ron- 
stadt, president of the firm. 

New lines recently added by the 
distributor include Lauson engines, 
Woolwine Metal products, Goodyear 
rubber goods, and Pittsburgh steel. 








MARVEL SAWS 


... a complete line 


SO 


Because MARVEL provides a COMPLETE line of metal 
sawing machines; and because MARVEL alone offers 
UNBREAKABLE composite blades—the MARVEL repre- 
sentative in your territory is best qualified to analyze 
your metal cutting requirements, solve your metal 
cutting problems and recommend metal sawing equip- 
ment that will cut your cutting-off costs. 


This technical service is available without obligation. 


Now moved to our complete new plant 
that is provided with every modern fa- 
cility for producing QUALITY products. 





ARMSTRONG-BLUM MFG. CO. 
“The Hack Saw People” 


CHICAGO 
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WHO KILLED 











oe @ 
co 


THE MASTER MECHANIC? 


Confidentially it wasn’t murder. It was suicide. The poor 
devil had a bellyfull of leaking valves and constantly 
mounting repair costs. He deliberately stepped into the 
elevator shaft at the tenth floor while the elevator was 
at the twelfth. 


What a pity, for a week later a Hancock salesman 
called with the complete answer to his problem. 


To thousands of other master mechanics the new 
Hancock Bronze Valves have brought reduced main- 
tenance costs and freedom from leaky valves. For these 
new Hancocks have stainless steel seats and discs 
almost as hard as armor-piercing Navy projectiles (500 
Brinell). So hard they smash boiler scale, pipe turnings 
or nails between them without leaving a trace. So hard 
they are still steam-tight after being ‘‘just cracked’’ for 
a year on 125 pound steam. 

Today, thanks to Hancock, many master mechanics 
have stopped replacing or regrinding seats and discs. 
The new Hancocks have lasted 16 times as long as any 
other valve for a Massachusetts rubber company .. . 25 
times as long for an Ohio steelmaker . . . 42 times as 
long for a Texas oil refiner and 75 times as long for a 
New York refrigerator builder. 


Buy a dozen of these new Hancock Valves. 
Put them on any service in your plant. And 
if, after 90 days, they aren’t the best bronze 
valves you ever used, we'll refund double 
what you paid for them. 





STEMS ARE ALMO057 AS 
HARD AS THE SEATS AWO 
DISCS IN MANY VALVES. 


—— fame TOBIN BRONZE 











Don't waste time wet-nursing weak-sister valves... 
Order some trial Hancocks today from your jobber. 
Hancock Valve Division, Consolidated Ashcroft Hancock 
Company, Bridgeport, Connecticut. 


HANCOCK VALVES 
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"Ask Me Another" Is 
Popular At Mid-States 


Employees of Mid-States Indus- 
trial Corp., Rockford, Ill, are en- 
thusiastic about the type of sales 
meeting which has been launched 
this year by Sales Manager B. O. 
Schmeling. 

Under this system, the firm 
schedules meetings with its manu- 
facturers two and three months 
ahead of meeting dates, request- 
ing that they submit about 25 ques- 
tions, in the nature of an exam- , 
ination on the selling points of 
their separate products. Sufficient 
copies of all of these question lists 
are supplied so that each man has 
his own. Room for the answer is 
allowed beneath each question. 
Manufacturers are also asked to 
supply at the same time a like num- 
ber of copies of catalogs or adver- 
tising data, in which correct an- 
swers to the questions may be 
found. 

Employees then are requested to 
prepare their own answers to the 
questions asked, and have these an- 
swers ready to be turned in at the 
opening of the meeting. The fac- 
tory representative in the meeting 
shapes his talk somewhat on the 
theme of the questions submitted. 
The papers are turned over to him, 
taken back to his office and graded 
as to accuracy, then returned to the 
Mid-States officials who keep a rec- 
ord of the marks earned by each 
man. 

Employees are graded in two 
groups, one comprising the outside 
salesmen and the other for all 
others in the “school”, Cash 
awards are given to the three high- 
est men in each group. 

“It is interesting to note,” says 
Mr. Schmeling, “that marks on the 
papers so far are averaging about 
90° for the series of meetings. 
All of the factory men who have 
attended are loud in their praise 
for the system.” 





J. V. Ferguson, of Williamsport (Pa.) Wire 
Rope Co., cuts a steak while the ‘Mrs.” 
supervises the job. 
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Want to sell MORE HOSE? 


See this Presentation — 
learn how “Electric Hose’ makes it possible 
... makes it more profitable to handle hose! 


NOW, more than ever, it pays to be an “ELECTRIC 
HOSE”’ distributor. To the finest, most complete line 
of braided and molded hose. . 


attractive sales policy / 


. an exceptionally 
. . strong advertising and 
missionary selling support... A NEW, PRACTICAL, 
ORGANIZED PLAN FOR BUILDING HOSE BUSINESS 
HAS BEEN ADDED! Under this new plan, distributors 
receive individual and specially directed sales 


assistance that is bound to produce orders. 


ELECTRIC HOSE & RUBBER CO. 


Be sure YOU see the presentation illustrated above. 
It explains the new Plan, and other practical reasons 
why it pays to handle the ‘Electric Hose” line. As 
rapidly as possible Electric Hose field representatives 
are placing the presentation before our Distributors. 


All will see it soon. 
EXCELLENT TERRITORIES “OPEN” 


If you do not represent us now, and are not satisfied 
with the hose business you get, this plan is certain 
to interest you. Write us... we will welcome 
the opportunity to show this business-building 
proposition to distributors in territories which do 


not conflict with our present distributors. 


WILMINGTON 
DELAWARE 














Type FS with 
FSST Cover 





Ty 





Type SLB 





Type C with Cover Type GEMX 
Type GECME 


CONDUIT 
FITTINGS 


A Profitable 
Line! 


lt should be Killark for you be- 
cause today it is Killark for fac- 
tories, machine shops, mines — in 
fact the demand for Killark quality 
comes from wherever there has 


been experience with Killark Con- 
Type GCSC ground clamp = duit Fittings. 











= 
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Type FB Over 1200 types and sizes 


We manufacture about 1200 sizes and types of con- 
duit fittings. So bring on your customer—we've got 
what he wants! In addition we make fuse panels, 
small transformers, vapor proof lamps, etc. All these 
products are used by industrials. 


Why not develop this business? Other supply houses 
are doing so—with profit. The turnover is rapid and 
steady. The need for conduit fittings is an actual day 
by day need—whether for replacement, extension, or 
new construction work. 


KILLARK is an established firm 


Since 1913 the name "'Killark"’ has grown in impor- 
tance to both mill supply houses and users. Today the 
name “Killark" is known wherever wiring materials are 
used, because it denotes absolute dependability, cor- 
rect price, and the quality guarantee of this old and 
reliable manufacturer of 
electrical supplies. 


Write for this catalog 


Why not give this some action? Remember! 
substantial profits, actual markets, rapid turnover 
—all yours for the asking. And we'll be glad to 
help. 


KILLARK ELECTRIC 
MANUFACTURING CO. 


3940 EASTON AVE. ST. LOUIS, MO. 
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The ga'lory follows a hot duel between 
Wharton (Quaker City) and Winings 
(Goodyear). 


Warehouse Men Meet 
At White Sulphur 


Members of the American Steel 
Warehouse Association held their 
28th annual convention May 24-26 
at White Sulphur Springs, W. Va. 
A major part of the program was 
devoted to practical problems re- 
lated to the operation of steel ware- 
houses. A program feature was 
the summarized statement of the 
principles of secondary steel distri- 
bution. 

Newly elected officers of the asso- 
ciation were: President, J. Fred- 
erick Rogers of Beals, McCarthy & 
Rogers, Buffalo; secretary, Walter 
S. Doxsey, Cleveland; treasurer, L. 
H. Jostes, of Beck and Corbitt 
Company, Chicago; C. C. Dodge, of 
George F. Blake, Inc., Worcester, 
Mass.; E. D. Graff, Joseph T. Ryer- 
son & Son, Inc., Chicago; Charles 
Heggie, of Scully Steel Products 
Company, Chicago; E. L. Parker, 
of Edgar T. Wards Sons Company, 
Pittsburgh, and Ralph J. Stayman, 
of Jones and Laughlin Steel Cor- 
poration, Pittsburgh. Directors at 
large elected to three-year term 
were Ralph J. Stayman, J. Fred- 
erick Rogers and A, Oram Fulton, 
of Wheelock Lovejoy & Co., Inc., 
Cambridge, Mass. 


|. D. Applegate With 
Ideal Commutator Co. 


Ideal Commutator Dresser Co., 
Sycamore, Ill., has acquired the 
services of I. D. Applegate, elec- 
trical engineer, who will be in 
charge of engineering, design and 
development of automatic voltage, 
current and speed regulators, This 
line was recently acquired by Ideal 
through the purchase of Marshall 
Electric Co., Elkhart, Ind. Mr. Ap- 
plegate joined Ideal in April. 











. sell them 





BETHLEHEM BOLTS AND NUTS 


Wrauatever his business, if he uses bolts, nuts, 
rivets, or spikes there’s a Bethlehem product that will 
please a customer. Standard bolts and nuts made by 
Bethlehem clinch the good will of customers by the ease 
with which they go together. And Bethlehem makes 
many specialties to handle special tasks. For example, 
the customer may be an oil refiner who is having 
trouble with fittings on his high-pressure stills. Here 
you can confidently recommend Bethlehem bolts of 
Supertemp and nuts of oil-quenched high-carbon steel— 
a perfect combination for temperatures as high as 
1000 deg. F. 


Our Lebanon, Pa., plant makes headed and threaded 
products to meet every condition found in industry. 
Each is accurately made and carefully inspected. Your 
customer will never be bothered by burs or by bolts 
and studs which bind as the nut is spun down. The fit 
of threads on bolts and studs, the points of spikes, the 
quality cf rivets all help to make satisfied customers. 

Suggest Bethlehem headed and threaded products to 
your customers and prospects. Point out the A stamped 
plainly on each item—his, and your, guarantee of 
quality. 


BETHLEHEM STEEL COMPANY 
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STARRETT 
HACKSAW 
BLADES 


Answer every metal cutting 
need with the complete line 
of Starrett S-M Molybde- 
num, High Speed Steel and 
Tungsten Alloy Hacksaw 
Blades. The revised edition 


of Starrett Catalog No. 25 


EG gives complete informa- 


tion on the complete line of 
Starrett hand and power 


hacksaw blades. Do you 


need copies? 


THE L. S. STARRETT CO. 


Worlds Greatest Too!mokers 
Manufacturers of Hocksows Unexcelied 
Steel Tapes Nii lilelelas Maclay (aa lacie] 


SI Mlilelia:licla Mila 42 1a ed tela 2 a 


ATHOL, MASS., U.S.A. 


Sell. 
Starrett 
Hacksaws 
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Proving ground? No, just Frank Brown, as- 
sistant sales manager, American Pulley, and 
Allan Smith, account executive of Aitken & 
Kynett ad agency, giving some hand trucks 
a trial spin before arranging to take some 
catalog pictures. 


64th Birthday to 
Taylor Chain Co. 


In June 1937, the S. G. Taylor 
Chain Company with general offices 
and factory in Hammond, Indiana, 
will celebrate their 64th anniver- 
sary, having been established in 
1873. 

Sixty-four years of continuous 
operation is an unusual record and 
the success of this company is at- 
tributed to the exceptionally high 
quality of their product and their 
consistent sales policy. 

EK. Winthrop Taylor, president, is 
of the third generation of the Tay- 
lor family in the active management 
of the business, his father, Mr. 
S. G. Taylor, Jr., being chairman 
of the board. The first Mr. S. G. 
Taylor passed away many years 
ago. 

The company makes a complete 
line of iron and steel welded chain, 
as well as tire chains and acces- 


sories. 


Weekly Sales Drives 
Effective at Bright & Co. 


Bright & Co., Reading, Pa., is 
finding its new system of holding 
weekly sales meetings to coordi- 
nate a sales drive on specialty items 
to be highly effective, according to 
F. Leon Harron, manager of the 
mill supply department. The one- 
week drives were started on Jan. 1, 
and are devoted to such lines as 
Lunkheimer valves, Fafnir bear- 
ings, Alexander belting, J-M pack- 
ing, Quaker City rubber goods, 
ete. 

During the week a factory repre- 
sentative works with Bright’s sales- 
men in the field, and on Thursday 
evening a general get-together is 
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held, with a talk by the factory 
man and discussion by the sales- 
men. The company’s direct mail 
promotion is tied in with the sales 
drives. 


M. L. Foss Enjoying 
Hawaiian Vacation 


M. L. Foss, president of M. L. 
Foss Inc., Denver, Colo., has left 
for a vacation of several months 
in the Hawaiian islands. 

This firm has recently added two 
men to its selling staff. They are 
Charles Hood, who has been given 
a city sales route, and Thomas Cal- 
kins, industrial sales. 

Successful sales meetings have 
recently been staged on De Vilbiss 
compressors and Keystone lubrica- 
tion. The De Vilbiss line is a new 
one in the Foss catalog, as is John- 
son Bronze. 


La Salle Steel Names 
See Vice-President 


Theodore S. See has been elected 
vice-president in charge of opera- 
tions of the La Salle Steel Company 
where, since September, 1930, he 
has been works manager. Mr. See 
was associated with La Salle Steel 
Company from 1928 to 1930 as an 
industrial engineer. He headed the 
engineering company, Theo S. See 
& Associates, from 1921 to 1930. 
Prior to 1921 Mr. See was Assist- 
ant General Superintendent. of 
Jones & Laughlin Steel Company. 





Our excuse for running this charming picture 
of Olive Kruger, secretary at Texas Belting 
Co., Houston, Tex., is that her record shows 
she has never been late for work. Early bird 
salesmen who call on this house verify the 
accuracy of this statement. 











Exactly 2.400” 


There are no “ifs, ands or buts’ about a reading from 
the vernier on a Starrett Shop Equipment Tool. The 
clean, sharp graduations say what they mean clearly 
and distinctly. And that goes for Starrett Micrometers 
and Dial Indicators, too. 

When you sell Starrett Shop Equipment Tools you are 
selling an investment in greater accuracy. That’s why 
it pays to standardize on Starrett. You'll find anything 
your customers need among the 3000 fine precision tools 
and dial indicators shown in the revised edition of 
Starrett Catalog No. 25 EG, Do you need extra copies? 


The L. S. Starrett Co., Athol, Mass., U.S.A. 


World’ s Greatest Toolmakers Manufacturers of Hacksaws Unexcelled—Steel Tapes, Standard for Accuracy 


PRECISION SHOP EQUIPMENT 
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¢ Salability + Profit « 


THIS 6-POINT CERTIFIED Q65 DISTRIBUTOR PLAN 
OM elgel a w.\ 8 ee 


|. Fall Line 4. Protection 
2. Super-quality 5. Good Profit 
3. Economical Price 6. Sales Aid 


A sound foundation for electrical tool sales and profit. 





THIS MULTI-SPEED BUFFER & POLISHER 


alternating current 
HAS AN EXCEPTIONALLY GOOD MARKET IN 
THE PLATING INDUSTRY 





MODEL 95 (Patent N 923760 


Meets every need for speeds not available in direct connected 
alternating current units of standard cycle. Simple, positive. 
Flexible four speeds, quickly changed by shifting a lever. Vibra- 
tion eliminated. Overload protection; low voltage release. Con- 
venient push button control. Electric interlock prevents operation 
unless gears are in mesh. 


Dritts +» BUFFERS »- GRINDERS 


THE STANDARD OF QUALITY SINCE 1897 


THE UNITED STATES ELECTRICAL TOOL CO. 








2498 WEST SIXTH ST., CINCINNATI, OHIO 
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"Take a letter!" says Walter Padien, pur- 
chasing agent of Manning, Maxwell & 
Moore, Jersey City, N. J., to his secretary 
Alice Ramsing. 


Personnel Shifts By 
U. S. Rubber Products 


J. E. Power, manager mechanical 
sales, New York District, United 
States Rubber Products, has been 
transferred to 1790 Broadway, as 
assistant sales manager, mechanical 
goods division. R. V. Hilands, 
manager of the Philadelphia and 
Baltimore districts, has been ap- 
pointed manager mechanical sales, 
New York branch. A. B. Means of 
the Philadelphia sales organization 
has been appointed Manager Me- 
chanical Sales, Philadelphia and 
3altimore branches. 

R. F. Jackson of the Baitimore 
sales organization has been ap- 
pointed assistant manager mechan- 
ical sales, Baltimore branch. E. P. 
Cole of the Denver sales organiza- 
tion has been appointed manager 
mechanical sales, Denver branch. 
Mr. Cole has filled the positions of 
western manager mechanical divi- 
sion, manager mechanicals in Min- 
neapolis, and manager mechanicals 
in Columbus since joining the com- 
pany in 1910. 


Motter Men Visit 
Sources of Supply 


Paul S. Bowers, mechanical 
power transmission specialist of 
George F. Motter’s Sons Supply Co., 
York, Pa., on April 26 began a tour 
of the six transmission companies’ 
plants which that firm represents. 
W. G. Miller, electrical sales engi- 
neer, visited the plants of the Allen- 

sradley Co., and the Bull Dog Elec- 
tric Products Co. during the week 
of May 3. 

Two additions have recently been 
made to the Motter company’s sales 
force. George J. Yeager has been 
named service manager. He has a 
record of 17 years in the supply 
business. O. C. Laubach now has 
charge of electrical supplies. His 
experience in this line is 12 years. 
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THE BILLINGS & SPENCER CO. 


FORGED TOOLS 


COMMERCIAL DROP FORGINGS - BOARD DROP HAMMERS and DIE MAKING MACHINERY 


| Summersby Heads 


HARTFORD, CONNECTICUT, U.S. A. 


The “Gardnerench” mak- 
ing up a fitting securely | 
held in the Billings Im- 

proved Chain Pipe Vise. 





Billings Forged Shop 
Tools — envelope folders, | 
imprinted with your name 
and address, gladly sent. 
Write Dept. 'N’. 


Elongated Knurled Nut—plenty 
of finger gripping surface for 
quickly adjusting chain slack— 
on exclusive Billings feature. 





Distributors of Billings Forged Tools appre- 
ciate the sales value of a well known line of 
products. Since 1869 the name Billings has 
been stamped on the minds of users as the 


standard of quality for Forged Tools. 
The Industrial Distributor has been largely 


responsible for this well established fact. 


Standardize on Billings—volume with profit. | 
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Worthington Sales 


The appointment of J. J. Sum- 
mersby, assistant vice-president of 
Worthington Pump and Machinery 
Corp., as general sales manager is 





J. J. SUMMERSBY 


an extension of Mr. Summersby’s 
previous responsibilities and ef- 
fects a further concentration of 
direction of the Corporation’s gen- 
eral sales department. 


Dwyer Promoted by Crane 
To Eastern Branch Manager 


J. A. Dwyer, manager of the 
Philadelphia branch of Crane Co., 
has been appointed district man- 
ager of all Crane branches in the 
Eastern territory, including all of 
the New England states, in addition 
to metropolitan New York, Eastern 
Pennsylvania, New Jersey, Mary- 
land, and the District of Columbia. 
A total of 18 Crane establishments 
thus comes under the jurisdiction 
of Mr. Dwyer, whose headquarters 
will be at the company’s New York 
branch. 

H. S. Officer, manager of the 
Newark branch, succeeds Mr. 
Dwyer at Philadelphia, and J. H. 
Geiss moves from Hempstead, Long 
Island to succeed Mr. Officer as 
manager at Newark. 


Social Security Board Okays 
First Eight Old Age Claims 


The Social Security Board last 
month approved the first eight 
claims for lump-sum payments un- 
der the Social Security Act’s old 
age benefits program. More than 
24,500,000 wage earners are now 
accumulating credits toward their 


| monthly annuities for life, payment 


of which will begin to qualified 


_ persons in 1942. 




















WE are prepared to offer valuable franchises 
to responsible, well-established Industrial 
Supply Distributors located in the following 


important marketing centers: 


LOUISVILLE, KY. MEMPHIS, TENN. 
NEW ORLEANS, LA. DALLAS, TEXAS 
JAMESTOWN, N. Y. HOUSTON, TEXAS 
ROCHESTER, N. Y. * TOLEDO, OHIO 
SYRACUSE, N. Y. MILWAUKEE, WIS. 


LOS ANGELES, CALIF. SAN FRANCISCO, CALIF. 


Inquiries are cordially invited 


ARMOUR SAND PAPER WORKS 


Division of ARMOUR 4ND COMPANY 
GENERAL OFFICES: CHICAGO 


Stocks Distributed from branches in following cities: 
BOSTON NEW YORE BUFFALO PHILADELPHIA MILWAUKEE DETROIT PITTSBURGH CLEVELAND 
INDIANAPOLIS ST. LOUIS SAN FRANCISCO LOS ANGELES SEATTLE HIGH POINT, N. C. CINCINNATI 
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Industries select their Swiss pat- 
by this 
trade mark because it stands for 


100°, Dis- 


tern file requirements 
Quality-Service-Plus 
tributor Sales Policy. 
Their satisfactory performance 
creates repeat orders for the dis- 


tributors. 


Over 2,000 different sizes, shapes 
and cuts enable manufacturers to 
select the exact type of file for 
the job, and help reduce filing 


costs. 


BUY FROM YOUR DISTRIBUTOR 


AMERICAN SWISS FILE & TOOL COMPANY 


410-416 Trumbull Street 


Elizabeth, N. J. 


Manufacturers of Mechanics’ Hand Tools and Knurls 
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Plotting something big for Black & Decker 
distributors; Jack Apsey, Jr. (right), B & D 
advertising chief, and his assistant, Bernard 


Carl. 


Starks Co. Adds Wescott 
As Contractor Salesman 


The addition of Allen Wescott, 
M. E., to George L. Starks & Co., 
Inc., Saranac Lake, N. Y., places 
that firm in a favorable position to 
render special engineering service 
to architects and heating contrac- 
tors. Mr. Wescott, a graduate of 
Syracuse University, was formerly 
with H. A. Thrush Mfg. Co., Peru, 
Ind. 


Pittsburgh Agent for 
Newark Wire Cloth 


The Newark Wire Cloth Com- 
pany, Newark, N. J., manufacturers 
of woven wire screens, and wire 
cloth products, announce the ap- 
pointment of the J. K. Porter 
Company, Union Trust Bldg., Pitts- 
burgh, Pa., as their agents to cover 
terri- 


the Western Pennsylvania 
tory. 





Norman E. Burke, of David & Kullberg, Port- 
land, Ore., shows a versatile paper clipper, 
here used to take a "shot at the sun" as the 
navigator does. They say it rains all the 
time in Portland, but Norman here proves 
beyond doubt that the sun did shine in 
Portland at 12:15 P. M., April 10, 1937. The 
shadow cast by the sun may be seen at the 
apex of the triangle formed by the two 
hands. Since the camera shutter was open 
1/25th of a second, the sun did shine at 
least that long on the above date. 








Here’s a good Tip 
for you 


UNBRAKo 


a 





Fig, 1249 














“ Pat. Applied For 
SOCKET SCREWS 


“HALLOWELL" 
HT etlew STEEL STOOLS & CHAIRS 
i rire Made of one piece 
steel, heat 


welded construction 
and hard throughout — they never 
and hard — 


i — scientificall 
points don’t get wobbly — sci y 
mushroom, hex designed for correct pos- 
won't round, ture. A style for every 


5 
Knurled Socket a 
Head Cap Screws. 


Knurls assist driv- 
ing farther and 
faster by hand and 

oe a allow locking after 
U. S. & Foreign |. . . 
Nivel, Scions counter-sinking. 


“HALLOWELL" 
Fig. 1434 : STEEL SHAFT HANGERS 


\ J i EMS The original steel 
Shaft 


Hanger — and 
the only hanger with 
integral feet. Millions 

SELF-LOCKING NUTS 


in use the world over. 
New—a locking ring within nut 


prevents backing off under severc 
vibration. Yet nut can be removed 
easily with wrench. No extra parts. 














Patented 
Fig. 300 


“HALLOWELL" 
CTEEL WORK BENCHES “HALLOWELL" 
: STEEL SHAFT COLLARS 
One piece smooth steel 


tops—fire-proof, splinter- 
proof, ribbed steel legs 
: that stay rigid. Over 1300 
Fig. 732 : , 
“es Pg “4 types and sizes. 
Pat's. Pending 
Drawer is extra 


Accurately made, highly pol- 
ished, unusually serviceable. Yet 
they cost less than cast iron 
collars! 


Fig. 100 Patented 


because — 
they sell fast and 
at a good profit, too 


Writefor SQTANDARD PRESSED STEEL Co, | “aloes. 


details and BRANCHES ones describing these 
dealers JENKINTOWN, PENNA. —— items in detail, 
“at BOSTON CHICAGO sent upon 
proposition. DETROIT Box 519 ST. LOUIS 
INDIANAPOLIS SAN FRANCISCO request. 


MILL SUPPLIES ® JUNE 1937 











Designed and constructed 
to match in excellence the IF IT'S A 
finest machine tools built, 
the Jacobs Ball Bearing 

| —IT HOLDS 
Super Chuck Delivers the 
ultimate in accuracy, grip- 


ping power, speed of oper- 


ation and long life. 





THE JACOBS MANUFACTURING COMPANY 


HARTFORD CONNECTICUT 
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Frank H. Willard Dies, 
Graton & Knight President 


Frank H. Willard, president, Gra- 
ton & Knight Manufacturing Co., 
Worcester, Mass., died at the 
Hahnemann Hospital in that city on 
May 25 after an illness of five 
weeks, He was 71 years of age. 

Mr. Willard entered the employ 
of the company 52 years ago as a 





FRANK H. WILLARD 


helper in the factory. He later be- 
came general manager and in 1926 
was elected president. 

Mr. Willard was active in educa- 
tional circles having served as a 
member of the board of trustees of 
Northeastern University and a di- 
rector of the Worcester Trade 
School. 


New Display Room for Busser 


Busser Supply Co., Lewisburg, 
Pa., recently increased their equip- 
ment display room, and built a 
new shed for a pipe warehouse. 
This distributor has gone into the 
air conditioning business, selling 
stokers and air conditioning sys- 
tems. 








The Smith-Courtney bunch down in Hickory, 
N. C., steps out of the office for a brief 
session with the photographer. 




























ige men.---or Steam Hose 
und er pressure 


You hire a new em- 
ployee. He looks good. 
Talks as if he knows 
his ‘‘stuff'’. Everything 
goes fine until an emer- 
gency arises. And 
then he falls down — 
fails under pressure. 


It'sthe same withSteam 
Hose. You can buy good 
looking hose from a 
number of sources. But 
you never know how 
good it is until you've 
put it under pressure. 


! emen' 

at can can. “take it". Thermoid | 
| Steam Hose is made from: pe 
aphex: A iekcticogs tobe, 
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‘New Officers Elected 
By General Refractories 


Floyd L. Greene, for many years 
a director of the company, has been 
elected president of General Refrac- 
tories, Philadelphia. At the same 
time, S. M. D. Clapper was elected 












Genuine Barrett 
Automatic Lower 
ing Jack No. 1522 

15 Tons Cap. Ht 
22"".- Raise 1214" 


4-Way Chain Jack 
No. 1523 combines 
head lifting, foot 
lifting, chain lifting, 
claw lifting. Cap. 15 


tons. 
























Norton Ball Bearing Bridge and Wreck- 
ing Jack No. B-2522 Cap. 25 tons 
Height 22"' Raise 104" 





FLOYD L. GREENE 


|chairman of the board, to continue 
|management of the firm’s affairs 
| of policy. 

Mr. Greene was general superin- 
|tendent of Standard Refractories 
|when that firm was acquired by 
General in 1922, and became, suc- 
cessively, district manager of cen- 
tral Pennsylvania operations, gen- 


DUFFNORTON 


The unusual performance of Duff-Norton Jacks 
throughout the world. . . their rugged durability 

. their outstanding safety advantages... their 
efficiency and ease of operation all combine to 
make Duff-Norton a profitable line for Mill and 
Mine Supply Dealers everywhere. Why not stock 
Duff-Norton and sell the best! 


THE DUFF-NORTON MANUFACTURING COMPANY 


PITTSBURGH, PA. 


The Duff-Norton Jack 
Line includes the 
Genuine Barrett Auto- 
matic Lowering Ratch- 
et Jack . . . Journal 
Jacks ... Screw Jacks 
...- Self Lowering High 
Speed Screw Jacks .. . 
Horizontal Jacks... 
Trench and Timber 
Braces and Fittings ... 
Pipe Forcing Jacks... 
Traveling Jacks, etc., 
for every lifting, low- 





S. M. D. CLAPPER 


eral works manager, vice-president 
in charge of operations, and execu- 





ering, pushing, pull- _ ive vice-preside 

ing or bracing require- pow, Beith ~ | tive vice-president. ; 

ment. Ask for the new ot® aio, SOR, “50,*° | Mr. Clapper has been actively en- 
Duff-Norton Catalogue puft Nock cor": 


gaged in the management of Gen- 
jeral Refractories since early in 
1933. He is also a director of sev- 
|eral other firms. 


No. 115. 





yitt 


THAT JACKS ® | 
| More News on Page 187 
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@ First, the Ford Tribloc Hoist is a real pro- 
duction hoist, with a spur gear construction 
which provides the speed, power and ease of 
handling to meet today’s industrial pace. 


Second, the Tribloc has the plus-quality to 
stand up under hard service. Certified mal- 
leable castings, high grade drop forgings, 
ACCO High Carbon Heat Treated Chain of 
high elastic limit and tensile strength are in- 
dicative of this plus-quality. Every Ford 
Tribloc is tested to 50°) overload. 


Third, considering the features and quality 
construction, the price is exceedingly low. No 
other hoist offers more for the money. You 
can sell the Tribloc against the competition 
of any hoist in its price class. 


Available in capacities from 14 to 40 tons, 
the Ford Tribloc will handle practically any 
material handling job requiring the use of 


chain hoists. You can sell it everywhere. 





FORD CHAIN BLOCK DIVISION Vd 
AMERICAN CHAIN & CABLE COMPANY, Inc. : 


PHILADELPHIA, PENNSYLVANIA ® 












A FEW OF THE 137 
AMERICAN CHAIN & CABLE 
INDUSTRIAL PRODUCTS 


AMERICAN CHAIN DIVISION 
(DOMINION CHAIN COMPANY, Ltd., in Canada) 
Weed Tire Chains e Welded and Weldless 
Chain e Malleable Castings ¢ Railroad 
Specialties 
AMERICAN CABLE DIVISION 
Tru-Lay Preformed Wire Rope e Tru-Loc Proc- 
essed Fittings ¢ Crescent Brand Wire Rope 
Tru-Stop Brakes 
ANDREW C. CAMPBELL DIVISION 
Abrasive Cutting Machines e Floformers 
Special Machinery e¢ Nibbling Machines 
FORD CHAIN BLOCK DIVISION 
Chain Hoists ¢ Trolleys 
HAZARD WIRE ROPE DIVISION 
Green Strand Wire Rope e ‘Korodless” 
Wire Rope e Preformed Spring-Lay Wire 
Rope ¢ Guard Rail Cable 
HIGHLAND IRON & STEEL DIVISION 
Wrought Iron Bars and Shapes 
MANLEY MANUFACTURING DIVISION 
Automotive Service Station Equipment 
OWEN SILENT SPRING COMPANY, Inc. 
Owen Cushion and Mattress Spring Centers 


PAGE STEEL AND WIRE DIVISION 
Page Fence e@ £Wire and Rod Products 


Traffic Tape @« Welding Wire 
READING-PRATT & CADY DIVISION 
Valves e¢ Electric Steel Fittings 
READING STEEL CASTING DIVISION 
Electric Steel Castings, Rough or Machined 
WRIGHT MANUFACTURING DIVISION 
Chain Hoists e Electric Hoists and Cranes 
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Because YOUR salesmen can 
PROVE these points about 
Roots-Connersville type “T’- 
Pumps. 


l. 
2. 
3. 
4. 
S. 


Our liberal sales policy means 
better profits for distributors. 
Write or wire today for illus- 
trated folders and SIMPLIFIED 
engineering data. 


MANY EXCLUSIVE DESIGN 
FEATURES. 

Better performance at lower 
cost. 

Longer life and less main- 
tenance expense. 

Wide range of applications 
in many industries. 

Backed by half a century 
of pump experience. 


BLOWER CORP. Suly ene 


What? Three Carloads of 
“RAFTING CHAIN? 


Yes! That’s what it takes to build just one big 
log-raft out on the Pacific Coast. But YOU 
don’t need to buy a huge quantity of Chain to 
get the A-No. 1 quality that is assured by 
“McKay’s 50 years of knowing how.” Regardless 
of the size of your order, it will receive prompt 
attention. 


For quality Chain, better line up with . . . 


THE McKAY COMPANY 


McKAY BUILDING PITTSBURGH, PA 


Formerly U S. Chain & Forg rg ( 
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Smali Tool Specialist 
For Klinger-Dills 


Clem Grote, for 14 years with the 
Patterson Tool & Supply Co., Day- 
ton, Ohio, is now connected with 
the Klinger-Dills Co. of the same 
city, as inside salesman specializing 


|} on small tools. Klinger-Dills re- 


cently took on the distribution of 
Johnson bronze products, Insley 
shovels, and Huber Mfg. Co.’s road 
machinery, and has added a mezza- 
nine floor to their stockroom, pro- 
viding about 2000 sq.ft. of addi- 
tional floor space. 








Those Textile Guys 
Are Good! 


(Continued from page 58) 








ed”) to open, clean, and straighten 
it. Then it passes through pairs 
of rollers which pull it down into 
a finer and firmer strand. At first 
this strand of fiber is about an 
inch thick—but breakable at the 
touch of a hand. Later on you see 
it with the thickness of ordinary 
string. Finally twist is put in to 
make a completed yarn. 

The automatic spooler is an un- 
believable device, occupying most 
of a large room, traveling around 
on a rectangular track, mechan- 
ically mothering hundreds of spin- 
dles as they wind their yarn onto 
spools. When a yarn breaks or a 
bobbin runs bare, that bobbin is 
dumped out. In short order hun- 
dreds of spools are filled. Then 
these hundreds are turned over to 
the automatic high speed warper— 
another machine that Ripley should 
see. Each of the hundreds of 
strands of yarn is run into its own 
particular place on one grandaddy 
spool. When one single yarn in all 


| this vast network of yarns happens 
| to break, or when some foreign 


body, such as an oversize piece of 


' lint, gets in the way—the machine 


automatically stops until an at- 
tendant makes the necessary adjust- 
ment. 

The volume supply item sold to 


| textile mills is the bobbin. You 


see it everywhere in the plant. Bob- 
bins wear out at the base, or break 
or split due to handling. Pickers, 
too, are an important item. There 
are four different weights. At 3,000 











Leesign ar 
\ 





h isso 
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—» NEW YORK «+ DETROIT © CHICAGO 
TWIST DRILLS e MILLING CUTTERS + TAPS « DIES « REAMERS 










* DRILL CHUCKS «¢ WHEEL DRESSERS « SPECIAL TOOLS 
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AN OLD STORY 


with a 


know it, too. 


Now we want more good mill supply men on 
our books. Industrial users in every section are 
placing orders for Ford Rotary Files—some of 


this business can be yours if you ask for it. 


The market exists—users like Ford quality—they 
know how to use these files—they buy continu- 
ally—it means repeat orders—and repeat 


profits, too. 


Ford Rotary Files are available in many types 
for a tremendous number of cutting, smoothing, 
and shaping operations. We offer engineering 


service for you and your customers. 


We have catalogs that give the details—want 


one? 


PROFIT WALLOP 


® We could talk all day about the high qual- 
ity and merit of our files. It's an old story to 
shop men who use them—and, mill supply men 





FORD HAND CUT 


ROTARY FILES 








M. A. FORD MFG. CO. 
400 PERSHING AVENUE 
DAVENPORT, IOWA, U.S.A. 






























































APPLETON-ATLAS CAR MOVER 


(Formerly Appleton Car Mover 
Co., 


Replenish your stock today. 


Manufactured only by 


CORPORATION 


2947 No. 30th St. 
Milwaukee, Wisconsin 


Appleton, Wis.) 


6 
, "YE US a pact TO STAND 
TRADE MARK REGISTERED U. S. PAT. OFFICE 


The Convention is over and we are 
pleased to report the continuance 
of our present policy of selling our 


Jamous “ATLAS” 
MANUAL FREIGHT CAR MOVER 


through responsible distributors. 


Comparative tests over a period of many years, made in the pres- 
ence of unbiased witnesses, have proven the "ATLAS" to be superior 
to all other movers in power, speed and efficiency. 







—. TH daa 
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to the case, costing from 10 to 24 
cents each, they amount to sizeable 
orders. The picker sits atop the 
“stick” and gets a dizzy ride back 
and forth all day long. The stick’s 
operation is accomplished through 
lug straps made of heavy cotton, 
leather, rubber, etc.—another big 
supply item. Some efficiency ex- 
perts frequently eye the lug strap 
with the thought that it would need 
less replacement if made of firmer 
material. But when a steel one 
was tried they found Peter had 
been robbed to pay Paul, whose 
price was higher-—for although the 
steel piece itself stood up with less 
wear, there was an unexpected and 
damaging load placed on the loom. 
In other words, lug straps have got 
to provide a little “give.” Their 
cost is of secondary importance. 

The squeeze rolls on “slashers”’ 
(machines which apply starch to 
some of the yarn previous to weav- 
ing) present a face covered by 
textile cloth. The cloth is an im- 
portant item in the stockrooms of 
distributors who sell the textile 
mills. And here, again, you can’t 
tamper with quality. Not long ago 
a mill complained that its warps 
(yarn wound ready for weaving) 
lacked the necessary evenness. A 
distributor who offered to look into 
the situation found that they had 
changed their specification on tex- 
tile cloth, using one of wool and 
cotton instead of all wool. On his 
say so they went back to wool and 
the trouble ended. As simply as 
that, thousands of dollars were 
saved. 

Needles which comb the cotton 
in the carding operation are kept 
sharp by emery filleting—another 
big supply item. Looms are greased, 
sometimes, by high pressure greas- 
ing which does the work of eight 
men and gets no grease on the 
yarn—an old complaint. Textile 
plants make many of their own 
gears and shaftings, so they are 
big buyers of cold rolled steel. 
Around their factories you see bob- 
bin boxes and trucks, for carry- 
ing both empty bobbins and those 
wound with yarn. These, too, are 
bought from distributors, as are 
the casters on which they run. 
Casters are now rubber tired, sav- 
ing floors and reducing noise. 
Where the mill is exposed to direct 
sun, the windows need coating with 
a blue paint that lets in light but 
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FULL TIME or PART TIME 
sees Lf Pays its Way 


Make fast friends by pushing 
The TOM THUMB Bolt Threader 


@ Oster No. 521 “Tom Thumb” Portable Machine, for threading bolts 
and solid stock from 346” to 114”, inclusive, is a time-and-money-saver. 
Small but husky, this compactly designed machine gives surprisingly 
high and accurate production. Powered with universal variable speed 


motor and worm gear drive, it is simple and economical to operate. 


@ Prospects are plentiful. You can sell many an Oster Tom Thumb 
No. 521 for installation alongside a big bolt-machine, where it will 
fill in when the big fellow is “full up”, getting the shorter runs (which 
it completes before some of the big ones can be set up for the job), 
and taking care of the day’s emergency work. Less expensive to 
operate than the large bolt threaders, a No. 521 is also a wise rec- 
ommendation to make to the shop which can't keep a big machine 


profitably busy. Write for descriptive bulletin for your sales-kit. 





THE OSTER MFG. COMPANY 
Sales Office: 2041 East 61st Street, Cleveland, O. 
Factories: Erie, Penna., and Cleveland, Ohio 


New York City Showroom and Office 
292 Lafayette St. 























Threading 
Headquarters 
Since 1893 





THREADING EQU umecay 


YOU DON’T SELL 
IN THE PAPUAN 
ISLANDS ee os 


but we do and here’s 
the significance. 


When a machine leaves our Cleveland 
plant or our Erie factory for the other 
side of the world, no fond nurse can 
go along to see that it behaves itself. 


It is “on its own.” It must perform 
properly and keep off the hospital 
list or else lose a lot of good will for 
OSTER-WILLIAMS. 


The fact that, for more than 30 years, 
Oster products have been popular in 
every section of the civilized world 
means simply this... that they are 
built to satisfy. 


Whether their final destination is 
Somaliland, South Carolina or 
Strongsville . . . whether they travel 
five, five hundred or five thousand 
miles ... when they arrive at the 
far end of the journey they make 
good and stay on the job with a 
minimum of servicing. In other words, 
they are the kind of merchandise 
which makes fast friends for the mill 
supply house which pushes them. 


LLIAMS! TOM THUMB BOLT THREADE 
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CHAIN 


FOR EVERY PURPOSE 





made to give 
SERVICE to 


Users and 
PROFITS to you 








Taylormade 
MARKETS 


Crane 
and 
Sling 
Chains 
for: 


Foundries 
Machine 
Shops 
Contractors 
Quarries 
Steel Plants 
Factories 
and 
Construction 


Jobs where 
cranes, etc., 
are used. 
General pur- 
pose convey- 
ing and 
hoisting. 





Deena nEEEREEE 


Taylor has been making quality 
Chain for every purpose for 65 years. 
Distributors who sell Taylor Chain 
can do so with complete confidence 
in the quality and workmanship. 
The only logical conclusion in sell- 
ing a product of this caliber is 
increased sales and substantial 
profits for you. Write today for 
our Distributor policy. 


“Best by Test Since 1873" 





| throne of Colossus. 


| mysterious being. 
| bacon not by the discounts he can 





- - 
HAMMOND, INDIANA] 
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keeps out glare—which harms cot- 
ton and does workers no good. So 
every five years or so the mill comes 
looking for more blue paint. Air 
hose is used copiously to clean lint 
from machines, 

Since textile mills, in their aim 
to specialize on one thing—manu- 
facturing—usually turn the sales 
job over to a selling agent, it is 
not surprising that they dispose 
of the buying function with like 
despatch. Consequently, it hap- 
pens more often than not that the 
supply salesman, endeavoring to 
sell a local plant, bumps into the 
group buying system. This is an 
experience from which the average 
salesman is spared. 

You may find a hundred or more 
mills delegating most of their pur- 
chasing job to one buying office. 
Tackling such a sales objective 
sounds like paying court to the 
Or you might 
suspect that here’s where the hum- 
ble distributor gets cut out of the 
picture entirely. Wrong both times. 
The syndicate buyer is neither too 
big to be approached nor is he the 
distributor’s arch enemy. In fact, 
“he can be had” with great ease if 
you go at him right. And he has 
particular reasons for preferring to 
do most of his supply purchasing 
through distributors. 

Interviewed in his lair, the syn- 
dicate buyer seems to be an un- 
He earns his 


whittle from unfortunate salesmen, 
but on a flat fee per month based 


| on the number of spindles in the 


mill. He is a purchasing special- 
ist, not a professional price mur- 
derer. In other words, he renders 
a service to the mill, which places 
him in exactly the same boat with 
distributors. Thus, having the 
same objective as the distributor, 
he naturally feels that the two 
should work together, and by and 
large most syndicate buyers will do 
their part toward this end. Dis- 
tributors generally will so testify. 

How do you break in on Mr. 
3ig? That question has terrified 
many a peddler. It is a natural 
human trait to be awed by size. 
But take the specific case of how 
one distributor broke in. He had 
been on the outside for a long, 
long time and might have stayed 
there even longer had he not put 
a new salesman on the job. This 


MILL SUPPLIES ® JUNE 1937 








WITH GENUINE 


JACKSON belt fasteners 


¢Industrial plants using Jackson 
Belt Fasteners have the assurance of 
safety —protection against accidents 
and delays, for Jackson Belt Fast- 
eners positively will not pull loose. 
Users the world over will testify 
that these fasteners deliver perma- 
nent trouble-prooef performance even 
under the most severe conditions. 
*Distributors capitalize on Jackson 
quality, for Jackson Belt Fasteners 
create satisfied customers whose 
business is handled at satisfactory 
profit. 

*Samples, literature. and other in 
formation will gladly be sent on 
request, 


ISAAC JACKSON BELT FASTENER CO. 


18 VESEY ST., NEW YORK 
BEWARE OF IMITATIONS 








HAS MERIT anp 
MAKES PROFITS 





CESCO 
HEALTHGUARD 
FUME KIT 


This soft, light, face-conforming, perfect- 
sealing, and dependably PROTECTIVE 
mask, makes money for the dealer 
because it gives the customer point by 
point satisfaction—and he tells others. 
Has extraordinary wide application in 
all lines of industry. Filter cartridges 
available for most industrial fumes. 


Write for Details 


CHICAGO EYE SHIELD CO. 


2329 Warren Boulevard CHICAGO, ILL. 























Macklin Tool Room Wheels are made in all sizes and shapes for tool room 
work. They cut fast, with a cool grinding action and hold their shape. 
Protect Your Customers Production with Macklin Tool Room Wheels. 


MACKLIN COMPANY 


Manufacturers of Grinding Wheels 
JACKSON, MICHIGAN, U. S. A. 


Sales Offices:—Chicago - New York - Detroit - Pittsburgh - Cleveland - Cincinnati - Milwaukee - Philadelphia 


MILL SUPPLIES @ JUNE 1937 135 








Plan to cash in on the 


Q «sel PROFIT POINTERS 















ae iat 


“PUA 


PAASCHE LINE MEANS INCREASED 
CUSTOMER SALES 





P equip t is in demand. Thirty-four 
years of experience and research are em- 
bodied in these airfinishing devices. Thev 
assure the user of greatest coverage and 
superior finishes at lowest production cost. 
These products enable you to obtain more 
business from your present customers and 
will place new accounts on your books. 


PAASCHE PRODUCTS ARE NEEDED 
EVERYWHERE 


Maintenance Departments use portable spray 
equip t for all cl of painting. Finish- 





steadily increasing demani 
for airfinishing equipment. 
Conservative estimates show 
that millions of dollars each 
year are spent for airpaint- 
ing. aircoating, airfinishing 
and airdusting equipment. 
This business comes from the 
very same industries that 
you aze covering now. Every 
one of your customers is a 
user or a live prospect 
for airfinishing equip- 
ment. 


Type F. 770 
Airpainting Unit 


ing departments use airbrushes, striping 
equipment, rubbing and polishing machines, 
spray booths, compressors, tanks and ventilat- 
ing equipment in quantities that mean volume 
sales. 


PAASCHE LINE ENABLES JOBBER TO 
COMPETE 


Paasche Airbrush Company equif t puts 
you in on every airfinishing job, fer the 
line is complete. It gives you a local com- 
petitive advantage as the superior features 
make Paasche equipment outstanding in 
performance. 

For complete details of the Paasche Jobber 
Plan write to 





Quah babel be 





PACKING 





LINEAR places at your disposal. 


means MORE PROFIT. 





ONE PROVEN PRODUCT 


ine 


PROVEN RESULT 
MORE PROFIT 


FOR DISTRIBUTORS 


LINEAR PACKINGS have proven their merit . . 
Distributors . . . as money savers 


Your Special Packing Problems are solved by the Engineering Service 


for users. 
A Proven, Complete Line with real Co-operation and Sales Help, LINEAR 


Lineatt "aching & Rubber Co, Ine. 


TACONY, PHILADELPHIA, PA. 





aR 


ONE 





- @s money getters for 
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fellow was less inhibited than his 
predecessor. In his youth he prob- 
ably dissected alarm clocks. At 
any rate, he wanted to know what 
made the syndicate buyer tick, so 
in he barged—just like that. His 
approach was a masterpiece of 
directness: 

“IT represent Blank Supply. Three 
of the mills you buy for are near 
our headquarters.” Handing a 
small slip across the desk, he said, 
“We handle all the lines on this 
list. All of them are made by 
leading, reputable manufacturers. 
They are all the kind of things 
your mills use. Our customers say 
our prices are right. We give top 
service 24 hours a day and cus- 
tomers say that it is right, too. 
Now, is there any reason why you 
and I can’t do business?” 

The buyer’s reply was even more 
direct: 

“No reason at all.” 

They started then and there, and 
the relationship has been a happy 
one ever since. 


Where Knowledge Counts 


“The buying office is really an 
information depot,” says a buyer 
who makes purchases for more than 
100 mills. “We must know where 
to get it and what to pay for it. 
Or at least we must have contacts 
with people who do know these 
things. Therefore, we prefer to 
deal with distributors who handle 
and are familiar with these dozens 
of manufacturers. 

“The biggest thing the distribu- 
tor can sell us is his service. Un- 
derstand, one distributor can’t sell 
all the mills in our group through 
this office. When a mill wants 
something, we try to place the busi- 
ness with the houses closest to that 
mill so as to get the full advantage 
of distributor-service. Believe you 
me, when you buy on a broad scale 
like this, you soon find out the 
value of the job the distributor does 
in assembling countless items, 
warehousing them, standing ready 
to provide them with top speed at 
a moment’s notice. We couldn’t 
do without that service. 

“Indeed, the distributor is as im- 
portant to us as we are to him. 
That’s why, instead of encouraging 
price cutting, we try to discourage 
it. From our standpoint, it’s bet- 
ter to have a consistent price aver- 
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Waen you sell WORTHINGTON 








Centrifugal Pump 


| 
Monobloc 
| Split Casing 


Centrifugal Pump 


Bates 


Frame-mounted 
Centrifugal Pump 





Rotary Pump 


Triplex Power Pump 








and COMPRESSORS 





you open a direct 





ony 


Duplex Stecm Pump Duplex Power Pump 





e2 Al a & 


Deep Well 
Turbine Pump 


| 


| 





Base-mounted 
Air Compressor 


Tank-mounted 
Air Compressor 








line to additional sales of pipe, fittings, 








Air Compressor 
Motor-belt-drive 


Vertical Compressors 
Air-cooled 





44% 


Water-cooled 





Air Compressor 


Multi-V- Drive 
Two-stage...with Intercooler Heater 


Feedwater 








hangers, valves, 


| dei Worthington installation 
means the handling of air... 
liquid ...or gas. This means added 
opportunities for profitable sales of 
piping and accessories. 
Worthington products are correctly 
engineered; modern: efficient. The 


and other accessories 


line is complete, meeting every in- 
dustrial need. 

Worthington dealers are backed by 
national trade paper advertising, 
direct selling literature, and the 
prompt cooperation of 23 branches 
throughout the United States. 


Ask about the Worthington Dealer Plan 


WORTHINGTON PUMP AND MACHINERY CORPORATION 


General Offices: HARRISON, NEW JERSEY = Branch Offices and Representatives in Principal Cities throughout the World 


WORTEH I 





NGTON 


ATLANTA CINCINNATI Demon > 7 = eo = Sz Y ~~ os SS LOS ANGELES orrresunan SEATTLE 
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SUCH POPULARITY 


didn't just happen 





Put your hoist and crane needs up to R & M—anything, from a 
differential hoist to an electric crane. You get the inquiry—and 
one organization, trained to work with you, will help you close it. 


Sold Through Mill Supply Houses Everywhere 


ROBBINS & MYERS, 1c 


HOIST DIVISION” 







TRADE MARK REG. U.S. PAT. OFFICE 


carefully selected publi- 
cations with a total cir- 


culation of 3,455,532 per 
issue are carrying the story of 
Genuine ALLIGATOR STEEL 
BELT LACING to the user 
throughout 1937. This is part 
of our consistent long-time mer- 
chandising program. 
Sales of ALLIGATOR 
STEEL BELT LACING 
are profit sales for the 
jobber and the stock 
turnover is rapid. 
(Sole Manufacturers) 
FLEXIBLE STEEL 
LACING CO. 
33 LEXINGTON STREET 
CHICAGO, TLLINOTS 


I England at 135 Finsbury 
vement, London I &. 2 


ogXE_INDUSTRY: p, 
as" — \ 2B 
TRACE MARK AEGISTEREO & d FSi ; 4 
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“JUST A = 
HAMMER TO | ToS 
x APPLY IT” oN 











The R & M is perhaps the most 
popular hoist on the market 
today. And its popularity is no 
accident—this hoist earned it. 
Five years ago it was unknown. 
Today it is accepted by the 
leaders of American industry as 
ihe latest and best develop- 


ment in hoisting machinery. 


SPRINGFIELD, OHIO 


ALLIGATOR 


STEEL BELT LACING 





age over the years than to experi- 
ence violent fluctuations caused by 
price wars. If we aid and abet a 
transaction that causes a distinct 
loss to a supply house we know that 


| sooner or later that loss will come 


back to us in tangible form. Ap- 
preciating fully the service that 


| the distributor renders, we also .ap- 


preciate that he is entitled to a fair 


| profit for providing such service. 


We’re price conscious, naturally. 


| But if a faithful distributor gets 


5% or 10% out of line on price 
now and then it doesn’t stop us 


| from playing ball.” 


Does the above mean that, if a 
couple local distributors declare a 
hot price war, the big buyer will 


| cease buying until peace is re- 


stored? Don’t be romantic! The 


| syndicate purchaser has his own 


job to do. He may be an unoffi- 
cial code regulator or peacemaker 
in his spare moments, but primarily 
he is a buyer. He would be negli- 
gent of duty if he failed to take 
advantage of existing favorable 
market conditions. Which means 
simply that the distributor has him- 
self to blame if he starts whittling 
and gets hurt. 

Is the syndicate purchaser be- 
sieged by manufacturers’ who, 
dazzled by the volume of purchas- 


| ing he does, want to cut out their 


own distributors? Never! The 
one this writer interviewed was 
emphatic about that. For the rec- 
ord let it be said that most of the 
double-crossing seems to come from 
the distributor, not the manufac- 
turer. Here’s a case in point: The 
Doakes bobbin works learns that a 


| certain syndicate buyer is about 


to place a big order for bobbins. 
The Doakes people pass the news 
along to their local distributor. 
Next thing the purchaser knows 


| this distributor is in his office say- 


ing, “I handle the Doakes line. But 
listen . . . if you really want a 


| buy, I can get you some Blitzen 


You meet 
so many interesting people! 

Does it take better salesmanship 
to sell the big buyer? No, but the 
better the salesman knows his lines 
the more he will sell—and that ap- 
plies to his solicitation of all buy- 
ers, big or little. Today’s condi- 
tions demand that a salesman know 
his line, and as a result of this 
demand, the syndicate buyer now 
notices a constant improvement in 


bobbins for 10°; less.’ 











THE SKF AD STAND 


— another sales 


help for SKE 
Distributors 







veacepepae Seu €- SGP E e* EPEEEY Ss & 
; g Hangers 











ERE’S an attractive stand that brings carefully selected 
SKF advertisements from the pages of national and 
trade paper magazines to customers of SKF Authorized Dis- 
tributors. It’s a worthy addition to counter and window displays 

f ...@ sales getter! 


Back of SKF advertising are sound merchandising policies, 
quality products, competent engineering help and bearings of 
all types and sizes for complete industrial service. 


For real merchandising assistance, distributors know they can 
depend on SKF service. SKF Industries, Inc., Front St. & 
Erie Ave., Philadelphia, Pa. 


ns tt 


BEARINGS 





MISSION BEARINGS FIGHT FRICTION THE WORLD OVER’ 





+ Universal Pillow Block « Knee Type Blower Box « Type SP Pillow Block e Drop Hanger « SA Type Pillow Block 
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SWACO 


SAFETY 


CAR MOVER 





SPURS 
bite into 
the rail 
edges 


This car mover is light in weight 


16 Ibs., yet is powerful and 
rugged. The pressure is scien- 
tifically triangulated to throw 
entire weight on spurs which 


are so placed as to grip the 
corners of the rail 


chance of slipping. 


not a 


This mover will get under the 
load and place the handle high, 
enabling the operator to use 
full strength safely 
the car. 


in starting 


Mover "ratchets’’ easily 
the car is started and the angle 
of spurs prevents any chance 
of mover leaving the rail acci 


dently. 


SPECIFICATIONS 


Selected white hick- 
53! 9” long, waxed finish. 
Spurs — Special heat treated 
alloy steel with sharp 
edges placed at extreme angle 
to grip the corners of the rai 
rather than the hard glazed top 
: 
surface. 


once 


Handle — 
ory 


four 













¢ “SWACO" 
SAFETY HOPPER 
CAR WRENCH 







Don't 
Take 
Chances 
When Dumping 
Hopper Cars. 


Write for details. 








SAFETY WRENCH 


& 


APPLIANCE CO. 


52 Commercial St., Worcester, Mass. 
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the salesmanship of those who come 
before him. 

Suppose a salesman wants to get 
into the mill itself and demonstrate 
a tool to the engineer there? It 
can be maneuvered, but the syndi- 
cate purchasing agent tries to dis- 
courage it. Why? “Sometimes we 
find the engineer becomes so much 
sold on one line in this way that, 
regardless of cost, he will have 
none other. Which puts us entirely 
in the hands of the distributor.” 








The Mailing List 


(Continued from page 47) 








tion on lists sent to individuals as 
such and when mail is sent to a 
company address it will be deliv- 
ered even though the addressee is 
no longer connected with the com- 
pany. 

In addition to the continuous 
checking done by the salesmen and 
office staff a general check of the 
entire list should be made at least 
once a year. This check can be 
camouflaged in many ways but usu- 
ally the best results will be obtained 
if all pretense is cast aside and the 
information wanted asked for di- 
rectly. A business reply card with 
the prospect’s name and address on 
the message side, together with a 
request that it be checked and re- 
turned, can be sent out as a part of 
a regular mailing and will bring a 
high percentage of returns. 

Unless the Distributor limits his 
sales to a single product or a closely 
related group of products, names 
and addresses alone do not make a 
mailing list. Flexibility and effi- 
ciency demand that provision be 
made so that the list can be broken 
down by product classification—and 
if the territory suffi- 
ciently large, geographically. Abil- 
ity to break down the list by prod- 
ucts will materially decrease the 
cost of direct mail selling and in- 
crease the percentage of replies re- 
ceived since it permits mailings on 
a given product to be sent only to 
those men definitely interested in 
them. Geographical breakdown is 
of great help in checking the list 
since all the cards in a salesman’s 
territory can be quickly isolated 
from the others. Colored tabs 
mounted on the name cards can be 
arranged to meet all the problems 


covered is 
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BALDOR 
scstinc GRINDERS 


BUILT FOR HEAVY DUTY 


= 


1-YEAR GUARANTEE 


built, 
Capacitor 
against 


Ruggedly 
ILD. 


tects 


Ball-bearing. % 
type motor, pro- 
burn-out. 6” x 5%” 


wheels, Adjustable tool rest. 
1-YEAR GUARANTEE. (With 
wire brush on right 


side instead of grind- 
ing wheel $20.50.) 


$1 9.50 
Distributors: 


Write for Bulletins on complete line— 
6" to 12", bench and pedestal types. 


BALDOR ELECTRIC CO. 


(Electrical Mfrs. for 17 Years) 
43€4 Duncan Ave. ST. LOUIS, MO. 


'3¥2¥ @ BY @) 29 GRINDERS 
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SHERMAN 
AIR NOZZLES 
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& Your customers will like Sherman Air i 
* Nozzles because of their air economy, & 
utility, and operating convenience. < 
: * 

a Fig. II!, Angle Pattern for general use; P 4 
no bending of hose in operation; iip a 
oo is removable. os 
ee Fig. 113, Straight Pattern with hose ya 
Da nipple cast integral; easily suspended pA 
& directly over machine. 5 
°, . . . - . 

*” Descriptive circulars and further detai's will ee 
= gladly be sent on request. og 
'. wo 
+ H. B. SHERMAN MFG. CO. = 
z BATTLE CREEK, MICH. + 
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LOUDER AND OFTENER ‘¥ 


T be 
x BY 
‘ _- - 
You don’t know your own selling strength until you've gone after your = : (ome ‘ai 


prospects as a YALE distributor"! 


Performance! Dependability! ... Economy! . . . Highest quality and 
over half a century of consistent advertising have made them synonymous 
with the name YALE. When you sell a YALE CHAIN HOIST, you're selling 


more than a hoist — You're selling a tradition!!! 


Backed up by a tremendous advertising appropriation, the YALE franchise 
today means more than ever before! The name YALE is constantly being 
pounded home to your prospects by every available means of promotion!! 
Magazines... Direct Mail .. . Broadsides . . . Folders . . . Catalogs 


Take advantage of YALE cooperation. Have your salesmen analyze the 
hoisting equipment needs of your clients. Then go after them as a YALE 
distributor and see how much oftener you'll ring the bell 


CAPACITIES: 300 POUNDS TO 40 TONS 





10 MAIN POINTS OF YALE SUPERIORITY 


i—Steel Safety Hook and Crosshead . . . 2—Steel Suspen- 

SPEED SAFETY toe, Piston, '.'« ntsed "ahawwes "Gall Boariegs = s 

TRADE MARK 6—Hand Chain Guide . . . 7—Steel Load Chain. . . 8— 

E C 8) N oO M » 4 > F F I i > if Cc Y Steel Detachable Shackles . . . 9—Ball Bearing for Safety 


Hook . . . 10—Steel Safety Hook. 





IN MATERIALS HANDLING 








THIS WELLS BAND SAW 
ISTHE HANDIEST 
MACHINE IN THE SHOP! 









You're right Mister! 


It cuts metal in any 
plenty fast 
And, 
Mr. Dealer, it's a sure 


shape, 
and accurate. 


selling saw that will 
build quick profits for 


you. 


NO. 8 SIZE NO. 5 SIZE 
8” diameter round 5” diameter round 
or 8” x 16” flat or 5” x 10” flat 


WELLS MANUFACTURING CORP. 


Three Rivers * Michigan 











1868 1937 





Athol Combination Pipe Vises 


The only Combination Pipe Vise made 
which has grips that DO NOT project 
beyond the face of the jaws and there- 
fore permit the vise to hold flat work 
for the full width of jaw and depth of 
vise. Never in the way- 
laid. 


and never mis- 


Note position of grips when vise is closed. 


Athol nies & Foundry Company 
Athol, Massachusetts 


Write for complete catalog 
Vo. 38X showing 75 different styles and sizes of vises 
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encountered in such classifications. 

Since mailing lists vary in size 
from a few hundred to several 
thousand names and since they may 
be used frequently by one Distrib- 
utor and only seldom by another, no 
one mechanical set-up will meet all 
requirements. Any arrangement 
which provides the necessary flexi- 
bility and accessibility will suffice. 
The use of sheets on which several 
names are listed is to be discour- 
aged since this method makes it dif- 
ficult to find names and to make 
alterations. Small lists, if fre- 
quently used, can be maintained on 
filing cards and the names and ad- 
dresses transcribed by hand or 
typewriter. This method is, how- 
ever, comparatively slow. As the 
list grows in size, or as it is used 
more frequently, the use of stencils 
and an addressing machine becomes 
increasingly desirable since the sav- 
ings in time and money more than 
offset the cost of the equipment nec- 
essary. 

Direct-by-mail Advertising and 
Selling has time and time again 
demonstrated its effectiveness. Ex- 
cellent material can be obtained 
from many of the manufacturers 
whose products you sell or prepared 
to meet individual requirements 

. but no piece of sales literature 
can do its job unless it reaches a 
prospective customer. For that 
reason your direct mail can be no 
more effective than your mailing 
list. 








(Answers to questions on page 59) 








1. U-type, V-type, flange and 
cup. These are also available as 
formed composition packing. 

2. For hot, composition asbestos ; 
for cold, composition asbestos or 
red rubber. 

3. Asbestos impregnated 
graphite, paper, or bakelite. 
4. Composition asbestos. 

5. Composition asbestos or paper. 

6. Yes. Thin asbestos is used 
for hot ammonia, sheet lead for cold. 

7. Sheet lead or alloy steel. 

8. Red rubber. 

9. For cold water, cloth inerted 
or red rubber; for hot water, com- 
position asbestos; for hydraulic 
lines, hard fiber. For boiler-feed 


with 











= CASHIN ON 


THIS BIG BUSINESS- 


BUILDING NATIONAL 
ADVERTISING 


CAMPAIGN 


We are making trade hum for distributors who handle 
Fairbanks Valves and Hand Trucks. Altogether, more 
than 300,000 copies of trade papers are going to con- 
Heatin -Pj sumers every month with forceful advertisements that 

g- iping F 
Air € liti point out the many advantages of these Fairbanks lines. 
! loning This is not a half-hearted campaign, but a long, steady 
push that will keep building business for our distributors 
ate | indefinitely. 


You see, we are not content merely to sell you Fair- 
CHEMICAL banks Valves and Hand Trucks and let you take chances 


i ENGINEERING on disposing of them. We do more—we help you sell. 
And we back our advertising—and promote your 
interests—by never allowing any Fairbanks products to 


| e 2 
| Shi ) Bale fall below the high standard set more than half a century 
>: f > 


ago—by never permitting a single customer to be 


dissatisfied. 
INDUSTRIAL EQUIPMENT NEWS But that isn't all. You'll not have to worry about direct 
= t's New. — 


competition. It is our rigid policy to sell only through 
distributors. 


Don't stand by while someone else in your territory 
reaps the benefit of this great campaign. If you wish to 
profit by this business-creating cooperation, write today 
for our special proposition. 


THE FAIRBANKS COMPANY 


Trucks, Wheelbarrows, Valves and Dart Unions 
19 East 4th St., New York, N. Y. 


Boston e Pittsburgh bad Distributors in Principal Cities 
Factories: Binghamton, N. Y., Rome, Ga. 


Fairbanks 


»Valves—Hand Trucks 





j 
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Saletsy 


orf 


Our 
} June 





Consumer 
Copy— 
For Your 

Information 
/ 


Showing a strip of Safety Belt Hooks and how to 
cut it. A pair of cutting Nippers packed in each box. 





NOTE TO DEALERS i'scr'vure conscmer asvectising. To'tee: 


ture Safety Hooks spells self-protection. 





Lost motion, costing you thousands, is stopped immediately 
it is discovered. Where smaller losses are the penalty of 
lost motion, action should be as prompt. Costly lost motion 
results from the use of any wire belt hooks except Safety 
Belt Hooks. Safety Hooks, assembled on Steel Binder Bars, 
are self-supporting and a strengthening part of the finished 
lacing. No paper to remove. NO LOST MOTION! 


SAFETY BELT-LACER CO., Toledo, Ohio 





















Let this 


Floor Salesman 
work for you! 


Here's a display stand fitted with a carefully 
selected group of the best selling Saylor-Beall 
items—a single cylinder, motor-driven compressor, 
internal atomizing guns for paints and enamels, 
external atomizing guns for lacquers and other 
fast drying materials, wall filter, regulator, etc. 
The NEW Saylor-Beall Guns are going to sell fast 
this year—they'll move fasfer if you show ‘em! 


Works Without Pay! 
This stand takes up floor space of only 2 ft. x I'/, 
ft., is 64 in. high. Properly placed, it's an efficient, 
payless salesman for you. Attracts and interests 
the customer until you can take care of him. 


Want One of These Stands? 


Get one of these floor salesmen 
working for you. Ask about Special 
Deal on these display racks, equipped 
as shown. 


SAYLOR-BEALL MFG. COMPANY 


1519 East Philadelphia Ave., Detroit, Michigan 


144 MILL SUPPLIES @ JUNE 1937 





lines, normally at high tempera- 
tures and pressures, composition 
asbestos, corrugated copper and 
Monel metal are used. 

10. For any steam up to 600 deg. 
F., composition asbestos. Above 
that, soft steel, Monel or thin silver. 
Corrugated copper, Monel and soft 
steel may also be used for saturated 
steam and for low superheats. 

11. The article beginning on 
page 12, of MILL SUPPLIES for June, 
1935, from which the above answers 
were also taken. For details, check 
your file copy. 

12. Flanges must be clean and 
true, the gasket as thin as possible 
for the conditions, bolts and studs 
in good conditions, flanges pulled up 
evenly and tightly, gaskets must be 
of good quality. Ring-cut gaskets 
are usually better than full-flange 
gaskets, and the gasket should not 
project inside the flanges. 

13. Silicon carbide and aluminum 
oxide, the first made in the electric- 
resistance furnace from carbide 
and silica sand, the second fused 
from the mineral bauxite in an 
electric-are furnace. 

14. Silicon carbide, suited for 
grinding such hard materials as 
stone, ceramic materials and ce- 
mented carbide cutting tools. 

15. Silicon carbide, because it is 
so hard it is brittle, hence continu- 
ally breaks away, presenting new 
and sharp cutting edges. 

16. Aluminum oxide, because it 
is tough enough to avoid excessive 
breaking away. 

17. Diamond wheels and dust, 
boron carbide (substitute for dia- 
mond that is harder than silicon 
carbide, unaffected by acids and 
alkalis, capable of being formed 
without bonds. 

18. Grit is the abrasive in the 
wheel—silicon carbide or aluminum 
oxide. Grain is the size of the 
abrasive particles, which may vary 
from pebbles to flour. 

19. Bond is the material which 
holds the abrasive particles to- 
gether, such as silicate of soda, 
vitrified clays, shellac, rubber and 
bakelite. Grade has to do with 
the hardness of a wheel, controlled 
by varying mixture of bond compo- 
nents, proportions of bond and grit, 


| and pressure in forming. For de- 


tails, see page 9, August, 1935, 
MILL SUPPLIES. 

20. Wood, cast-iron, aluminum 
and glass. 









































WE COOPERATE WITH 
DISTRIBUTORS 


Throughout the pages of MILL SUPPLIES are announcements 
of manufacturers of industrial products who court favor- 
able cooperation of distributors. 


We wish to call the attention of all distributors’ salesmen 
and executives to the importance of checking these adver- 


tising pages for valuable sales tips and product information. 


MILL SUPPLIES is published exclusively for industrial distribu- 
tors and their salesmen. Manufacturers who advertise in this 
magazine therefore, are addressing their messages to the 
distribution industry alone... evidence of their desire to sell 
through and cooperate with distributors. Direct sellers never 
advertise in MILL SUPPLIES. 


It will pay you to read the advertising announcements in 
this Exhibit Section — as well as all others throughout ‘the 
magazine. 



































ISTRIBUTORS ARE Going Li / 
Now is the time to cash in on | 





4, 


Town WITH CARBORUNDUM 


this complete WG of abrasives 






4 . ied, got, 3 ' “Pur ee ; ¢ A y : 

Ee a i tA : Me 
YCARBORUNDUM See 
ae reG us. BRAND par. ofr oni ‘. a 4 


Sales Offices and Warehouses in New York, Chicago. Philadelphia, 
Boston, Cleveland, Detroit. Cincinnati, Pittsburgh, Grand Rapids 


Carborundum and Aloxite are registered trade-marks of The Carborundum ¢ ompany) 





OFFER DISTRIBUTORS AN UNBEATABLE 
SALES AND PROFIT SET UP 








= FULL LINE OF INDUSTRIAL VISES 
eS i 


Columbian offers the distributor 
the advantage of concentrating 
his entire vise purchasing with 
one strong source. The complete 
Columbian line includes Machin- 
ists’, Blacksmiths’, Hinged Pipe, 
Combination Pipe, Bodymakers’, 
Heavy Chipping, Woodworkers’ 
and Utility Vises. 


é 











RESALE PRICES 


2 Resale Prices on Columbian Vises 
are set to insure an adequate mar- 
gin. Distributor’s Profits on Colum- 
bian Vises will compare favorably 


SALES SERVICE * 


Columbian actively cogperates with 
3 distributors in promoting sales, edu- 
cating distributors’ s@lesmen, fur- 
nishing literature and sales helps 


with other lines of similar sales and in advertising. 
volume and turnover. 














A SALES POLICY THAT REALLY PROTECTS DISTRIBUTORS 


We adhere rigidly to the principle of selling only through established distributors. 


_ ‘Columbian distributors are expected to maintain a stock and non-stocking distributors are 


quoted a smaller discount. We do not carry any warehé@use stock except at our factory. 
Where an exclusive territory arrangement is made,he distributor is given every protec- 
tion within that territory. We refer to such distributors all inquiries from their territories, 
either rom users or from non-stocking distribulors. We do not make direct shipments 
for one distributor into territory assigned to, another distributor. 


Quotations or sales made direct. where we may have no distributor. are at our resale 
prices, 





——— 





y 
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COLUMBIAN DISTRIBUTORS’ SALES HITTING NEW PEAKS 


The increasing demasid from industrial users for Columbian vises is shown in Columbian 
distributors..s@les records. Columbian users are satisfied users and many of our distrib- 
utors’ s@lés are repeat sales which require little effort by salesmen .. . all profitable sales. 


For further information, write to 


THE COLUMBIAN VISE & MFG. CO. 


9015 Bessemer Avenue Cleveland, Ohio 
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35-A Series 









23-A Series 
(Patented) 


Ride on the rising tide of indus 
trial replacement with Bond 
Power Transmission Equipment. 
Experts are pointing out the ad 
vantages of group drive. Bond 
Power Transmission Equipment 
also offers distributors—quick 
sales, fair profit margin and few 
“carry overs.” 





pment who stock Bond Truck 
Casters get quick sales action for their 
money. No hunting for markets—wherever 
goods move, casters are needed to move them. 
Almost every factory, mill and warehouse in 


America is a Bond prospect. 


This vast market is kept aware of Bond products 
by consistent advertising in leading industrial 
publications. You needn’t spend half your sales 
effort “making a name” for an unknown product. 


A fair profit margin is assured on each item of 
this varied line. Try Bond on your hard-to-sell 
Prospects. You'll be selling satisfaction—which 
often results in repeat orders that include other 
items of equipment. 





r Bond 
for 25-8 


Write 
Catalog 
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LO! These Many Years 


You have used Paine products and found them 
we GOOD. We thank you sincerely. It will be 
our constant aim to retain your good will, 
always, by supplying our products with 
the highest standards of mate- 
rials, workmanship and fair 
dealing. 








More than 25 years ago, 
The Paine Company in- 


vented and marketed the 
first spring wing toggle 
bolt. Since then, numerous 
other products have been 
added to the Paine line— The Co. 


each of them in response 2949 Carroll Ave. 


to an insistent demand for | CHICAGO 


a fool-proof specialty, \ THE PAINE CO. 


As in the past, The Paine 
Company continues _ its 
assurance to the Industry 
that Paine products are 
sold only through recog- 
nized wholesale channels. 
This single standard sales 
policy eliminates conflict 
and confusion which so 





based upon highest qual- 79 Barclay St., New York City often result when a manu- 

ity, utmost utility, and aie cores ond erat facturer sells direct to the 
: : aine Products. 9 

thoroughgoing conveni- A. , user as well as to the 












ence and ease of use. 


—_.” a wholesaler. 


Watch Out for This 


The new Paine Catalog—most complete and fully descrip- 

tive—is ready for the press. It shows a wide line of wn 
—builder's anchoring devices and other specialties—for the electrical, 
hardware, mill-supply and plumbing fields. Be on the look-out for your 

copy. Every item shown in it is of a design to meet, most completely, spe- 
cific uses and purposes. Keep the new catalog handy because Paine products 
appear consistently in specifications of leading architects and contractors the world over. 
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YOU HAVE E GREATER SALES AND PROFIT 
OPPORTUNITIES with SCHIEREN BELTING 


More and more industrial plants are turning 
to modern, low-stretch Schieren Leather Belt- 
ing because of its greater efficiency and 
cost-saving advantages. It satisfies NEW 
customers and builds easy-to-hold repeat 
business. 


May we suggest that you write for copy of 
our “Profits of Progress” folder which 
describes the new addition to the Schieren 
Line—"Hi-Capacity’” DUXBAK Belting which 
has proven so popular because of its EXTRA 
Transmitting capacity. You will find that 
the preference for this and our other brands 
of Schieren Belting will help you build 
VOLUME and increase PROFITS. 





CLTING v1 pn CE cn free 
( 


I Y STREET NEW YORK 
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Repeat orders represent BIG BUSINESS for Cling-Surface 
distributors. 


We believe a manufacturer's "Sales Policy" is just as impor- 
tant to the distributor. Below are the essentials of our Sales 
Policy: 

1. We sell 100°, through the trade. No direct orders accepted. 


2. We maintain a distinct discount differential for stocking and 
non-stocking houses. 


3. Our resale price is published and maintained. 


. We seek representation only among distributors who recog- 
nize the value of a published resale price as part of their 
policy. 


. We furnish complete sales helps to and cooperate with our 
distributors at all times. 


CLING - SURFACE COMPANY 
1017 NIAGARA STREET, BUFFALO, N. Y. 
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HEN we say there is a prospective purchaser 

of Imperial products around every corner, 
that’s something that you, as a distributor, can appre- 
ciate from the profit angle. But when the evidence 
of the last half-century shows that Imperial products 
will please your customer and bring in repeat orders 
—that’s just the final clincher. 


Imperial products are business builders because 
they live up to advance claims. Every item has a 
way of measuring up to the job, and year in and year 
out your customers will be coming back for more 
fittings, more tubing, more tools, more welding rod 
and other Imperial products. 


Hundreds of distributors are putting a lot of pres- 
sure on the Imperial lines this year . . . and they are 
cashing in, Why not get your share of this business? 


IMPERIAL BRASS MFG. CO. 
511 S. Racine Avenue, Chicago, IIl. 


THE RIGHT FITTING FOR EVERY JOB 


It's surprising how much grief fittings. In the Imperial line you 


HANDY AIR NOZZLES 


For blowing dirt and metal chips and for cleaning 
gasoline and oil lines. Fits the palm of the hand. 
Can be sold by supply houses for a variety of uses. 


poorly connected tubing causes... 
and it’s the kind of grief that's en- 
tirely unnecessary. As a rule the 
trouble starts with the selection of 
the wrong fittings, or it is caused 
by using fittings of inferior quality. 
Both of these possibilities for trouble 
are eliminated by using Imperial 
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can give your customer exactly the 
type required to solve any kind of 
connection problem where copper, 
Shelby, aluminum, Bundy, Bundy 
Weld, Everdur, Monel, or steel 
tubing are used ... and you can be 
certain that the fittings selected will 
be the finest on the market. 


There are bulletins arid 
folders available on 
each of these products. 
WRITE FOR COMPLETE 
INFORMATION 








MANILA ROPE 





2 Quality Brands — “Y-Co BEST” and 
“GIANT”. Both waterproofed, selected 
pure Manila Fiber. Also complete line 
of special ropes for all purposes. 


TURNBUCKLES 


an —— oo 
CSS SS >-O 


A complete line of Drop Forged Hexag- 
onal Pattern Turnbuckles in all diam- 
eters and length of opening, and with 
all types of end fittings. Self-Colored 
or Hot Galvanized. 


WIRE ROPE 


PERFECTION= 


‘ - lla 





Regular Construction or LAY-RITE Pre- 
formed—for Mining, Drilling, Dredging. 
Ship's Running Gear, Elevators, Air- 
craft and General Construction Work. 
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Dependability is what 
your customers want 
and ‘‘U-W’’ stands for! 


Dependabu..ty of product, policy 
and co-operation is yours when 


you sell Upson-Walton products. 


U-W offers you dependability to 
sell to any industry that must 
LIFT or PULL with wire or manila 
rope plus tackle blocks and 
sheaves, clips and all that goes 
with it. 

Dependability in the Close Dis- 
tributor co-operation we render 
. - Our Branch Offices and Ware- 
houses are located to be of most 
help . . our stocks are complete 
and perpetuation for Quality dat- 
ing back 66 years is the final 


clincher in the sale. 


Complete information on. this 
Quality Selling Line should be in 
your files. Let us send you full 


particulars and catalog. 


STEEL PRODUCTS 





A complete line of dependable fittings 
for use with Wire Rope, Manila Rope 
and Chain. 


BRATTICE CLOTH 


NON-INFLAMMABLE or 
AIRTIGHT & WATERPROOF 


The heavy jute yarns, closely woven, 
combined with our special fire proof- 
ing process assures jobbers of “U-W” 
BRATTICE CLOTH of a line equal to 
any on the market. The airtight and 
waterproof brattice cloths are furnished 
with either a jute or cotton duck base. 


TACKLE BLOCKS AND 
SHEAVES 





For use with Manila and Wire Rope. 
A quality line built for dependable 
service on all kinds of hoisting prob- 
lems. 


Established 1871 


Main Office and Factory: 1168 W. llth St. 
CLEVELAND, OHIO 
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WR Re 


Shafting, 
lars, 
Clutches, 


Hangers, 
Pulleys, 


Flexible 
Sheaves, 
Belt Contactors, V 
V-Belt Sheaves and 
plete V-Belt Drives. 


Couplings, 











Friction 
Ball Bearings, 


Pillow Blocks, 


a I I a I I Oa a a a I NO 


NUALITY 


Po ara 








The acknowledged advantages of Group 
Drives—the savings they effect—are pos- 
sible only to the measure of the efficiency 
of the power transmission devices em- 
ployed. That maximum Group Drive 
economies may be obtained, is the work 
and the responsibility of the manufacturer 
of power transmission equipment. This 
responsibility is felt keenly by WOOD'S. 


And—rededicated to the furtherance of 
industrial drive improvement are WOOD'S 
on this, our 80th Anniversary. 


TO OUR DISTRIBUTORS: We renew our 
pledge of pioneering effort... re-affirm our 
readiness to aid and cooperate with you 
as closely as we may... and emphasize, 
again, the fact that has accounted for our 
steady growth: at WOOD’S, you are as- 
sured of products of unfailing Quality— 
courteous, helpful and prompt service. 


Col- 


Rope 


-Belts, 
com- 


CHAMBERSBURG, PA. 
50 Church St., New York City 387-391 Atlantic Ave.,Boston 
MEMBER: The Mechanical Power Engineering Associet 
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BIG 


J WINTER — —tearciettcrn " 

















SI SSASAS SSAA 


INCREASE TAP SALES! 


YOU CAN, if you sell WINTER BROTHERS 
DEPENDABLE TAPS. WHY? 


Because WINTER TAPS are scientifically designed to 
produce more tapped holes per taps. 

That they do give greater satisfaction is evident from 
the constanily growing host of satisfied users. 


WINTERTAPS»°DIES 





THE WINTER BROTHERS COMPANY 


WRENTHAM, MASS. 
TAP AND DIE DIVIS!ON NATIONAL TWIST DRILL & TOOL CO., DETROIT, MICH. 











MANUFACTURERS MAKE YOUR SELLING 


Easier 


by 


merits 


telling the 
of their 
products to your 
best prospects in 


FACTORY. 


FACTORY has more plant 
operating official subscribers 
than any other business paper. 
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“bats the breeze" 


Schramm (Turner Supply) 
with Augustine (Dumore) and others (Mem- 
phis Convention). 


|New Officers Elected 
_ By Schlafer's Supply 


K. M. Haugen was elected presi- 
dent and general manager of Schla- 


| fer’s, Inc., and A. A. Wettengel was 


| and mill supply house. 


named president of Schlafer Supply 
Co. (both of Appleton, Wis.) to 
take the place of O. P. Schlafer who 
died in February. W. D. Schlafer 
became chairman of the board of 
Schlafer Supply Co. The latter 
structure is an exclusive wholesale 
Mr. Wetten- 
gel has been identified with the firm 
for 46 years. 

Recent expansions of Schlafer 
Supply include the addition of Hugh 
Sutton and Matt Weber to the sales 
force, and the erection of a new 
warehouse. 

A welding clinic was held at 
Schlafer Supply April 23 and 24. 
More than 100 attended and saw 
demonstrations of gas and electric 
welding by factory men. The firm 
reports that its new catalog will be 
out soon. 


Spring Housecleaning 
For Standard Equipment 


Standard Equipment & Supply 
Corp., Hammond, Ind., is going 
through spring housecleaning, with 
a force of painters dressing up the 
interior. Monthly meetings are be- 
ing held for salesmen to get the 
latest selling helps from manufac- 
turers’ men. 





The gang at Marshall-Wells (Seattle) are 
apparently trying to suppress broad smiles 
as the MILL SUPPLIES cameraman goes t> 
work. Left to right, they are: H. E. Wig- 
more, superintendent; J. S. Bell, assistant 
superintendent; B. Irby, steno, and Leonard 
J. Moore, industrial salesman. 











MEETS the NEW 
WIDER MARGIN 
of PROFITS for 
JOBBERSY, , , 





ARRO EXPANSION BOLTS and ALLIED PRODUCTS 


The Arro Line responds immediately to the new, wider margin of profit requirements of the 
jobbing trade. This, along with the splendid acceptance Arro Expansion Bolts and Allied Prod- 
ucts already enjoys among users — due to practical design, quality materials, expert work- 
manship, and cadmium plating, makes them that much more valuable to the jobber. Stock 
this fast selling line . . . with its full jobber protection. 


SOLD ONLY THROUGH JOBBERS 


ARRO EXPANSION BOLT COMPANY 
iad cs MARION, OHIO 
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“We just installed one of your 
Fig. 562 Worm Drive Deep 
Well Pumps. This is the fin- 


est running pump that we 


have ever used. We have 
been in the pump business 
for the past thirty years and 
have installed a great many 
makes but nothing as quiet 


as this.” 


NOTE: For obvious reasons 
the identity of the writer is withheld 
but will be furnished upon request. 


FIG. 562 “WORM DRIVE” 
FOR DEEP WELLS 


Capacities: 105 to 1140 
gallons per hour... 
QUIET operation (so 
quiet you can’t hear it 
run)... All working parts 
fully enclosed and flood- 
ed continuously in a bath 
of oil... Hardened 
steel worm. 
Phosphor 
bronze 
worm gear. 
Ball Bear- 
ings on 
crankshaft 
and worm- 
shaft.These 
and more 
features 
help make 
Fig. 562 a 









“best seller.” 


DEMING 


(Pumps 


THE DEMING COMPANY 


SALEMeOHIO 





| 





New Development in 
Insulating Refractories 


The Quigley Co., Inc., New York, 
has developed a comprehensive 
group of eleven insulating refrac- 
tories, made from Insuline, a new 
calcined fire clay base material of 
minute cellular structure. In addi- 
tion to high insulating qualities 
Insuline products (available in 
block, brick, plastic and castable 
materials) possess the properties of 
light weight and extremely low heat 
storage capacity. These are char- 
acteristics widely recognized by en- 
gineers as vitally important in ef- 
fecting utmost operating economies. 

In actual performance under a 
wide range of high temperature 
applications, the various Insuline 
products have made remarkable sav- 
ings for plants in fuel economy, in- 
creased production, reduced manu- 
facturing cycle, charter working 
hours and more comfortable operat- 
ing conditions. 


Proposes National Unit 
for Wholesale Aid 


Leading wholesale associations 
are planning to form a new organ- 
ization covering all branches in the 
field, according to announcement by 
Henry Matter, secretary of the 
Wholesale Dry Goods Institute. At 
the first meeting which was held, 
eight associations were represented. 
Purpose of the combine, according 
to Flint Garrison, director-general 
of the Dry Goods Institute, is, “to 
defend and promote the position 
of wholesaling in the scheme of 
distribution and to combat fal- 
lacious propaganda adversely affect- 
ing wholesaling.” 








Cutting Capers 


(Continued from page 51) 








80-100 feet per minute, machine 
steel 80-100 feet per minute, an- 
nealed tool steel 60-80 f.p.m. For 
carbon-steel cutters, brass 80-100 
f.p.m., machine steel 30-40 f.p.m., 
cast iron 40-60 f.p.m., annealed tool 
steel 20-30 f.p.m. In general, sur- 
face speeds should be about the 
same as for twist drills under simi- 
lar conditions, except that in deep 
cuts, where many teeth are cutting 
simultaneously, speeds must be re- 
duced, while in shallow cuts it can 
be increased. The amount and kind 
of coolant also affect speed. Lard 
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oil is the commonest coolant; an- 
other inexpensive mixture is 34 lb. 
sal soda, 4 pint lard oil, 4 pint of 
soft soap in water enough to make 
10 quarts and boiled together } 
hour. 

The general rule for milling cut- 
ter feeds is: the greater the feed 
per tooth, the more efficiently metal 
is removed. Thus, with 2-inch 
feed, it requires 1.5 h.p. to remove 
1 cubic inch of material, while with 
4-inch feed, this figure drops to 
1.20 h.p. Of course feed must be 
kept within cutter strength and 
finish desired, but should never be 
unusually low, for this causes teeth 
to slide instead of cutting, dulling 
the cutter prematurely. 

Now for cutter clearances: Most 
formed cutters are designed so that 
only the cutting face is ground, 
thus not altering outline. Clear- 
ance angle must be greater for 
small cutters than for large, 6 deg. 
for cutters under 3 inches in diame- 
ter, 4 deg. for larger cutters. The 
“land”, or section immediately back 
of the cutting edge should be 0.02 
to 0.04 inch wide before the clear- 
ance begins. End mill teeth may 
well be slightly hollow-ground, 
making the teeth a thousandth or 
so shorter at the center so they 
will not drag on the work. Vibra- 
tion is often caused by too great 
clearance. 

Milling cutters with raked teeth 
are an advantage in ductile mate- 
rials, because the teeth tend to act 
as wedges and break off chips, 
which in such materials tend to 
curl and clog the teeth. In brittle 
materials like cast iron, rake is of 
little advantage. Aluminum re- 
quires large rake angle on teeth, 
but soft brass requires radial cut- 
ting faces. Depth of cut also af- 
fects the efficiency of raked-tooth 
cutters; deep cuts in ductile steels 
requiring rake, but shallow cuts 
not, because chips do not tend to 
wedge. In ductile materials, rake 
should be 10 to 20 deg., in harder, 
less ductile (but not brittle) mate- 
rials, rake should be 5 to 10 deg. 
The best average rake is around 
124 deg. Too large a rake will 
cause the tool to “hog in”, bad par- 
ticularly if the work is thin or if 
the machine is light. Proper rake 
lengthens life between grindings 
and thus soon pays out. 

Good cutter design involves other 
things also, including adequate 








Another “on-the- 
spot’ interview with 
a Johns-Manzville 
Distributor... 


ROM leading distributors all 

over the country—this same 
sentiment: “‘J-M Packings are a 
mighty profitable line to handle. 
Their reputation for economy and 
dependability is a powerful selling 
weapon. And their performance in 
service does an equally fine job in 
keeping customers sold.” 


Take the case of A. G. Carey, Vice- 
President of the Carey Machinery 


... What has been your 
experience with J-M Packings .. . 
J-M distribution policies?” 


and Supply Co., in Baltimore, Md. 
Here’s a man speaking from experi- 
ence . . . summarizing 8 highly prof- 
itable years spent in handling the 
J-M line of packings and gaskets. 


What he has found to be true is 
obviously of interest to every alert 
distributor . . . not only because of 
the potential profit behind these 
materials, but also because of the 
Johns-Manville distribution policies 


Baltimore headquarters of the Carey Ma- 


chinery and Supply Co. . . 


. one of the 


many leading distributors of J-M Packings. 
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that make these profits possible. 


Moreover ... with J-M advertising and 
promotion reaching every user in any 
given territory .. . and with more than 
300 trained J-M Salesmen out in the field 
actively engaged in co-operating on all 
selling, recommendation and service prob- 
lems .. . here is a line of packings and 
gaskets that can be handled and serviced 
to the mutual benefit of all concerned. 


Why not get the full story? Write Johns- 
Manville, 22 East 40th Street, N. Y. C. 
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Produced 
olive Zell t-te pce 


Cut Your Costs 





CLARK BOLT products 
fit right into your plan 
for profitable sales. 


Their quality, accuracy 


and uniformity save 
jime, eliminate rejec- 
tions and insure satis- 
faction. 


We carry large stocks 
of regular items and 
specialize in making 


“SPECIAL BOLTS." 








tooth strength—which, among 
other things, means that if rake 
angle is increased appreciably, 
tooth thickness must be corre- 
spondingly reduced. Enough metal 
must be available in each tooth to 
remove heat generated, but again, 
too thick a tooth reduces chip space 
and grinding life. 

Spiral is important in wide-face 
cutters. Authorities do not agree 
entirely as to the amount of spiral 
and the advantages of spiral-cut- 
ting over straight-cutting teeth. 
The real advantage of the spiral 
form is that it avoids the “ham- 
mering” as a new tooth strikes, 
because one or more teeth are 
always in contact with the work. 
This avoids wear on the machine 
and chatter on the finished surface, 
even though it may take a little 
more power. Too fast or too great 
a spiral causes several troubles, an 
important one being the tendency 
to carry chips around into the cut 
again, causing broken or chipped 
cutting edges. Therefore, spiral 
angle should be under 60 deg., ex- 
cept in helical cutters, but they 
must be watched closely, because 
one heavy chip carried around can 
cause serious trouble. In cast 
iron,, the material crumbles, so 


there’ is no danger of “carry- 
around”. 

Too much spiral creates too 
much end thrust, which wears 


spindle bearings and tableways on 
the machine. Therefore, it is best 
to stop at 45 deg., except for work 
requiring exceptional finishing on 
which light cuts are taken. Two 
teeth or more must always be in 
the work, so a fine-tooth cutter re- 
quires less spiral than a coarse, usu- 
ally around 25 deg. All spiral- 
tooth cutters require considerable 
clearance behind the cutting edge. 

Here are other pointers in se- 
lecting and recommending cutters: 
In milling large plain surfaces, 
either a face-milling or a slab-mill- 
ing (or side-cutting) cutter can be 
used. Face milling is commonest 
and most adaptable. No arbor ex- 
tends beyond the face, so work can 
be fed in any direction, important 
when the surface being machined 
is wider than the cutter. Also cut- 
ters may be larger and of the in- 
serted-tooth type. Slab-milling, on 
the other hand, is particularly good 
on narrow steel sections, where its 
higher metal-removal efficiency can 
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be used to advantage. Cutter di- 
ameter should be held down, arbor 
diameter be as large as possible, 
and cutters should always have 
spiral teeth. 

Inserted-blade cutters are eco- 
nomical in large sizes, where the 
economy of replacing only the blade 
enters to its fullest extent. Cutter 
thickness is also important, because 
blades cannot be inserted properly 
in thin cutters. If blades can be 
locked securely, it is better than 
if they are held simply by friction. 
On heavy cuts, it is advisable to use 
solid cutters in large diameters 
than if cuts are light. If expensive 
blade materials are to be used, in- 
serted-tooth cutters may be eco- 
nomical in quite small sizes, even 
though feed must be reduced be- 
cause they are not as strong as 
solid cutters. The dividing line is 
usually somewhere between 6 and 
12 inches, 

Another question that often 
arises in milling is whether profile 
or formed cutters should be used. 
Profile cutters, including end mills, 
side mills and slitting saws, are 
sharpened by grinding on the tooth 
profile; form cutters are sharpened 
by grinding the tooth face. Thus 
for simple shapes, profile cutters 
are best, but for elaborate cutter 
shapes, it would be too difficult to 
reproduce a profile by grinding each 
time. Profile cutters can be made 
with more teeth and are more flex- 
ible in design, hence are better 
whenever they can be used. Teeth 
can even be chamfered or nicked 
alternately to break up wide chips, 
and clearance angle behind the cut- 
ting edge and rake can be varied 
to suit the job or materials, while 
in a formed cutter, this cannot be 
done without reducing efficiency. 

Thus the rule is: Use profile cut- 
ters where possible, including all 
plane surfaces and for those ir- 
regular contours which can be re- 
produced easily in sharpening. 
Formed cutters, however, will give 
the same contour throughout their 
working life, without continual 
checking, if treated properly. Ra- 
dial relief, which is varied to suit 
material cut, cannot be changed 
without affecting cutter accuracy, 
so is fixed at the time it is made. 
Rake may be anything from 0 to 
10 deg., but it also cannot be 
changed during cutter life without 
affecting accuracy. Tooth spacing 

























John T. Potts 


President 
The Galagher Co. 
Salt Lake City, Utah 


“MANUFACTURERS WHO USE i. 
TO ADVERTISE THEIR PRODUCTS . 


The Galagher Company of Salt Lake City, Utah, Industrial Here's what Mr. Potts says: 
Distributor, has been serving the industries of Utah, “Our salesmen report that products, backed by aggressive 


Nevada, Wyoming, and parts of Idaho, for more than 36 advertising directed to the men who buy, are the easiest 
to sell. We feel that manufacturers who use FACTORY to 
advertise their products to Plant Operating Men in 


years. In addition to a complete line of industrial supplies, 


the Galagher Company also is equipped for specialized 
; bas. 3 Spat industry are building up prestige and acceptance for their 
service to the mining industry, maintaining an up-to-date r ‘ . 

products that is of real assistance to us in our sales efforts. 


laboratory and metallurgical division. Mr. Potts, president, Needless to say we prefer to handle products backed by 
expresses his opinion of how advertising benefits an such advertising rather than products that are compara- 


industrial distributor. tively unknown to the buyers.” 
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| must be wide, and spiral angle is 


usually small because of difficulty 
in manufacturing and resharpen- 
ing. Elaborate formed cutters often 


| are made in many sections, each 


with straight teeth, but mounted 
so that tooth faces are staggered. 
This breaks up the chip and still 
does not cause chatter and vibra- 
tion. This is also of advantage if 
the profile has many projections, 
because a spiral cutter in these 
cases might have some cutting 
edges with decidedly negative rake. 

Formed cutters must be reground 
often. If they are allowed to be- 
come very dull, some teeth may be 
chipped or develop flats that rap- 
idly widen and cannot be gotten out 
except by excessive sharpening. 
Suggest to any customer who uses 
many of these that he have gauges 
for rake and clearance, to be sure 
the cutter is resharpened exactly 
as it should be, and that he test it 


| by rotating against an indicator 


after sharpening to be sure all teeth 
are of even height. 

In general, most difficulties with 
cutters come from the above things. 
In case of complaints, also check 
coolant, particularly if wrought 
iron or steel are being machined. 

End mills are available in both 
coarse-tooth and fine-tooth types, 
the coarse-tooth for deep cuts in 
soften materials because they pro- 
vide more chip space. Hard mate- 
rials or shallow cuts require fine- 
tooth mills. Whether a cutter is 
right-hand or left-hand depends of 
course on direction of rotation. 
Flutes may be straight or may spi- 
ral in the same direction as the 
“hand” of the cutting edges, if the 
mill is used for end milling. If for 
side milling, the spiral may be op- 
posite to the cut, thus tending to 
hold the cutter in the machine spin- 
dle instead of pulling it out or 
causing it to hog into the work. 
Coarse-tooth cutters almost always 
have the same spiral as cut; hence 
if used for heavy work they should 
be held into the spindle with a 
drawbar. Straight-flute mills in 
general do not operate as smoothly 
as spiral-flute mills in side-cutting 
work. 

End-mill shanks should be as 
large, or larger than, the cutter 


_where possible, thus reducing the 


danger of breaking due to bending 
strains. For the same reason, ex- 
cessively long cutting edges should 
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be avoided where possible, unless 
the outer end can be supported. 
Feeds on end mills should in gen- 
eral be half to two-thirds those on 
ordinary milling cutters, again to 
avoid bending strain. For produc- 
tion work, one company has devised 
a cam-locking arrangement for cut- 
ters and adapters which permits 
them to be changed very rapidly, 
thus reducing the machine’s non- 
productive time. 

Metal slitting introduces many 
problems, only a few of which can 
be mentioned here. If your pros- 
pect plans to make a narrow slit or 
is slitting cast iron, an ordinary 
slitting saw will work well, but 
wider slits deep into harder mate- 
rials require slitting saws with 
side teeth. Alloys in particular 
require such cutters. Very deep 
slots normally require a somewhat 
coarser pitch. Many jobs also make 
effective use of alternate-tooth-saws 
—either with alternately chamfered 
teeth or alternate-spiral teeth—to 
break up the cut and eliminate vi- 
bration, and also to keep the saw 
running straight. Thin materials 
require fine-pitch saws to keep more 
than one tooth in the work elimi- 
nation vibration and “hogging”. 
Extremely high surface speeds may 
also be used, sometimes twice as 
fast as for ordinary milling cutters. 
In alloy steels, slitting saws should 
have 5 to 10 deg. front rake, and 
teeth faces should be polished to 
prevent chips from sticking. For 
copper and other soft non-ferrous 
materials, alternate-chamfer saws 
are best, without front rake and 
with coarse teeth. A little hollow 
grinding (0.004 to 0.005 inch per 
inch of radius) between periphery 
and hub reduces side friction in 
deep cuts. 

Slot milling is tricky. Shallow 
slots can be milled with plain cut- 
ters, but as depth goes up, alternate 
spiral side-milling cutters must be 
used. Such cutters readily wear 
thin, and are then useless, so spe- 
cial interlocking side-milling cut- 
ters are available, made in two 
parts with a series of shims be- 
tween so they can be expanded as 
the teeth wear. 

Data and pictures in this article 
were collected through the coopera- 
tion of National Twist Drill & Tool 
Company, Brown & Sharpe Mfg. 
Co., and Morse Twist Drill & 
Machine Co. 
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MONOBELT 


FLEXOTYPE 
TENTACULAR 
- OAK LEATHER BELT 
| Chrome Leather Belt 
ROUND BELTING 
: Sewing Machine Belt 
TWISTED BELT 
LEATHER LINK BELT 
CUP PACKINGS 
""U'' PACKINGS 
VEE PACKINGS 
LANGE PACKINGS 
‘GIN CRIMPS 
SPECIAL PACKINGS 
LACE LEATHER 
TEXTILE LEATHERS 
LEATHER HOOF PADS 
Leather Specialties 
HYDRAULIC LEATHER 
CURRIED LEATHER 


Alexander Beitlube 


BELT CEMENTS 


Alexander ©) Brothers ~< 








The principles adopted by the founders of Alexander 
Brothers nearly three quarters of a century ago, are 
today the enervating forces responsible for the outstand- 


ing acceptance of Alexander products by industry. 


Every item bearing the Alexander label is exactly as 
represented. It is made of the best possible material, by 
careful and skilled workmen. It is guaranteed to perform 
satisfactorily under the conditions for which it is recom- 


mended. 


Buyers of industrial leather products have learned from 
experience to depend upon the Alexander Brands. They 
are offered to industry through distributors. These dis- 
tributors have found it profitable to represent an organi- 
zation manufacturing products of consistently high 
quality, products which enjoy exceptional consumer 


acceptance. 


Should you be interested in obtaining complete informa- 
tion regarding available Alexander franchises, address 


the main office in Philadelphia, Pa. 
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Because of space 
department have been 
through digesting. 


from the Trade Press 


imitations, most items appearing in this 


| 


reduced to their elemental facts 
Where the reader's interest is particu- 


arly great, we recommend that the article be sought out 


and read in detail in the paper where it originally appeared. 


Lifting-and-Shifting Equipment 
for Light Loads 
THE CONSIDERATION and adop- 


tion of ways and means of lightening 
human labor through mechanical 
handling methods should be regarded 
as a logical step in the progress of 
man toward a more complete mastery 
of the mechanical forces which have 
lifted him up from untold drudgery. 

One of the principal ways in which 
this labor-lightening process has been 
made manifest lies in the development 
of hoisting equipment. 

After the primitive developments 
evolved from the rope-and-pulley, and 
the block-and-tackle, the first of the 
modern mechanical lifting means 
came in the family of chain blocks. 
There are three members of this fam- 
ily; the differential hoist, the screw- 
geared hoist, and the spur-geared 
hoist. 

It should be noted that the elec- 
tric motor was applied to the chain 
block to make an electric hoist, for 
three reasons: (1) To gain speed, 
(2) To gain power, and (3) To gain 
flexibility of operation. 

In the matter of selecting a hoist 
for any particular duty there are five 
important points to be considered. 

1. The capacity of the hoist must 
be determined by the maximum 
weight to be lifted. All hoists are 
rated primarily by lifting capacity. 
Consideration should also be given to 
the carrying capacity of the means 
to be used for supporting the hoist 
to make sure that it will carry safely 
the maximum load. 

2. The hoisting speed required is 
the next consideration. Where time 
is a factor, as in most production or 
assembly work, the faster hoisting 
speeds are essential. For intermit- 
tent service, slower hoisting speeds 
(usually costing less) may meet all 
requirements. 

3. The maximum height of lift re- 
quired should be determined on the 
various jobs for which the hoist may 
be used. 

4. The type of suspension deserves 
serious study. If the hoist is to be 
used in a fixed position, that is, no 
shifting of the load is required, the 
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hook or bolt type of suspension will 
be found satisfactory. A plain trolley 
will serve where the load is light, 
the haul short and the path unob- 
structed, or where the haul is long 
but not often repeated, and where 
time is not an important factor. 

5. The control of electric hoist op- 
eration may be of four general types: 
(A) pendant cord control; (B) push 
button control; (C) remote control 
(generally by push buttons from a 
fixed station); (D) cab control is 
used where it is desirable to have the 
operator go along with the hoist and 
the floor is obstructed. 

To the above must be added two 
other special points; the character- 
istics of the electrical current avail- 
able in the shop, and the special con- 
ditions, if any, under which the hoist 
must operate, such as dust, fumes, 
moisture, or outdoor use.—The Iron 
Age, April 8, 1937. 


Underfloor Tunnels Used 
Extensively in New Mill 
ONE OF THE most interesting fea- 
tures of the new wire and nail mill 
opened by Republic Steel Corp. in 


South Chicago last week is the use 
of 1200 ft. of underfloor tunnels, the 
one shown here accommodating line- 
shafts connected by belts to nail-mak- 
ing machines overhead. 


The tunnel 
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is directly below the aisle shown in 


the right view. Similar tunnels are 
used in the wire drawing department, 
and in other tunnels all electrical con- 
trol equipment is placed. Placing 
line-shafts in tunnels removes an un- 
sightly installation from the plant, 
eliminates shadows caused by over- 
head equipment, reduces loads on 
building framing and facilitates the 
oiling of shafts and the servicing of 
belts. — Engineering News - Record, 
May 6, 1937. 


Free-Wheeling 


FREE-WHEELING or over-running 
clutches have come into quite general 
use on dual drives from two power 
sources, 2-speed drives and similar 
applications. With this device, as 
long as the power unit drives the load, 
the clutch remains engaged. If for 
any reason the driver tends to run 
slower than the load, or the load 
increases its speed above that of the 
power unit, the clutch releases. 

For example, a 2-speed motor drives 
a fan through an ordinary flexible 
coupling. If the fan is being driven 
by the high-speed winding and is 
switched to slow speed, the latter will 
create a powerful braking action 
which may damage the fan rotor. 
This difficulty can be eliminated by 
connecting the motor to the fan with 
a free-wheeling clutch. When switch- 
ing from high to low speed, the fan 
is free to rotate until it slows down 
to the motor speed, when the clutch 
will again connect the two together. 
The same conditions apply when a 
slow-speed and a high-speed motor 
are used to drive a load. A free- 
wheeling clutch between the slow- 
speed motor and its load allows 
switching at will from one motor to 
the other without danger to either 
motor or load. If two free-wheeling 
clutches are used, one between each 
motor and its load, either motor 
may be automatically disconnected by 
simply disconnecting it from the 
power source. On dual drives, if each 


power unit is connected to the load 
with an over-running clutch, they may 
be started and stopped at will with- 


























Are Your Methods In Step 
with the State of the Art? 


HERE ARE HUNDREDS OF DIFFERENT ITEMS among 

Coated Abrasives—five major abrasives in use, each with an 
entirely different characteristic—many different constructions in both 
paper and cloth backings—combinations of paper and cloth—heavy 
and light coatings—open and closed coats. 


New developments and improvement in manufacturing technique 
are the order of the day—Coated Abrasives as made five years ago 
would not get to first base in today’s market—the laboratory has 
wrought great changes in product. 


Now, the point is this!) Are you taking advantage of the best 
and latest the industry can offer you today? 


Never mind what you used a few years ago—it may have been 
all right then, but there may be something new which is a whole lot 
better now! 


We are apt to get into a rut, and, when we do, some competitor 
will come along with modern methods and up-to-date equipment and 
walk away with business which was once ours. 


Take advantage of what science and the laboratory have placed 
within your reach—don’t delay. 


The Clover Color-Stripe Line of Coated Abrasives is up-to-date 
—scientifically made—laboratory controlled. We have many of the 
highest-class Mill Supply Houses as our distributors, whose salesmen 
are skilled in the art of Coated Abrasives. 


We shall be glad to make a scientific check-up on your various 
operations—possibly we could suggest new constructions of Coated 
Abrasives which would increase efficiency. 


CLOVER MEG. CO,, 
NORWALK, CONN. 
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out stopping the load, and when a 
drive is stopped it will be automat- 
ically disconnected from the load. 
Many other drives exist where this 
equipment has an economic place in 
mechanical power-transmission appli- 
cations. 

These clutches are built in sizes 
of 0.5 to 100 hp. at 100 r.p.m. and 
for free-wheeling speed of 5,000 r.p.m. 
for small sizes and 1,000 r.p.m. for 
large units. They are available in 
two designs: plain-type clutches in- 
tended primarily for ratchet, brake or 
back-stop use and for installation 
where a coupling is not required. It 
is a completely self-contained unit, in 
which the end plate is provided with 
threaded holes for attaching sprockets, 
gears, belt pulleys, ratchet arms or 
whatever may be needed for the drive. 
The other design combines a flexible 
coupling with the clutch, a combina- 
tion used for more strictly free-wheel- 
ing purposes.—Power, May, 1937. 


Feeding Lead-Hungry Salesmen 


Our salesmen must be of sufficient 
intelligence to confer with city en- 
gineers, officials, and contractors, and 
to help them with their frequent prob- 
lems. 

Because of the widely scattered 
areas covered by our refinery repre- 
sentatives, it became apparent that 
intensive and consistent promotional 
work was necessary; and further, 
that this promotional work should be 
of such consistency as to keep a 
quantity of “leads” pouring in. 

After several test-campaigns and 
both personal and direct-mail re- 
search, we were convinced that the 
biggest thing we had to offer to city 
Officials, contractors, and engineers 
was our research department. Fur- 
ther, because of the intensive field- 
training of our salesmen, we hit upon 
the idea of featuring their back- 
ground and knowledge, rather than 
their abilities merely to close sales. 
They have become our “field experts,” 
and they visit various cities properly 
equipped with reports or surveys pre- 
pared by the research deartment, 
which, of course, bases such reports 
partly upon information secured by 
the field man during his previous 
visits. 

Requests for such engineering in- 
formation come in frequently, in an- 
swer to our various advertising ap- 
peals. They are exceedingly valuable, 
in providing present contacts, and in 
working up good will. The requests, 
moreover, contain information of 
great value from a sales standpoint 
—as they often set forth the exact 
type of job or installation, the prob- 
able amounts involved, and other data 
of vital interest to the sales depart- 
ment. 

The field man, working with the 
laboratory whenever the occasion de- 
mands, now closes a greater number 
of sales. His itinerary is_ better 
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Fluid Handling 
Chemical and Metallurgical Engi- 
neering features in its May issue @ 
special editorial section on fluids | 
handling. It includes tables and 
charts on the flow of liquids, an 
article on pumps and pumping, a 
section on pump maintenance, a de- 
scription of gas moving equipment 
(with special stress on compressors), 
a chapter on pipe and fittings and a 
basic study on valves and _ instru- 
ments. For the salesman who is sell- 
ing chemical plants, this basic infor- 
| 


mation should prove a gold mine of 
information—Ed. 


planned, and there are fewer waste 
calls, also a greater number of clos- 
ings. 

The actual job of selling is now 
left more completely to the salesman, 
but continual “ammunition” in the 
form of letters and announcements 
offering a technical service, and the 
following up of such service an- 
nouncements keeps the home of- 
fice in closer contact with each pros- 
pect. The prospects respond more 
readily, and thus the salesman is kept 
better informed as to the problems 
which exist in various sections of his 
territory. 

The plan, without question, could 
be profitably adapted by many firms 
not now using such an approach. 
Summed up, it is: Let your adver- 
tising department sell the value of 
your salesmen. Be sure your sales- 
men are well-trained, so that they 
may command respect among tech- 
nically-informed men.—John K. Crip- 
pen, Berry Asphalt Co., in Sales Man- 
agement, March 15, 1937, 


A. C. Welding Grows Up 


WELDING with a.c. power now finds 
wide application in this country and 
abroad. The recent development of 
coated electrodes especially suited for 
a.c. welding, and improvements in 
welding transformer design have 
made such applications possible. Many 
large structures have, in fact, been 
fabricated by a.c. arc welding during 
the past two or three years. 

Many a.c. welders have been ap- 
plied to the fabrication of thick-walled 
parts which require heavy welding 
currents, as well as thin sheets that 
need a light welding current. With 
the a.c. arc magnetic disturbance, or 
blow, is not much in evidence. This 
feature is important when making in- 
side corner welds, and renders pos- 
sible heavier welding currents. 

Many applications have been found 
for a specially rated 100-amp. a.c. 
welder without high-frequency, keep- 
alive circuit, designed for light pro- 
duction and maintenance work. Cov- 
ered electrodes up to and including 
5/32-in. diameter can be used. Orna- 
mental ironwork, fences, grilles, metal 
furniture and ventilation ducts can 
easily be welded with such a unit. 

Aluminum and stainless steel are 
easily welded by an a.c. welder with 
high-frequency, keep-alive circuit. A 
100-amp., a.c. welder with high-fre- 
quency superimposed on the second- 
ary may be used with electrodes from 
1/32 to 5/32 in. in diameter. 

The 150-amp., a.c. welder with high- 
frequency circuit may be used for 
welding aluminum alloys in a range 
of gages, 0.051 to 0.125 in. 

Heavy a.c. welding takes in the 
field of tank steels, carbon steels of 
firebox quality, stainless steels of 
chrome-nickel austenitic alloys, 
chrome-vanadium and other alloy 
steels.—Factory Management & Main- 
tenance, April, 1937. 


Average Peripheral Speeds for Milling 
Feet Per Minute 








Material Heavy Cuts Light Cuts 
Cast Iron, Soft (under 200 Brinell)........ 70 120 
Cast Iron, Medium (200 to 220 Brinell)... 55 90 
Cast Iron, Hard (over 220 Brinell)......... 40 10 
ON cca naceeeseecewereerekenns 70 110 
eS ee ree — 40 60 
Steel, Electric Castings...............++.++: 50 15 
Cs ices aheeeeenen gy eneee 80 140 
ee Oe eee 40 70 
Steel Forgings, Hard Alloy................ 30 30 
Steel Forgings, Annealed Alloy............. 45 80 
Steel Forgings, Low Carbon............... 60 85 
sateen ese iwi ewennes 60 90 
RE OT EEO OT TOT TT 80 130 
I NE os cont n da emanereenenee ewan 100 200 
I, a5 59 nw acacew po ev edeeweins 200 500 
EE, TE 6.068 ccccsvecseasncenes 600 1,000 
Aluminum, Billets .................. aie 400 600 
Ie nc nnhneresees ene meen mons : 60 80 
COOGEE occve gcse eininnienme kwon seinen dented 150 300 





These values are for high-speed steet cutters. For 
cutters of other materials use the factors given in text. 





—American Machinist, May 5, 1937 
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Underneath Belt 
Drive Lathe 


1 A new line of  back-geared, 

screw cutting, precision lathes 
with underneath belt motor drive is 
offered in 9’, 11’%, 13’’, 15’” and 16/’” 
swing, and in bed lengths from 3’ to 
12’. The new underneath belt motor 
drive is unusually compact, silent, 
powerful, and economical in operation. 
The motor and driving mechanism are 
fully enclosed in the cabinet leg un- 
derneath the lathe headstock. Power 
is transmitted from the motor to the 
countershaft by V-belt, and from the 
countershaft up through the lathe 
bed to the headstock cone pulley by 
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a flat leather belt. The new line of 
lathes had a number of new features 
and improvements, the most  out- 
standing of which are: heat-treated 
headstock spindle with all bearing 
surfaces hardened and ground, includ- 
ing the taper hole; spindles are spe- 
cial alloy steel, with phosphor bronze 
bearings, line bored and lapped to a 
perfect bearing and adjustable for 
wear; new double wall apron with 
self-oiling steel gears, and all gear 
shafts supported on both ends; a 
multiple dise friction clutch in apron. 
Primary buying officials to be con- 
tacted in introducing this product are 
plant manager, superintendent, mas- 
ter mechanic. South Bend Works, 
South Bend, Ind. MILL SvUPPLIEs, 
June, 1937. 


Disc Sanders 


2 Two models of disc sanders— 

one for heavy duty and one for 
constant production service—have re- 
cently been introduced. Lighter 
weight is a feature that makes them 
much easier to use. Comfortable grip 
handles assure complete control un- 
der heavy sanding loads. An effi- 
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cient air-filter protects the commuta- 
tor and motor from abrasive dust 
and dirt. Straight-line ventilation 
assures a cool-running tool. Venti- 





lating ports are located to blow the 
dust away from the operator and to 
prevent clogging. The motor has 
ample reserve power to insure a long 
life and provide faster sanding and 
grinding. Ball bearings in all posi- 
tions are fully sealed as a _ protec- 
tion against dust and grease leak- 
age. The bevel gearing is sturdy 
and quiet in operation. These 7 in. 
dise sanders may be used for remov- 
ing weld marks, rust and dirt from 
tanks, vats, ete.—for finishing tile, 
concrete, stone and marble surfaces, 
for sanding metals, smoothing steel 
and iron castings, beams and columns. 
Primary buying officials to be con- 
tacted in introducing this product are 
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WHEN WE TELL YOU THAT EVERY 
STERLING GRINDING WHEEL IS 
\, _ BUILT TO LABORATORY STANDARDS 
< Y OF ACCURACY AND UNIFORMITY... 


WE MEAN JUST THAT! 


Our laboratory and inspection departments 
work hand in hand to insure you a pro- 
duct as uniform as it is possible to produce. 
Their combined efforts are directed toward 
a duplication of the satisfactory wheels you 
had on your last order. 





Our ceramists and inspectors are experts 
uw ara in grinding wheel production and as all 
true artists they build and inspect to 
the highest standards obtainable. 


A good product produced by skilled work- 
men under rigid standards assures you 
of the best results in any article... 
STERLING offers you such a product in 
Sterling Grinding Wheels. 


THE STERLING GRINDING WHEEL COMPANY 


Factory and Office: TIFFIN, OHIO 
CHICAGO: 912 W. Wash. Bivd. «* DETROIT: 101-107 W. Warren Ave. 
Abrasive Division of The Cleveland Quarries Co. 


STERLING ° TH WHEELS INDUSTRY 


STERLING ABRASIVES 


quent 
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Every item bearing THE CARD QUALITY label is 


guaranteed to perform satisfactorily. 


This means satisfied customers and profitable repeat 
business for CARD distributors 


THE TAPS THAT BRING YOU PROFITS. 


S. W. CARD MFG. CO., Mansfield, Mass. 


DIVISION OF UNION TWIST DRILL CO. 
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STORES New York: 61 Reade St., Chicago: 11 South Clinton St., Detroit: 
6540 Antoine St., San Francisco: 121 Second St. 


HERCULES igiiiic CHAIN 
5% Stronger’ 


NOTE THE EXTRA “SWELL” 
OF STEEL AT THE WELD 


Fabricated from special analysis, heat treated steel, 
Hercules Loading Chain is further strengthened by 
the patented “Inswell” welding process which builds 
extra metal into the weld on Ae inside. Every link 
is carefully tested to twice its safe 
working load, and stamped with 
the letter “H"—your assurance 
of extra safety and extra wear. 
Bright nickel-like appearance. 
The perfect load chain. Sizes 


from *\¢'' (safe working load WHERE STRENGTH 
1,100 Ibs.) to 4” (s.w.1. IS VITAL 


12,500 Ibs.) 


















*25% Higher in Elastic Limit 
*25% Higher in Tensile Strength 
*25% Higher in Safe Working Load 


COLUMBUS-McKINNON CHAIN CORP. 


General Sales Offices: TONAWANDA, N. Y. 
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purchasing agent, superintendent, and 
foremen.—Skilsaw, Inc., Chicago, Il. 
MILL SuPPLIEs, June, 1937. 


Air Compressor 





3 A new line of compressors has 
just been developed, especially 
designed for installation in industrial 
plants. Because of the principle of 
smaller, lighter parts, features of 
compactness are obtained that are 
new to the industry. Compressor 
features include a new type of me- 
chanical intake valve, located in the 
compressor block and operated from 
the camshaft in perfect timing with 
piston travel. Main bearings inter- 
sperse every cylinder so that four 
cylinder models have five bearings 
and six cylinder models have seven 
bearings. Force feed lubrication is 
pumped under pressure to all main 
and connecting rod bearings, assur- 
ing positive and thorough lubrica- 
tion and a guarantee of long life. 
The compressors are of the vertical, 
straightline, cylinder-in-line con- 
struction with water ports completely 
surrounding the entire cylinder area. 
These compressors are offered for 
either “V” belt drive or for direct 
coupling with electric motor. Either 
bare compressor units or completely 
assembled plants are offered. Com- 
plete plants are supplied with foun- 
dation base, simplifying and reducing 
the cost of installation. Primary 
buying officials to be contacted in 
introducing this product are plant 
manager, chief engineer, superintend- 
ent, purchasing agent. — Schramm, 
Inc., West Chester, Pa. Mitt Sup- 
PLIES, June, 1937. 


Automatic Clutch 





4 A line of automatic clutches 

has been introduced for reduc- 
ing motor starting overloads. An ad- 
justable time-lag permits the motor 














to attain full speed before the load 
is applied. Maximum time-lag is 10 
minutes downward. Load is applied 
gradually, which avoids damage to 
driven machines or materials in the 
process of manufacture due to sud- 
den shocks in ‘starting. The neces- 
sity for high starting-torque motors 
is done away with and in many cases 
the substitution of squirrel-cage mo- 
tors for more expensive slip-ring mo- 
tors is permitted. Overload relays 
may be set as close as 5% to run- 
ning loads without danger of power 
cut-offs when starting. The device is 
non-locking, releasing at once when 
the speed drops below the critical 
point and will operate equally effi- 
cient on a reversing motor. A sim- 
ple adjustment regulates the time- 
lag period. A processed cork friction 
member floats between the fixed and 
movable clutch plates. There is very 
little wear, hence a long service life 
before any replacement of parts the 
same being easily made at small cost. 
Primary buying officials to be con- 
tacted in introducing this product 
are purchasing agent, plant manager, 
superintendent, chief engineer. 
Dickson Automatic Clutch Co., 606 
South Hill St., Los Angeles. MILI 
SUPPLIES, June, 1937. 


Air Motor Starter 





5 A new type of across-the-line 

air motor-starter is equipped 
with enclosing chambers which con- 
fine and depotentiate the are formed 
by circuit interruption. These “arc- 
depotentiating chambers” greatly in- 
crease the interrupting ability of the 
contacts, and form an isolating bar- 
rier between contacts of opposite 
polarity. Other features include: ver- 
tical make and break with silent 
operation; enclosed temperature over- 
load relays, affording positive motor 
protection; unit construction (pole 
units consisting of individual molded 
bases mounted on a steel chassis, thus 
assuring true contact alignment) ; 
large silver double break contacts re- 
quiring no contact dressing; contacts 
accessible and quickly renewable; pi- 
lot circuit isolated from motor circuit, 
permitting a separate control voltage 
for push-button circuit where neces- 
sary; motor starter unit arranged for 
flat surface mounting when applied 
without enclosure. The starter is 
furnished for 7% hp. at 440 and 550 








THEY 
SPP — and so 


ale they sell easier 
OF WORK 


For many years Peerless Hoists have been 
used for material handling. Their durability 
and dependability is well established. You 
introduce no stranger when you mention 


PEERLESS 
HOISTS 


Ease and speed in operation—all-stee/ in con- 
struction—less wear—less breakage—these 
are what your customers want. It is what you 
bring them with the all-steel PEERLESS 
HOIST. 







THE HARRINGTON COMPANY 
17th and Callowhill Sts., Philadelphia, Pa. 


OPI CR OO OD AOOD, 
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@ Stronger heads and stronger “y « are charac- 
teristic of cap screws made by the Kaufman 
Process, patented—our own plant development 
that has set up mew standards in commercial cap 
screw production. Accuracy, far more constant than 
was possible before, is an advantage this method as- 


© sures the assembly line. Finish, too, is improved and 

the cap screw made by this method today is demon- 

Address the Factory or Our Nearest strably far superior to that of only ten years ago. Great- 
Windies er strength, greater accuracy,a finer finish—that is what 


; you buy oe order Cleveland Cap Screws. Ask for 
CHICAGO, 726 W. Washington Blvd. Catalog E—and current price list. THE CLEVELAND CAP 
PHILADELPHIA . 12th & Olive Sts. SCREW COMPANY, 2931 E. 79th St., Cleveland, Ohio. 
NEW YORK ... . 47 Murray Street PY ; 7 


LOS ANGELES. . 1015 East 16th St.  CREVELAND CAP SCREWS 


i pe) 
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That’s why Dart Unions 
sell faster WA QWWWWWw””0)\( 


It pays you to handle Dart Unions. 
Because Darts guarantee true economy 
in service. Because Darts are designed 
right—built right—priced right. 
Dart's reputation is based on tangible, 
proven advantages: heavy bronze 
seats ground to a full-bearing true ball 
joint that's always tight under re- 
poeta use, heavy bodies that assure 
ong wear in tough service. 


Furthermore, Darts command a higher 
price because they cost more to make 
them worth more to your customers. 
Add Dart to your line. Watch your 


sales — and profits climb — and your 
sales cost drop. Write for Dart's deal 
today. 








E.M.DART MANUFACTURING CO. 
PROVIDENCE, R. |. 
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volts, 5 hp. at 220 volts, and 3 hp. at 
110 volts. Primary buying officials 
to be contacted in introducing this 
product are purchasing agent, plant 


manager, superintendent and mainte- | 
nance superintendent. Allis-Chalmers | 


Mfg. Co., Milwaukee, Wis. 
PLIES, June, 1937. 


MILL Sup- 


Control for Compressors 





Automatic 
trol, 


6 


loading and unloading, can now be 
obtained without additional equipment | 


on motor-driven 
compressors, by using a magnetic un- 
loader. No extra piping, valves or 
other devices are required. This de- 
vice operates on standard electric 
equipment and ean _ be _ installed 
wherever a conventional automatic 
starter is used for controlling the 
compressor motor. The only other 
provision necessary is a_ pressure 
switch to operate a pilot circuit. The 
pressure switch control is transferred 
electrically from the motor starter to 
the magnetic unloader, and either po- 
sition may be selected at will. If con- 
nected to the motor starter, the com- 
pressor starts and stops on the de- 
mand for air. When connected to the 
magnetic unloader, the compressor 
runs continuously and simply loads 
and unloads depending upon whether 
or not air is needed. If desired, the 
cooling water supply can also be au- 
tomatically controlled. Another 
unique feature in the design of this 
unit permits it to function as a start- 
ing and stopping unloader. Primary 
buying officials to be contacted in in- 
troducing this product are plant man- 
ager, superintendent, master me- 
chanic.—Worthington Pump & Ma- 
chinery Corp., Harrison, N. J. MILL 
SUPPLIES, June, 1937. 


Electric Grinders 


7 A new line of electric grinders 

in 6-in. and 7-in. sizes, features 
motors developed’ especially for 
grinder service, sturdily constructed, 
well insulated, with bearings and 
windings well protected against dust 
and grindings. Smooth operation is 
achieved through careful 
of rotors and use of oversize dust- 
sealed ball bearings. Adjustable 
wheel guards and tool rests make 
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start-and-stop con- | 
combined with automatic | 


single-horizontal | 


balancing | 


! BELT HOOKS 





BALL BEARING 
LOOSE PULLEYS 


tr ae 





SUPPLY QUALITY 
GIVE SERVICE 
MAKE PROFITABLE SALES 


@ Simple in construction — Bearings 
are dustproof—Save time in oiling— 
Save cost of lubricant—Save replace- 
ment costs. Sell these established 
pulleys — Make money — Build up a 
profitable pulley business—Write for 
catalog. 


CHICAGO PULLEY & 


SHAFTING CO. 


21 N. Des Plaines St. CHICAGO, ILL. 
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Belt Hooks on pro- 
cessed cards (Pat. 
Applied for) ... 

your latest sales 
feature. 


Not only pro- 
tect fingers from 
sharp hooks but 
holds them to the last 
hook in correct position. 
There's no card waste with WIREGRIP— 
Easily cut to size with scissors or knife. 


Coming in all sizes, easily applied with a 
WIREGRIP Lacer or any other standard 
lacing machine. Made of special analysis wire. 
The sharp WIREGRIP Belt Hooks easily 
penetrate the toughest belt, clinch securely, 
and give a long-life, trouble-free joint. 


‘ ARMSTRONG-BRAY & CO. 
CG 


"The Belt Lacing People" 


c¢ 310 N. Sheldon St. 
“On Chicago, U.S. A. 
o ¥ 
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FORCE-FEED LUBRICATORS 
FAST SELLING 
PROFITABLE LINE 








* 








MANUFACTURED 
SINCE 1907 














This force-feed lubricator eliminates waste 
and worry for the engineers on steam en- 
gines and pumps, air and ammonia com- 
pressors, etc., and makes possible real econ- 
omy in plant operation. It delivers the 
right amount of oil—in the right place—at 
the right time. Nothing to break, easily 
installed and adjusted—no draining, positive 
and reliable. Feeds any grade of oil with 
clocklike regularity. 


Many Mill Supply Houses are selling this 
force-feed lubricator and making handsome 
profits. Join this number! Write for de- 
scriptive bulletin for sizes and prices. 


MCCULLOUGH MFG. CO. 


2632-2634 CENTRAL AVENUE 
MINNEAPOLIS, MINNESOTA 



















BRISTO 
SET & CAP 
SCREWS 


@ The multiple spline, 
Engineering’s most effi- 
cient principle of power 
transmission, is used in 
all Bristo Socket Cap 
and Set Screws. 








The Bristol Company 
Mill Supplies Division 
Waterbury, Conn 


BRISTO. 


TRADE MARK REG. U.S. PAT. OFF. 


CAP AND SET SCREWS 





| to the maximum in work expectations. 


| The 


| shops. 


these grinders readily adaptable to | 
different types of work. High speed 
operation (3450 r.p.m.) produces up 


6-in. type is recommended for 
work in garages, machine shops, in- 
dustrial plants, home workshops, ete. 
The 7-in. type is built for use in wood- 
working plants, factories and machine | 

Both have a heavy cast iron 
with a handle for carrying, 
cast iron wheel guards, steel tool 
rests, attractive blue enamel finish 
with nickel fittings. Primary buying 


base, 


officials to be contacted in introduc- 


ing this product are plant manager, 
foreman, purchasing agent, superin- 


tendent and maintenance superin- 
tendent.—Diehl Mfg. Co., Elizabeth- 
port, N. J.—MILL SuPpPLiEs, June, 


| 1937. 


Edge Tool Grinders 





3 A new edge tool grinder with a 

% hp. induction motor and two 
specially built 7-in. wheels; one for 
edge tool grinding and one for general 
purpose grinding, has been designed 
primarily for schools and industrial 
woodworking shops. Special features 
include a patented attachment for 
holding and grinding plane irons up to 
2§ in. and chisels of any size, a light 
fixture that may be adjusted to any 
position, a tool rest and a pair of 
safety eye shields. The motor is full 
ball bearing and is totally enclosed to 
protect bearings from dirt and grit. 
Grinding wheels are protected with 


| guards except for the working area. 


Primary buying officials to be con- 
tacted in introducing this product 
are superintendent, purchasing agent. 

Stanley Electric Tool Division, New 
Britain, Conn. MILL SuPPLIEs, June, 
1937. 


Hour Meter for 
Diesel Engines 


An hour meter is now standard 
equipment on all three, four 


9 


and six cylinder caterpillar diesel en- 


gines. The hour meter is a sturdy, 
durable unit with a large dial that is 
easy to read. It is attached to the 
rear of the fuel injection pump hous 
ing and is driven by the end of the 
shaft, fitting between the heads of 
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Helps You Sell! 


@ It’s news to abrasive users when 
you can offer a package like the Jewel 
“‘Masterpak.” This exclusive develop- 
ment by Abrasive Products, Inc., really 
protects in shipment. Prevents “col- 
lision” damage to edges and corners of 
sheets. Keeps out moisture and other 
damaging elements. Assures your cus- 
tomers that all of the Jewel Abrasives 
they buy will be usable. 


Delivery ACTION! 


Orders for Jewel Abrasives get 24- 
hour action. There’s no red tape — 
delivery begins when your order hits 
our shipping desk. Another advantage 
this fast-growing manufacturer offers 
to its distributors. 


Jewel Abrasives are being ad- 
vertised to your customers. 
Write for details on the attrac- 
tive distributor franchise. A bra- 
sive Products, Inc., South 
Braintree, Mass. 


JEWELOX @ JEWEL EMERY 
GARNET 


JEWEL 
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FOR SAFETY 
anp ECONOMY 


PHILADELPHIA CORDAGE WORKS 
Established 1804 


NEW YORK CHICAGO 


NEW ORLEANS HOUSTON 








This giant red-labelled bar of Dixon's 
Solid Belt Dressing Sells readily in every 
plant where leather, rubber or composi- 
tion belting is used. An old favorite in 
mills and factories everywhere—because 
it reduces slip and prolongs belt life— 
reducing power waste and maintenance 


Packed in 25-bar cases. 


JOSEPH DIXON 


READILY...wherever Belts are found 





costs. It will not clog, harden, or crack 
belts—even after years of use. 


Applied without shutdown. Just hold the 
end of the big 2” x 8” bar against the 
running belt. Peel off the cardboard 
wrapper as dressing is used. 

Write department 0-71. 


JERSEY CITY 











the cap screws in the end of the fuel 
injection pump camshaft. The hour 
meter registers one number for every 


| hour the engine operates at standard 


rated speed. The hour meter’s value 
is that it may be used as a guide for 
lubricating and maintaining the en- 
gine. Primary buying officials to be 


| contacted in introducing this product 


are plant manager and chief engineer. 
Caterpillar Tractor Co., Peoria, IIl. 
MILL SUPPLIES, June, 1937. 


Air Eliminator 


WWWankae 4 





XOX NEW JERSEY 


CRUCIBLE CO. 


e ssouet 9 


acs 
Dixons | 
PIPE JOINT 


«Compound ) 


FLAKE 
GRAPHITE 


DIXONS 
GRAPHITE 
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10 Especially designed and con- 
structed to meet the demand for 
an air eliminator that will automat- 
ically vent driers, steam coils, traps, 
etc., this high pressure air eliminator 
will perform under operating pres- 
sures up to 150 pounds. It can be 
used on all high pressure lines, or 
equipment requiring automatic and 
quick air elimination. Its operating 
member is made of a special non- 
{corrosive metal that is very sensitive 








to heat changes, closing the valve at 
212 degrees F., and keeping it closed 
until the temperature drops below 
that point, when it automatically re- 
opens the valve. This feature is said 
to make it impossible to stick the 
valve shut or to blow it shut with 
steam turned on. Body is made of 
bronze, nickel plated. It is 23 in. 
in diameter, 4§ in. high over-all and 
has 4-in. bottom pipe connection. Air 
outlet size is y-in. diameter.—Pri- 
mary buying officials to be contacted 
in introducing this product are main- 
tenance superintendent and chief en- 
gineer.—Groton Heating Corp., Cran- 
ford, N. J. Mitt Suppwies, June, 
1937. 


Bench Grinder 





1l Recently introduced for practi- 

cal shop use is this small 6-in. 
junior bench grinder which can be 
bolted to the bench or moved to any 
convenient location by means of a 
carrying handle. The machine is 
equipped with full ball bearings, pro- 
tected against dust and dirt by spe- 
cial bearing sleeves. It is well pro- 
portioned and handsomely finished in 
brilliant aluminum. Full sized tool 
rests are firmly locked in _ base 
grooves, but readily adjusted to com- 
pensate for wheel wear. Wheel 
guards are made extra strong by 
using a new alloy which combines 
lightness with high tensile strength. 
Ample room is provided for the use 
of wire wheel brushes. Standard 
equipment furnished with the grinder 
are one fine and one medium wheel, 
each full 6-in. diameter by §-in. face, 
with }-in. hole and a three-conductor 
cable, consisting of two leads and a 
ground connection.—Primary buying 
officials to be contacted in introduc- 
ing this product are plant manager, 
purchasing agent, superintendent and 
foreman.—Black & Decker Mfg. Co., 
Towson, Md. MILt SupPPuLigEs, June, 
1937. 


Belt Sander 


l This new four inch, heavy duty, 

portable, dustless sander-grind- 
er was designed to perform heavy, 
constant sanding and grinding opera- 
tions. It is equipped with a 14 hp. 
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GROUND SHAFTING 
COLD DRAWN BARS 
ULTRA-CUT STEEL 
EXTRA WIDE FLATS 
SPECIAL SECTIONS 
ALLOY STEELS 





HAFTING 


is a quality product of nation- 
wide reputation . . . adaptable for 
scores of applications . . . always 
an active item for distributors to 
carry in a full line of sizes. 


POPULAR SELLING 
CARBON GRADES 


are available in a .15 to .25 car- 
bon range perfectly satisfactory 
for any shalting purposes not con- 
sidered as heavy duty. Higher 
carbon types including 1035-1040- 
1045 are entirely suitable for semi- 
heavy duty service. Special grades 
of medium priced alloys for heavy 
duty . . . shock loads, repeat vi- 
brations, or severe stresses. 
Stocked in warehouses from coast 
to coast for immediately delivery. 


MERCIAL 


BLISS & LAUGHLIN, INC. 


HARVEY. ILL. 





: Sribes Offices in all Principal Cities 


BUFFALO,N.Y. 














“We Oil the Wheels of Industry” 
Every shop uses Oilers 


and Grease Cups.... . 
SELL THEM ESSEX! 


Essex has over thirty years’ ex- 
perience in manufacturing lu- 
bricating devices which are in 
use. in plants all over the coun- 
try. 

The “Pilot” Snap Lever Sight 
Feed Oiler has many desirable 
features for high class engines and 
machines — attractive design, 
strong and substantial construc- 
tion, compact, and simple to oper- 
ate. Will not shake apart when 





GREASE CUPS 
OILING DEVICES 


WE MAKE 
O1L CUPS 
OlL PUMPS 





PILOT SNAP LEVER 


SIGHT FEED OILLER 
LUBRICATORS 


FOR 





GAS ENGINES 
STEAM ENGINES 
AIR COMPRESSORS 

MACHINERY 


placed on vibrating machinery. 
The Automatic Grease Cup is 
heavy cast brass and will outlast 
several spun brass cups. One of 
the most popular grease cups on 
the market and we can recom- 
mend it for the most exacting 











service and to the most critical 
user. 

The “Essex” line of lubricating devices Is most com- 
plete—always the correct unit for the purpose. Quick 
service on your customers’ requirements. Let us send you 
detailed information! 


ESSEX BRASS CORPORATION 


2000-2006 FRANKLIN STREET 
DETROIT, MICHIGAN 





* 
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AUTOMATIC 
GREASE CUP 
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universal motor mounted parallel to 
the sanding belt shoe. The frame is 
made of aluminum alloy for lightness 
and portability. An ample motor 
cooling system is provided through a 
gridded intake at the front, a com- 
modious air circulation chamber ex- 


EVERY MORNING HUNDREDS OF THOUSANDS , : . 
OF “RED END” RULES GO TO WORK eg 


Carpenters and Craftsmen, Mechan- | of the transmission and the guiding 


ics and Metal-workers — hundreds handle, a powerful vacuum dust col- 
of thousands of workers in nearly 


. . lecting system is installed. The vac- 
ag cg oe ee eg on WEL LY | uum intake extends across the full 
dew in the oa thie aemeean “RED | 4-in. width of the abrasive belt, draw- 

LiL wv ing up the dust into a dust bag 


END” 

<Any ee a | equipped with zipper for emptying. 

Are you selling these popular RED TAPES — RULES | The abrasive belt operates flush with 

END rules? Are you getting your PRECISION TOOLS the right side of the frame to work 
right up to upright objects. A flat, 


share of this big-volume rule busi- 
ness? Write for catalog No. 12 SAGINAW, MICHIGAN level-type adjustment allows for in- 
giving complete facts. New York City stantaneous belt change. Uses for 
this portable sander are numerous, 
$$$ | among them being resurfacing of 
| school desks, tables, cabinets, sash, 
UNIVERSAL doors, boats, ete., and for grinding 
STEEL an ¥ UJ L LEYS down metal strips, plates, grills, and 
other metal parts. For the honing of 
marble edges, resurfacing slate black- 
" boards, smoothing glass edges, and 
G ood p rofits fo r | sanding or grinding composition ma- 


terials, including plastics, this new 


Selling PULLEYS witha } gf canter eat ae ea 
REPUTATION! 


contacted in introducing this product 

are plant manager, superintendent, 

Maurey Manufacturing Corporation ‘s the purchasing agent, and maintenance 
largest manufacturer in the world of single-groove 
steel V-Pulleys. Their exacting construction and 


superintendent. — Porter-Cable Ma- 
chine Company, Syracuse, N. Y. MILL 
quality of materials used insure long, trouble-free 
service. 
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Maurey V-Pulleys overcome all common faults 
of ordinary pulleys. Made of 18 gauge steel with ew * 
heavy rolled edges and special welded construc- 
tion for extra strength. Solid steel or malleable 
iron hubs assure true running under all conditions. 
Unequalled for strength, appearance, and per- 
formance. Cost no more than ordinary pulleys. 

Build up a profitable pulley business for your- 
self with Maurey's full distributor protection, good 
profits, and quick service. All pulleys boxed in 
cartons. There are distributor arrangements 
available. Write! 


7 MAUREY 
M A N U FA C T U R | N G C Oo R P. 1 A recent addition to a _ well 


2909-15 S$. WABASH AVE., CHICAGO, ILL. | “known line of materials han- 
dling equipment is the scrap truck 


Scrap Truck 
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illustrated here, measuring 46 in. in 
length at top, 273 in. length at the 


bottom, 183 in. deep. Truck is made | 
of 10-gage metal with angle frame | 


and 1-in. pipe handle, electric welded 
throughout and correctly balanced. 
Standard equipment includes two 9-in. 
semi-steel wheels with roller bearings 
and one double row ball bearing 
caster with 6-in. semi-steel wheel. 
Optional equipment is front leg and 
lock pin assembly in place of the 
caster wheel. Primary buying offi- 
cials to be contacted in introducing 
this product are purchasing agent, 
superintendent and maintenance 
superintendent.—All Steel Welded 
Truck Corp., Rockford, I].—Muit1 
SUPPLIES, June, 1937, 


Metal Spray Gun 

















1 A new metal spray gun has 
4 recently been announced, one of 
the primary improvements of which 
is the construction of a single gun 
so that all metals in any size of wire 
from 20 gauge B&S (.032’") to 4” 
diameter may be sprayed, obtaining 
the full range of the process econom- 
ically with one unit. As the gun 
weighs less than four pounds it is 
equally convenient for hand or lathe 
operation. A single control valve of 
monel and special bronze construction 
requiring no lubricant, permits turn- 
ing on of acetylene, oxygen and air 
simultaneously. In addition, inde- 


pendent valves permit separate ad- | 


justment of acetylene and oxygen. An 
air ventilated nozzle eliminates back- 
fire. All ball bearings, gears and 
worms are lubricated from one point 
by Alemite. New type worm and gear 
change for varying wire speeds are 
made without removal of bearings or 
shafts. All bearing adjustments have 
been eliminated. The power plant 
and combustion unit are completely 
separated, which, together with vis- 
ible control of wire feed wheels and 
external air turbine exhaust, gives 
the necessary power, varying wire 
speeds and flexibility to handle the 
wide range of wire sizes in all met- 















> MILFORD 


DISTRIBUTORS 
FCA OUR YY. 4 Ya 


CThetactory behind Milford Blades 


Factory and 
Office 











The Henry G. Thompson 
& Son Company, 
New Haven, Conn. 





A 
MESSAGE 
FOR 
DISTRIBUTORS 
AND 
JOBBERS 





MILFORD hack saw blades are the only 
blades you can buy that are sold under a 
definite Sales Policy supported by a legal 
contract guaranteeing its faithful per- 
formance. 


THE HENRY G. THOMPSON & SON COMPANY 


NEW HAVEN, CONNECTICUT 


Saw Makers for over Half a Century 
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SPEEDY 
FLEXIBLE 
SMOOTH and 
SAFE in 
OPERATION 


Powerful 


and 
Profitable 
in Sales 


The new revolu- 
tionary improve- 
ments incorpo- 
rated in the several 
types of Coffing 
Hoists make them 
natural sales 
builders. In such 
places as rail- 
roads, mines, oil 
fields, utilities, 
municipalities, in 
construction, and 
factories of all 
kinds they are an 
acknowledged ne- 
cessity. 





RATCHET LEVER 


COFFING 


ADVANCED DESIGN 


HOISTS 


SPUR GEAR - RATCHET LEVER - ELECTRIC 











The Katchet Lever 
Hoist piletured 
above employs the 
straight ratchet 
principle, pump 
handle style. Can 


be used in —_ 
position for lifting 


or pulling. 





Oper- 
ates safely at 100% ¢ 


over rated capae- 


ity 

i 
The “Challenger” 
pictured at right 
use twin levers 
with rope pull. | 
Operates by frie- | ; 
tion zrip Lifts 


louds swiftly with 


ense und gravity 


lowers them safely 








and rapidly. Low ; 
ering speed com if 
pletely controlled 
by simple gover 
nors 

; 
There are sales | j 
advantages that 


will astound you 





in this hoist busi- 
Let us send v 
you details. 


Ness. 





CHALLENGER 


COFFING HOIST CO. 


DANVILLE, ILL. 





| Metalspray 
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als melting up to 4800° F. The proc- 
ess is used for the building up of 
machine elements such as _ shafts, 
sleeves, pistons, and reciprocating 
parts, using metals similar to the 
base, hard abrasive resisting metals, 
or corrosive resisting metals. Also 
for the lining of tanks, structural 
members, or any other surface, with 
corrosive resisting metals. Deposits 
may be made ranging from 1/1000 in. 
to 1 in. in thickness. Primary buy- 
ing officials to be contacted in intro- 
ducing this product are plant man- 
ager, purchasing agent, maintenance 
superintendent, and superintendent.— 
Co., 113 Llewellyn St., 
Los Angeles. MILL SUPPLIES, June, 
1937. 


Machine for Turning 
Operation 

















15 A semi-automatic hydraulically 
controlled machine to be used 
for turning operations is designed to 
proceed through its entire cycle auto- 
matically with one tripping of the 
control level. A _ special centering 
device for supporting the work dur- 
ing the turning operation consists of 
a female center backed up by a long 
spiral spring to keep the pressure 
against the work constant. The cen- 
ter travels back through the spindle 
with the advancement of the car- 
riage. By using the travelling center 
to support the work, concentricity 
between the head of the shaft and 
the turned stem is assured. By using 
this device as a turning head, very 


close limits can be maintained on 
diametrical size. The head is readily 
adjusted to any diameter and is 


equipped with a micrometer gradu- 
ation for close accurate size changes. 
Due to the fact that four cutters are 
used, operating in the same plane in 
relation to the axis of rotation and 
against the shoulder of the cut, a 
perfectly round smooth turning job is 
produced. This makes it necessary 
to leave only a minimum of metal for 


the grinding operation. Primary 
buying officials to be contacted in 
introducing this product are plant 


manager, purchasing agent, mainte- 
nance superintendent, chief engineer, 
mechanic.—Landis Machine 
Co., Waynesboro, Pa. MILL SUPPLIEs, 
June, 1937. 


master 
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BELTING PROBLEMS 
ine 
BELTING PROFITS 


CONCENTRATE ON 


1 ONE lo 





| SOWIE Gf 





for TEXTILE BELTING 
VICTOR ce 


New York 
rd Street 
EASTON PENNSYLVANIA 


GROBET SWISS FILES 


MADE OF CHROME STEEL 


345 West Hubba Ch 


FACTORY 








GROBET SWISS 
FILES have won a 
reputation for  su- 
premacy wherever ex- 
act and precise work 
must be done with 


files. 


Ask for our catalog 
BNA the most com- 
plete catalog of its 
kind, showing more 
than 5,000 different 
shapes, sizes and cuts, 
of precision files, also 
files for filing ma- 
chines, rotary files, 
American Style files, 
etc. 


GROBET FILE CORP. OF AMERICA 


3 Park Place New York City 


























Pe, 


ARBOR SPACERS 
Machine shops need De-Sta-Co 
Arbor Spacers when setting cutters 
on their Milling Machine arbors, 
and for other spacer uses. Save 
many times their original cost, and 
help to get the work out quicker. 
When your customer wants arbor 
spacers, he wants them now— and 
he will appreciate the fact that 
you can supply him. 

Moisture proof cellophane pack- 
age for customers’ visible, pro- 
tected inventory. Packages contain 
25 spacers, assorted thicknesses, 


retailing at $1.00. Attractive 
profit to Dealer. 



















Write for dealer proposition. 


DETROIT STAMPING CO. 


e ESTABLISHED 91S e 


3439 W.FORT ST. DETROIT, MICH. 








Ease the Barrow-loading 


around your Plant with properly 
constructed, time-saving Units 


—By LANSING 


New F-4!/2 A-18 Tubular Steel 

: Large pressed tray, 

pred = eoding and 14-gauge steel—with- 
dumping. Never-slip out seams. Capacity 


axle, reinforced 275 coke or — 
f + coal. Sturdy, well 
yom. Goap troy braced. Top flanged, 
(Capacity 4/2 cu ft.) reinforced by rod— 
for mor'ar, concrete, prevents breaking 
etc. The 16” wheel edges. Size 33 x 42”. 
with pneumatic tires 


Extra bend in frame 
brings wheel under 
makes easy wheeling. load. 


These, or any of the big line of Lansing 
barrows are profitable investments. Get 
bulletin of full Line—with prices. 


LANSING COMPANY 


LANSING, MICHIGAN 


Chicago Kansas City Minneapolis 
San Francisco New York Boston 
Los Angeles Philadelphia 











USTOMER | 


Storage Rack 


16 A new storage rack has been 
- developed and is claimed to have 
several distinct advantages. Heavy 
wire mesh so woven to expose an 
absolute flush working surface for 
stock handling ease, gives complete 
ventilation, prevents warping or mois- 
ture accumulation, allows no dust or 
dirt accumulation, allows maximum 
sprinkler system operation and per- 
mits the filtering of light through 


complete structure for better working | 


conditions. Shelves are adjutable to 
any position without trouble, allowing 


complete flexibility of equipment for | 


changing stock requirements and per- 
mits a more compact stock arrange- 
ment. 
lows access to material from any di- 


| rection without hindrance. Built to fit 


any material handling requirements, 


these racks may be obtained in any | 


size and are standard equipped for 
stationary, portable or mono-rail in- 
stallation. Primary buying officials 
to be contacted in introducing this 
product are plant manager, purchas- 
ing agent, superintendent, foreman.— 
Superior Wire & Iron Products, 1054 
E. 76th St., Chicago. MILL SUPPLIEs, 
June, 1937. 


Small-Sized Diesel 





17 A new diesel has been developed 
«to meet the demand of small 
power users for a heavy-duty, con- 
tinuous-service stationary engine. It 
is available in two- and three-cylinder 
combinations with ratings of 60 and 


90 horsepower at 450 r.p.m., and can | 


be furnished for direct-connected, 
belt or electric generator drive. 
With an 8&8 ¥-in. bore and 103-in. 
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Center post construction al- | 





CHICAGO 


HAMMERS 


CHICAGO RAWHIDE MFG., CO. 


1290 Elston Avenue, Chicago 























BONNEY 


TOOLS 


are the 


Finest 


that money can buy 
Write for Catalog IW 


Bonney Force & Toot Works 


Allentown, Pa. 







Wrenches 
Construction Wrenches 


15° angle. Avail 


Structural 


head 


with onset 
s at 
‘otiieldel tal ( Cr | 
f gea tee 
with 


3d in 


arbor 
lalal-i¢el 4a] 40mm. lale} 
AA | 
. oe fF 
C | 
tee 


me-Vanadium 


peninas trom 


Tv. 





You, too, will be ENTHUSIASTIC 
about The Standard Line 


® Good tools build a reputation that gets around. 
Ask your more particular customers about Standard 
Electric Tools. They are easier to sell . . . and profit- 


able. The Standard Sales Plan is as complete as 
the line. We have a definite distributor arrange- 
ment and sales policy we would 
like to tell you about. It's well 
worth your while. Write us 


today! 





o— 


1937 


STA 


25 YEARS’ SERVICE 
TO INDUSTRY 


1912 





THE 


NDA 


ELECTRICAL TOOL CO. 


Ro 


1950 West Eighth Street 


Cincinnati, Ohio Ss) 





aaeen/ 
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stroke, this diesel is small enough to 
be installed where space and head 
room are limited, and it is applicable 
for any power requirement within 
its horsepower ratings. Two impor- 
tant principles, direct airless injection 
of fuel and two-cycle design with 
crankcase scavenging, result in use 
of an absolute minimum of moving 
parts. This, along with a medium- 
low speed, means greater reliability 
and lower maintenance cost. Primary 
buying officials to be contacted in in- 
troducing this product are plant man- 
ager and chief engineer. Fairbanks, 
Morse & Co., 900 S. Wabash Ave., 
Chicago. MILL SuPPLIEs, June, 19537. 


Water Gage Illuminator 


: 








18 A simple and efficient device for 
quick and certain reading of 
water gages consists of a neon light 
tube and a magnifying lens placed 
behind the gage, attached by two 
screw clamps which grip around the 
top and bottom water gage fittings. 
The water or liquid filled part of the 
gage glass stands out as a broad neon 
red band, the empty space above ap- 
pearing as a hair line red stripe. The 
water level can be read distinctly, 
day or night. Neon rays penetrate 
not only darkness, but mist, steam, 
dust and fog almost as readily. The 
manufacturers claim that this new 
illuminator gives clear visibility of 
the actual water level at a distance 
of 150 feet or more under any condi- 
tions. The reading is direct, no mir- 
rors or reflectors, therefore, no danger 
of false reading, and in consequence 
a lessened risk of burnt-out boiler 
tubes or more serious accidents. Pri- 
mary buying officials to be contacted 
in introducing this product are pur- 
chasing agent, plant manager, chief 











engineer and master mechanic. The 
Wright Austin Co., Detroit, Mich. 
MILL SuppPuigs, June, 1937. 





Poe. 
ADVANCE 


GET AR MOVERS 







Washer Punch 


US 
GIVE | “ ACCEPTanc, 


@ Wherever cars are moved on railroad sidings, 
the Advance-Badger line of car moving tools will 
be found doing good service and saving money 
for users. Get your customers to give them a 
chance to show their ease of handling, their 
power and ability to "take it," and you immedi- 
ately get user acceptance. 




















The Power King shown is a heavy duty tool 
that can move a locomotive if necessary. It has 
no equal for heavy duty work. Distributors can 
insure substantial profits for themselves by 
recommending the Power King and the complete 
line of Advance-Badger Car Moving Tools. 





Let us acquaint you with the details. 


1 This new washer punch cuts POWER ADVANCE MOVER COMPANY 


washers out of metal, fabric, KING APPLETON, WISCONSIN 
gasket material, fibre, steam packing, CANADIAN FACTORY—CANADIAN ADVANCE CAR 
straw-board, asbestos, leather, felt, MOVER CO., WELLAND, ONT., CANADA 
cork, rubber, bakelite, mica, and any 
other similar material up to ,|,” Se : ~ 
thickness. With only 18 hardened 
dies, which are furnished with the 
machine, it is possible to obtain 150 
different washer sizes. This die 
punch will be found valuable in all 
kinds of repair, maintenance, ma- 
chine shops, experimental depart- 
ments, and other places where me- , 
chanical work is ak Dies are | ONE OF PARKER Ss SEVEN 
mounted in an eccentric turret plate, 
thereby placing them all as close to LITTLE BEARS TELLS HIS 
the edge as possible and making it | 
more polled to center and with- STORY — 


draw the washers from the machine. 
























The centering system incorporated “Our tool steel jaws cover the entire top 
insures concentric punching. Pri- Ss 

mary buying officials to be contacted of the vise and are renewable, tool steel 
in introducing this product are plant pinned on—they cannot work loose and 
manager, purchasing agent, superin- Y - : 

tendent, chief engineer, and master they sure grip like a grizzly. 


mechanic. Ideal Commutator Dresser 


Co., Sycamore, Ill. MILL SUPPLIEs, Sell Parker Vises for vise jaw service 


June, 1937. and satisfaction.” 

: SPECIAL NOTE 

Asbestos Sheet Packing 
The rest of the family (7 in all) are anxious to 
20: new sulphur-free, Neoprene- tell their story—a letter from you is all that is 
bonded, compressed asbestos needed. 

sheet packing offers increased resist- 
ance to oil as well as to such refrig- Want the Story? 


erants as Freon, Methyl-Chloride and 
sulphur-dioxide. Absence of sulphur 
in its composition makes for a pack- 
ing that will not corrode metal parts. 
This packing is available in 50’7x50” 
sheets in 2’, 7: and ,\,/7 thick- THE CHARLES PARKER CO. 
nesses. Primary buying officials to be MERIDEN—CONN., U. S. A. 
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Repeat Orders 
are a 
Sure Indication 
of 
QUALITY. 


THE 
IDEAL 
PACKING 


FOR 


SUPER-HEATED 
STEAM 


AND 


COMPRESSED 
AIR 


Its great heat- 
resisting qualities 
and perfect single- 
strand lubrication 
insure fewer 
packing renewals 
and less interrup- 
tion to service. 


“Palmetto” has no 
equal for  high- 
pressure, super- 
heated steam and 
compressed air, 
as it is made of 
the longest asbes- 
tos fibre obtain- 
able. 


BRAIDED FOR RODS. 
TWISTED FOR VALVES. 


Send for ABC 
packing chart 
covering all our 
brands. 


Buy Through 
Local Dealer. 
Insist on Genuine. 


Greene, Tweed & Co. 


Sole Manufacturers 
109 Duane St. 
New York, N. Y. 
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contacted in introducing this product 
are purchasing agent, superintendent, | 
maintenance sperintendent, and chief 
engineer.—Mechanical Rubber Goods | 
Division, The B. F. Goodrich Com- | 
pany, Akron, Ohio. MILL SUPPLIEs, 
June, 1937. 


Adjustable Square 


A new adjustable square having | 
2 a 4-in. blade particularly 
useful to toolmakers and other users 
who require the capacity which a 4-in. 
blade allows. Its larger size makes 
it suitable for many classes of work 
which adjustable squares with a 
shorter blade cannot accommodate. 
The blade is tempered. Beam is 26 


is 


in. long, hardened and ground. Pri- 
mary buying officials to be con- 


tacted in introducing this product are 
purchasing agent, plant manager, 
maintenance superintendent and fore- 


man.—Browne & Sharpe Mfg. Co., | 


Providence, R. I. MILL SUPPLIES, 


June, 1937. 








Trade 
Literature 








Mica Schist-or “The Whetstone in 


| American History” is an unusual 


and interesting little booklet pub- 
lished by the Behr-Manning Cor- 
poration. It tells the little known 


| story of the discovery of a natural 


deposit of mica that made possible 
the earliest sale of whetstones com- 
mercially speaking, in the history 
of the country. Written by H. 8. 
Bryant, and attractively illustrated, 
it captures the reader’s imagina- 
tion, and will appeal especially to 
those who know and love the White 
Mountain region. It was there 











NO REPAIR SHOP 
CAN AFFORD TO BE 
WITHOUT THEM! 





SHIM STOCK 


IN HANDY CARTONS 


Simply pull the thin shim stock through 
the slot and cut it off!" 

These handy cartons of thin brass or 
steel shim stock will save time and 
trouble AND PREVENT WASTE in every 
tool room, maintenance and repair shop. 
Precision shim stock... thicknesses from 
001” to 015”: strips 6” x 100”. 

(Shim brass and steel also suppl'ed in 
rolls 6” wide and sold by weight. 

SOLD THROUGH MILL SUPPLY HOUSES 
A complete line of shim stock 
and arbor spacers 


LAMINATED SHIM COMPANY, 
LONG ISLAND CITY 


INC. 
NEW YORK 
743 











that a New England farmer, Noyes, | 


by name, first discovered the pre- 
cious substance, by accident. The 
Behr-Manning Corporation, makers 
of abrasives, will send this little 


| book to anyone writing for a copy. 


It is entertaining and informative, 
—well worth obtaining. Behr- 
Manning Corp., Troy, New York. 


Magnetic Hand Book—A loose-leaf 
manual compiled in answer to the 
demand for a standardized catalog, 
containing technical data, illustra- 
tions and description of the various 
phases of magnetic engineering. It 
is a comprehensive survey of the 
subject. In the section devoted to 
magnetic separation, the separation, 
concentration and purification of 
ores, minerals, sands, food stuffs, 
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FULL-FINISHED 


FLAT HEADS 


There is a difference 


screws. 


in flat head cap 
You'll find Triplex are burnished 
on all surfaces, heads shaved, accurately 
pointed and threads clean-cut. Precision 
quality makes Triplex a better source of 
supply. 

Write for samples, price list, catalog. 


THE TRIPLEX SCREW CO. 
5307 Grant Ave., Cleveland, Ohio 


IPLEX 


CAPVAND SET SCREWS, BOLTS AND NUTS 














|grain and numerous other classes ADJUSTING NUT OF 
LOWER PHIL KY of material, pottery and porcelain 

slip, pulverized clay; protection of rRiEa(bD PIPE WRENCH 
crushers, grinders and pulverizers, 
are made possible by the use of || and the different processes of wet : 
Gardiner Flux-Filled Solder. Its and dry magnetic treatment are a | 
uniform high quality and perfect few of the subjects covered. Nu- | / 
flux save time and material. En- merous types of friction devices A Wa AY 
ables both expert mechanics and employed in power transmission 


inexperienced help to do faster | and methods of suspended magnet 


: : ° 
and better | application are included in this 
work. manual. Stearns Magnetic Mfg. pins 





Co., Milwaukee, Wisconsin. 
Made in 


« 
both acid Aluminum Paint — This handsome Fa / 
and rosin- black and silver catalog contains SI ry 

















core in va- many illustrations and tells the 
rious allovs story of the advantages of alumi- 
andin num paint by means of charts and 
gauges as excellent drawings, with photo- | 
small as | graphs which give the reader a | 
1 32 of an clear mind picture of this product | 
inch. and what it has done for users. 
Available in 1, 5 and Some of the points stressed are: 
20-Ib. spools. a Better reflection of heat or light; 
modern methods and volume pro- greater resistance to sulfurous and 
duction Gardiner Solder costs less acid fumes ; better protection 
than even ordinary solders. against moisture ; better protection 
against rust and corrosion; ease of 
We also make solid wire, and bar || application. Aluminum Industries, 
solder and babbitts. Incorporated; Cincinnati, Ohio. 






















Sawmill Machinery—This company, 
rejoicing in 65 years of service, pre- 
sents a handsome catalog, full of 
pictures, charts, specifications 

everything that will help the reader 


to find the desired type of machin- 

3 ery. Among the types listed are 

| saw guides, power receders, rack- 

aS type dogs, Mississippi improved 

steel dogs, ring oil bearings, offset | 

knees, T-rail tracks, cab brackets, 

rope feed works, ball and roller 

bearings, belt feed works, steel 
é : 2 Ae head blocks, a band mill carriage 

at a J for portable rigs, a 25 inch gang and mud. 

D < S |edger, a dust conveyor, a side edger, Add to that the saving of 75% 

BELTING PRO UCT ball bearing lumber conveyors, | o¢ your wrench repairs because of 

@ Careful, expert manufacture of all Globe lumber trucks, trimmers, and ® | the unconditionally guaranteed 

Products assures you of consumer ac- | SWINS cut off saw. If you wish a housing: the no-slip no-lock re- 


N - 4 

\. A 2 <2 
— © ardiner = 
SS METAL CO 7a. & 
1833 Soe. Campbell Ave., Chicago, TI. 





IN ALL SIZES 
6'' TO 60" 


Guaran- 
teed housing 
won't warp 
so the adjust- 
ing nut never 
binds. Wide 
open, it 
doesn't clog 
with sand 











ceptance with complete satisfaction... | COpy, write the Corinth Mach inery s b- 
Globe makes it easy for you to sell. Company, Corinth, Mississippi. poeiniage mage eo 
e@ There's a Globe Belting and Webbing ren —r , 


product adaptable to nearly every large Catalog Insert The subject is pipe scale—a wrench that has 


industry and small business. And in “The Anti-Friction Bearing Taper earned its world-wide popularity. 
every line Globe builds you a sound 


repeat order business. ee Laer — | ERDEER0ID Wrenches are Easy to sell. 
cations and the outstanding advan- . 
eSELL THESE GLOBE LINES FOR THE RIDGE TOOL CO., Elyria, Ohio 


tages of this attachment are well 
YOUR BEST PROFITS... ze condensed and presented in this sin- 
SOLID WOVEN White Cotton BELTING - = 
ENDLESS WOVEN BELTS gle sheet. The Monarch Machine } 
Solid Woven Waterproof Apron Webbing Tool Co., Sidne y, Ohio. 
Treated Belting Spindle Banding | 
Harvester Webbing Linen Webbing 
Sifter Brush Webbing ind other Webbing Water Meters — In a handsome 
Shoe Machine —— and Belting new catalog just published by the | P i PE T ©] ©] L s 
Bolting Cloth Webbi Specialties : a : 
wnaigevbetepeing SOILS Well Machinery & Supply Co. of 
WRITE TODAY FOR INFORMATION| Fort Worth, Texas, its product, the 
Calmet oscillating piston water 
GLOBE WOVEN BELTING CO., Inc. meter is described in detail. A 
; ape kOe. 196) ; chart in color covers the “inflow” 
1402 CLINTON ST. BUFFALO, N.Y. and “outflow”, and in large and 


clear illustrations the register, up- 












Your customers will like 
this End pattern for pipes 
against flat surfaces and 
in La Fn om the 
many advantages of the 
Tat 


be eel regular GU 
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The 
LUBRIPLATE FILM 


Published in the interest of better lubrication 





Mr. Distributor— 


Do you know that in this day of 
modern high speed production 
machinery the use of just any lubri- 
cant doesn't go. No, sir — times 
have changed and smart industrial 
distributors who wish to keep pace 
with the modern trend of things 
handle LUBRIPLATE lubricants. 
Read the following letter from one 
of this county's largest container 
corporations who use LUBRIPLATE 


in six of their plants. 


"As you know, our machinery is of the 
high speed type, and with the constant 
increasing of the speed of these ma- 
chines, lubrication has presented itself to 
be one of our biggest problems to solve 
before we can increase speed to a much 
greater extent. 


The results of our experience with 
LUBRIPLATE have been very gratifying, 
as it has caused our machines to run 
much cooler, and the fact that LUBRI- 
PLATE stays put and lasts longer it has 
minimized our lubrication costs. 


LUBRIPLATE has done all you have 
claimed it to do.” 


Don't confuse or compare LUBRIPLATE 
with any other lubricant—it's in a class 
by itself and free of competition. 
Lubricants are one of the most widely 
used commodities in industry. Every 
plant, large and small, needs LUBRI- 
PLATE and every one of your salesmen 
can sell it along with their other lines. 


LUBRIPLATE has great sales appeal 
and our distribu- 
tors say it is the 
greatest entree 
medium. One dis- 
tributor reports 
over four hundred 
new accounts on 
their books since 
taking on LUBRI- 
PLATE. 


LUBRIPLATE is 
a highly profitable 
account of major 
line possibilities — 
we sure help you 
make it so. 


| We are extend- 

ing LUBRIPLATE 
distribution nation- 
wide — some dis- 
tricts are still 
open. Write today 
for complete in- 
formation covering 
this valuable fran- 
chise. 





LUBRIPLATE DIVISION 


FISKE BROTHERS REFINING CO. 
Established 1870 

129 LOCKWOOD ST. NEWARK, N, J. 

NEWARK. N. J i TOLEDO, OHIO 
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per main case, gear train, piston, 
measuring chamber and lower main 
case are shown and explained. A 
table of meter specifications and 
prices is included to facilitate or- 
dering, and the history of the com- 


pany is sketched in the closing | 
pages. For engineers this book 


should be useful and handy. The 
Well Machinery & Supply Company, 
Fort Worth, Texas. 


Sieve Shaker and Testing Sieves 
The Newark Wire Cloth Co., New- 
ark, N. J., manufacturers of high 
quality wire cloth and woven wire 
products, have recently issued a 
small folder which illustrates and 
describes its new “End-Shak” Test- 
ing Sieve Shaker. The folder tells 
how the End-Shak machine not only 


imitates hand testing but does a | 


better, quicker, and easier job of it. 
In addition, the folder contains con- 
siderable valuable information on 
Newark USS-ASTM Testing Sieves 
—the importance of accuracy—fea- 
tures of the U. S. Standard series— 


how sieves are graduated—the fin- | 


est wire cloth in the world (New- 


ark’s 400 square mesh)—and a | 
table of sizes, code words and 
prices.—Newark Wire Cloth Co., 


Newark, New Jersey. 


Brazing Alloy—A new bulletin de- 
scribing “Easy-Flow” brazing alloy 
is offered by Handy & Harman. The 
use of this brazing alloy is growing 
rapidly due mainly to the fact that 
it has the lowest melting point of 


high strength. It works equally 
well on both ferrous and non-fer- 
rous metals which makes it popular 
for joining stainless steel, monel 
metal and the many chrome-nickel 
and copper-nickel alloys now 
widely used. It also fills an impor- 
tant need in joining dissimilar met- 
als at low temperature. The bulle- 
tin is comprehensive, and may be 
obtained by writing Handy & Har- 
man, 82 Fulton St., New York City. 


so 


New Tool Booket—“‘Haynes Stellite 
J-Metal Cutting Tools”, a 52-page 
booklet of interest to every user of 
machine tools, has just been pub- 
lished by Haynes Stellite Company, 
a Unit of Union Carbide and Car- 
bon Corporation. This booklet, with 
over 60 illustrations of tools and 
machining operations, contains 
complete, detailed information on 


| 


' any brazing alloy giving joints of | 


how to obtain maximum results in | 


machining cast iron, malleable iron 
and most steels. Among the most 
important topics discussed in the 
new booklet are the recommended 
speeds and feeds for machining a 
variety of materials, methods of ob- 
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IT SELLS! 





It’s in 

demand 
every- 
where 
























CLEMENTS.- 
CADILLAC 


Because it's the oldest in the field; 
because it cleans safely, economically 
and thoroughly; because it’s the 
recognized leader, you can _ clinch 
sales with a Clements-Cadillac Port- 
able Electric Blower and Suction 
Cleaner. 

Cleans motors, switchboards, gen- 
erators, convertors, control boxes, 
as well as all intricate machinery and 
equipment. Converts instantly into 
a Suction Cleaner or Sprayer. Write 
today for distributors’ terms and free 
trial offer. 


CLEMENTS MBG. CO. 


6656 So. Narragansett Ave. 
CHICAGO, ILL. 











COLLIS 








SLEEVES — SOCKETS 
STANDARD TYPE 
and 


USE-EM-UP-TYPE 





DRILL CHUCK ARBORS 
for 


ALL MAKES OF CHUCKS 


SERVICE 
QUALITY 
ACCURACY 


THE COLLIS COMPANY 
CLINTON, IOWA 





























The 


Lonergan 


Line 


e I 
Dependable as Time! | grinding J-Metal tools. 


sive table of grinding wheels 





For 65 years the Lonergan 
name has been identified 
with the successful manu- 
facture of power plant 
specialties—dependability 
throughout the years. 

Today there are highly 
profitable possibilities 
with the LONERGAN LINE 

anywhere in the Nation. 
~ You are wise in rec- 
ommending Loner- 
gan Pop Safety and 
Relief Valves, 
Gauges and other 
Specialties, for they 
have withstood the 
test of time. 


Write for Catalog, 
prices and complete 


Model WT 
Pop 
Safety Valve 





information 
3 SPECIALTIES for 
POWER PLANTS 


Standard Since 1872 


J. £E. LONERGAN CO. 


213 RACE ST. PHILADELPHIA, PA 
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Write for your copy! 


DARNELL 
Caster & Wheel 


MANUAL 


A complete 192 
page manual that solves your customer's 


Not a mere catalog. 


caster and wheel problems, and points 
the way to greater profits for you. 
Profusely illustrated with descriptive 


diagrams! 


Darnell Corporation, Ltd. 


P. O. Box 4027-M, Station B 
Long Beach, California 


24 E. 22nd St. 36 N. Clinton 
NEW YORK, N. Y. CHICAGO, ILL. 


a, Li, Li, Li, Ln, Ll, Ln, Lr, 








taining longer tool life, proper tool 
grinding practices, and points to 
check to insure maximum results 
on any machining operation. In 
addition, complete tables are in- 


| eluded which indicate the conditions 


under which J-Metal is being oper- 
ated on specific turning, facing, bor- 
ing and milling jobs. Supplement- 
ing this information is a section de- 
scribing the proper procedures for 
An exten- 
in 
this section enables the user to 
select quickly the proper wheel for 


| any specific tool grinding operation. 


Several pages of the new booklet 
are given over to illustrations and 
descriptions of jobs being per- 
formed with special tools. These 
tools, primarily designed for spe- 
cific operations, are available in a 
wide variety of forms, including 
special turning, facing, boring, 
grooving, forming,  spot-facing, 
counter boring, end and face mill- 
ing, reaming, chamfering and cut- 
ting-off tools, together with milling 
cutters and boring blades. Although 
many of the machining operations 
performed by J-Metal are in high 


of the operations described apply 
to smaller machine shops, Because 
of the large number of tables and 
charts included in the new booklet, 
it is expected that it will now be 
even easier for shops handling 
many different kinds of machine 
work to obtain more economical re- 
sults with J-Metal. Copies of this 
booklet will be gladly furnished on 
| request by Haynes Stellite Com- 
pany, Kokomo, Indiana. 


Flasks and Jackets—Complete infor- 
mation about the flasks and jackets 
is contained in booklet number 551 
and will be sent by The American 
Foundry Equipment Company, 555 
S. Byrkit St., Mishawaka, Indiana, 
to anyone writing for copy. Perti- 
nent information given on 
featherweight (Dow-metal) flasks, 
| aluminum flasks, steel plate pouring 
| jackets, flexible aluminum pouring 
jackets, and flexible cast iron pour- 
ing jackets. The information con- 
tained in this booklet is brief but 
very informative. 


1S 


New Contractor Bulletin—A twenty- 
four page bulletin, WP-1061, show- 
ing equipment for contractors is of- 
| fered by Worthington Pump and 
Machinery Corporation. This bul- 
letin shows power, compressed air, 
drilling, pumping, and _ miscella- 


neous equipment on the job and in | 


the shop. Photographs show feed- 
drifters on tunnel work; wagon and 


rock drills on open cut work; port- | 
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YOU'LL NEVER HAVE DRILLS 
TAKEN FROM/224 STAND 







© 
ro 


« 





Twt 


Furnished free with 
an order for one each 
OB-8 1%” light duty, 
OB-4 \%4” standard 
duty and OB-5 ',” 
standard duty drills. 


worth dozens of drills 
on a shelf. 


374 pounds. 


once. 





The complete Signal drill line 
constantly on display — which 


ALL METAL « ATTRACTIVE 










ry ' “kl AL. 


PORTABLE 


FREE 


TO HELP YOU 


SELL DRILLS 





is 
is 
out of sight 


Your trade can handle 
these drills, too—another important 
feature in selling drills. 
is attractively finished in bright red 
and black—is 52 inches high; weighs 
Let this 
"salesman" go to work for you at 


The stand 


valuable 






SIGNAL ELECTRIC MFG. CO. 


Menominee, Mich. 








VICTOR 
M0-DKAFT EBM 





28" 


CEILING 





CEILING AND 
SHELF MODELS 


Setter coounc 
. LOWER GSZ/_ 


ASH in on the big 
demand for these 
modern, super-powerful 
circulators that replace 
many scattered installa- 





tions of small fans. The 
high velocity, long dis- 
tance, horizontal air 
stream ata height of 
8 ft. from the floor keeps 
all the air in constant 
motion—without drafts 
or blasts. Powered by 
extra-heavy duty motors 
and equipped with new- 
type, quiet blades. 


ACOMPLETE LINE 


All Sizes... All Types 
There's a Victor Fan 
model for every cooling 
need — and every one a 
mechanical masterpiece 
with many exclusive 








“BREEZE- SPREADER’ 
DESK AND WALL FANS 
No draftsa—no blasts, and 
pavetare no summer colds 
* Breeze - Spreader Satis- 
fying heat relief with safety. 








convenience features. 
Desk and overhead 
types; 8, 10, 12 and 16 in. 
sizes; stationary and 
oscillating. Every Victor 
circulating fan guaran- 





nF 





“//\\~ 


teed § full years. 








VICTOR OVER HEAD FOR 
COMMERCIAL COOLING 


GET THIS FREE CATALOG! 


Victor's dealer proposition is definitely 
different—more profitable—aci wally takes 
you out of price competition. Don't sign 
up for 1937 until you get the facts. Write 
for catalog, NOW! 


VICTOR ELECTRIC PRODUCTS, INC. 


130 Reading Road Cincinnati, Ohio 


ASK YOUR JOBBER 





MAKERS OF VICTOR VENTILATING FANS 
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| able compressors furnishing power 


for various operations; portable 
compressors, rock masters, and 
other equipment on highway and 
street construction; stationery com- 
pressors furnishing air for con- 


| struction work; small compressors 


| used 


for occasional service; diesel and 
gas engines furnishing power for 
dredging and other construction 
operations; pumps for drainage, 
dewatering, and dredging opera- 
tions; portable pumping units and 
heat treating machines for drill 
steel. The many photographs show- 
ing the application of equipment in 
construction work should make this 
bulletin both valuable and interest- 
ing to all contractors. It will be 
furnished upon request. Worthing- 
ton Pump & Machinery Corp., Har- 
rison, N. J. 


Suspended Magnets—New 
describing various types of safety 





bulletin | 


suspended circular, rectangular, and | 


hand magnets, together with illus- 
trations, description, and applica- 
tion data. For further information 
write Stearns Magnetic Mfg. Co., 
Milwaukee, Wisconsin. 


Standards—The seventh edition of 
its Standards for the pump indus- 
try has just been published by Hy- 
draulic Institute. The enlarged 
publication has been completely re- 
written and rearranged and much 
new material has been added, such 
as a new pump test code, charts for 
figuring friction of petroleum prod- 
ucts in pipe lines, specific pump 


speed curves, pressure-temperature | 


curves for pumping hot water and 
chart showing resistance of valves 
and fittings to flow of fluids. Rec- 
ommendations of materials to be 
in pumps handling various 
liquids, instructions for installing 
and operating different types of 
pumps, and much other material 
has been revised and brought up to 
date. The price of the book is 
$1.00. Copies may be had by ad- 
dressing Hydraulic Institute, 
West Street, New York. 


FHP Drives—A new and more com- 
plete sheet—V147C—giving prices 
on BROWNING FHP Drives. This 
sheet replaces V147B. Your atten- 
tion is directed to these changes 
and additions: Simplified numbers 
on “A” Bar Stock and Pressed 
Steel Sheaves. 41 New sizes “A” 
gr. Cast Iron Sheaves: Simplified 
numbers on “A-B” Bar Stock and 
Pressed Steel Sheaves. 52 New 
“A-B” gr. Cast Iron Sheaves: 55 
new sizes of FHP Supercord Belts 
including new 2%” line: Simplified 
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THEY WEAR LONGER 


because they 





THE Nen NICE 
Rep DIAMOND 
Ball Bearing 


CASTERS 


* Convenient grease fitting permits 
wheel to be completely lubricated 
in a few seconds. 


Dust covers and felt washers pre- 
vent dirt and grit from getting into 


— 


bearings which cause 50% of 
ordinary caster failures. 
Distributors will find profitable sales 


opportunities in selling these new type 
industrial casters. ... Write for catalog. 


NICE BALL BEARING CO. 


Nicetown, Philadelphia, Penna. 


























NEVERBREAK 
... CHROME BELT LACING 


More talking points— 


More sales 


Recommend NEVERBREAK to your trade. 
lt works under any and all conditions. 
Heat resisting with amazing tensile 
strength—400 Ibs. by test. After wetting 
it dries back to original soft and pliable 
state. 


Write for free samples and see for your- 
self what this remarkable lace is like. Not 
necessary to carry large stocks—one lace 
answers all needs. Let us give you full in- 
formation on this essentially new Chrome 
Belt Lacing. There are handsome profits 
waiting for you. 








CALIFORNIA TANNING CO. 


1905-7-9 Shenandoah Ave., St. Louis, Mo. 














| “R” Series with reference chart for | 
| obsolete numbers: Variable Pitch 


Protect Low Pressure and | Sheaves, which are used for small 
| Vacuum Lines against Expansion | motor drives, are now grouped with 
| and Contraction with HARRIS | FHP items with which they are 


| most frequently combined in serv- 
ice: 18 New sizes of 2 groove “A” | 


and “A-B” Cast Iron Sheaves for | 
COPPER small machines: 110 New sizes of 


Cast Iron Fan Sheaves. Copies of 
this sheet may be obtained from 

EXPANSION The Ohio Valley Pulley Works, Div., 
Maysville, Kentucky. 


n,n N E WwW S | 
Made in standard concave and (Continued from page 128) 
convex types, with cast iron or 
steel flanges. Sizes from 4” to 
60” diameter. American Foundry Has 

{| We also manufacture coils, Foundry Show Exhibit 

bends and special piping of A complete line of foundry equip- | 
non-ferrous metals and stainless | ment was exhibited by The Amer- 
steel. | ican Foundry Equipment Company, | 


. , . | 555 South Byrkit Street, Misha- 
List Harris Industrial Products | waka, Indiana, at the Foundry | 
in Your Catalog 


| Show, held in conjunction with the 
41st Annual American Foundry- | 


| men’s Association convention in the 
ARTHUR HARRIS & CO. : ‘ ; 


| Milwaukee Auditorium, May 3 to 7. 


























210-218 N. Curti 5 i. | : , < 
: is St., Chicago, Ii. | The premier showing of a new 

Coppersmiths, Engineers, Bronte Founders nae . . . 
and Float Manufacturers. Established 1884. sand conditioning machine in oper- 


ation comprised a large portion of 
the exhibiting space. Operating 
wheelabrator equipment, cleaning 
castings of all types, sizes and 4 by 
shapes, also was displayed. An Filler manulacturs int 
American Dustube Collector was in puilt to take PY 
operation in conjunction with the on 
Wheelabrator equipment. Non-op- 
erating minor lines manufactured 
by the company were prominently | 
shown. 
American Foundry men who were 
| to be present were: Verne E. Min- 
ich, O. A. Pfaff, L. L. Andrus, J. D. 
Alexander, C. L. Benham, H. H. | 
Haley, R. J. Hutchinson, E. A. Rich, 
| E. B. Rich, James Rigby, F. G. 
Schultz, E. J. Turnbull, A. H. Free- 
man, George H. Walsh and A, E. 
Lenhard. 








MECHANIC'S GRADE 
TORCHES 
AND 

FIREPOTS | 


CLAYTON & LAMBERT 
MFG. CO. 


DETROIT MICHIGAN | 








EAGLE MANUFACTURING CO. 
Wellsburg, West Virginia 


Parcell (Ridge Tool), Donahue (Stacy 
| Supply), Armstrong (Armstrong Brothers), 
Clark (Jacobs Chuck) leave the banquet for | 
= | points unknown (Memphis Convention). 
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Cutter 
Has 18 
Teeth 
Count 
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J. C. SECCOMBE 


Was recently appointed head of the indus- 
trial department of the Salt Lake Hardware 
Co. (See story on page 85.) 


Republic Steel Sponsors 
Plumbing Show Exhibit 


Republic Steel Corporation pre- 
sented a unique and colorful ex- 
hibit at the Home Comfort Exposi- 
tion of the National Association of 











THIRTY-TWO YEARS EXCLUSIVE Master Plumbers in Atlantic City, 
May 24 to 27. 

IN THIS FLEXIBLE SHAFT Within the exhibit space, flanked 

INDUSTRY MANUFACTURERS by an attractive display of corpo- 





ration and subsidiaries’ products, a 


real-life plumber was at work illus- 
FLEXIBLE SHAFTS and MACHINES 


trating the modern method of cut- 


GOOD SALESMEN ting and threading pipe. In an oil 
: . . painted mural there was_ repre- 

Bear Down on Quality Equipment and Become a Favorite Among ee meet hey : 
- : sented a familiar plumbing shop 
res cae s Why They Get Better Salaries. GET IN THAT CLASS scene, depicting faithfully sll the 
details of a type of plumbing shop 
“STRAND” HIGH QUALITY EQUIPMENT once common. Wrenches, bits of 


pipe, the ever present can of “‘dope”’, 
broken tile, dust-covered calendars, 
a battered pot stove and all the rest 
of the picturesque miscellany to be 
found in a plumbing shop were 
there, 


Vertical and Horizontal Machines—!/g to 2 HP., and attachments 
COVERING HUNDREDS OF OPERATIONS 


alal lls 


| eal’ 


HERE ARE A FEW OF THE SIXTY TYPES AND SIZES WE BUILD 








Bartlett Snow Change 
Address in New York 


The C, O. Bartlett & Snow Co., 
Cleveland, Ohio, announces the re- 
moval of its office in New York 
City to Room 404-E at 30 Church 


| St. The office continues in charge 

N. A. STRAND AND COMPANY | of C. W. Ross, district manager, 
EXCLUSIVE MANUFACTURERS who has represented the company’s 

Flexible Shaft Equipment foundry, drying, conveying and coal 

5001-5009 No. Lincoln Street, CHICAGO and ash handling equipment in that 


territory for more than 12 years. 
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Carborundum Band to 
Play at Lakes Exposition 


The famed Carborundum Band 
of 60, under the direction of Ed- 
ward D’Anna, which has been heard 
over the air waves for the past 
eleven seasons, has been invited to 
appear at the Great Lakes Exposi- 
tion at Cleveland. The band is 
scheduled to play two concerts on 
the afternoon and evening of July 
24 which day will be known as Car- 
borundum Day at the Exposition. 
The concerts will be given in the 
mammoth band shell in what is 
known as Radio Land. 

The band will be accompanied by 
a group of officials of the company 
including Frank J. Tone, president; 
G. R. Rayner, vice-president; F. H. 
Manley, treasurer; Charles Knup- 
fer, general sales manager; Arthur 
Batts, secretary; and a number of 
department heads, sales representa- 
tives and other employees. 





Here are some new faces seen in this group 
taken- at Ropes, Inc., Seattle, Wash., estab- 
lished November |, 1936. They are, left to 
right, G. L. Bettinger, buyer; C. C. Evans, 
shipping clerk; Martin T. Burkland, secretary; 
Lee A. Bellingar, vice president; Charles 
Gilkey, treasurer and manager. T. B. Morri- 
son, president of the company was not pres- 
ent at the time. 


Our Apologies to 
T. B. Wood's Sons Co. 


In the May issue of MILL SUP- 
PLIES the address of T. B. Wood’s 
Sons Co. was incorrectly given as 
Brooklyn, N. Y. The correct ad- 
dress of the Wood firm is Cham- 
bersburg, Pa. 


New Stanley Distributor 


The Cornell Supply Company of 
Toledo, Ohio, have added the com- 
plete line of Stanley electric tools 
to their stock of supplies, tools and 
equipment for the industrial trade. 


Hardware Men Meet 


Members of the Southern Hard- 
ware Jobbers Association and of the 
American Hardware Manufactur- 
ers Association held a joint con- 
vention April 19-22, at Hotel Roose- 
velt, New Orleans, La. 


ONE WORD 


DESCRIPTION OF OUR GREAT LINE OF 
TWIST DRILLS, REAMERS, HOBS, MILLING CUTTERS, Special TOOLS 


NATIONAL TWIST 


DETROIT U. S. A. 






DRILL... TOOL CO. 


veo 19:4. YwrOtYS 








Tap and Die Division, WINTER BROS. CO., Wrentham, Mass. 


Factory Branches: * New York * Chicago © Philadelphia © Cleveland 


© Distributors in Principal Cities 
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SALES OPPORTUNITIES 


In Most of Your Customers Plants 








DESMOND DRESSERS AND CUTTERS 


* 
SIMPLEX 


Steel Slide 


VISES 


The exclusive 100% solid steel 
slide makes them stronger and 
more serviceable. 


Evers one of your customers’ grinding 
wheels will grind faster and more ac- 
curately if it is regularly dressed and 
trued with Desmond Dressers and 

Cutters. 

We make the only complete 
line of these tools and 


, - The ad 
their national accept- 


vantages of 


ance makes sales this modern vise 
easier for you. ae all aii ts 
your Customers and you 

will like our uptodate sales 


assistance and co-operation. 
Let us send you our new vise 

catalog and full information on our 
listributor co-operation. 








You will find many sales and good repeat orders on Desmond Dressers and 
Cutters and Simplex Vises. These lines are worth investigating to-day. 





THE DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 








Hexagon Head Cap Screw 


For Your 


“Western” because 
line is complete. 


LERRRUORD EMME Deb eo ee 


finished product 
operation is under 


One Source 


Screw Products 


@ When you buy from 
the 


From raw material to 
every 
the 





Standard Products Illustrated Above 
Socket Products Of 


Fillister Head Cap Screw 


Flathead Cap Screw 
Square Head Set Screw 
Headless Set Screw 
Milled Steel Stud 
Milled Taper Pin 
Hexagon S. F. Nut 
Hexagon Castle Nut Set S 


THE WESTERN AUTOMATIC MACHINE SCREW CO. 
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Alloy Steel Heat Treated 
Socket Set Screw 

Socket Head Cap Screw 
Socket Screw Wrench 
Socket Head Stripper Bolt 
Square Head Dog Point 
crew 


supervision of our metal- 
lurgists, engineers, and 
production men . as- 
suring you and your cus- 
tomers uniformity of prod- 
uct at all times. 

Distributor co-operation has 
always been a part of our plan 
from 1873 to 1937... 64 years 
of fair dealing. 


Send for complete catalog on 
the products illustrated above. 


MAIN OFFICE & FACTORY — ELYRIA, OHIO 
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With 20 or more salesmen out selling a 
great variety of lines, J. R. Schoenfeld, man- 


ager of the mill supply department of 
Schwabacher Hardware Co., Seattle, Wash.. 
has plenty to do. But when the MILL 
SUPPLY newsgatherer called, J. R. did have 
time to step outside for this photo. 


Announce Full Line 
of Protective Coatings 


The Wailes Dove-Hermiston Corp. 
has announced a complete line of 
protective coatings for industry, 
including the nationally known 
“Bitumastic Black” solution. These 
products are being marketed by the 
industrial division, under the direc- 
tion of Julio F. Sorzano. A complete 
sales promotion program has been 
released. 

Items in the line are Bitumastic 
Black solution and_ Bitumastic 
Super-Service Black, which have 
been used in problem maintenance 
work for many years; Chromastic 
Aluminum Paint—a new product 
with a rust-inhibiting vehicle, iden- 
tified by the opaque yellow color (of 
the vehicle); Bitumastic Exterior- 
Interior Paint—a general all-pur- 
pose coating; Florex Floor Enamel; 
Bitugloss Industrial Enamel, for 
machinery and equipment; Ther- 
mastic High Heat Aluminum; Chro- 
mastic Metal Primer and Bitulite 
Mill White. 


Wickwire Spencer 
Ends Trusteeship 


According to an announcement 
made by the company, the trustee- 
ship under which the Wickwire 
Spencer Steel Co. has been operat- 
ing was dissolved effective May 1. 
The firm will continue operations 
from the same locations and with 


Sk kA 
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Kamloops trout are the prizes being held up 
by Charles H. Harden of Chas. H. Harden 
& Co., Seattle, Wash. Charlie says they 
are the hardest fighting and the sweetest 
eating that he knows. He goes after them 
once a year at Bear Lake way up north in 
British Columbia. 


Klinger-Dills Want 
To Buy "Lubricool" 


The following communication is 





| Here’s the Most Complete Line of 


| 
| 


received by MILL SUPPLIES from | 


R. T. Dills, of Klinger-Dills Co., 
Dayton, O.: 


“We are still receiving calls for | 


‘Lubricool’, a lubricating product 
which we formerly bought from 
Kreighoff & Fisher, Chicago, a firm 
which, we understand, is now out of 
business. Possibly there are a num- 
ber of jobbers in the country who 
would be willing to sell their stock 
of ‘Lubricool’. If so, we will pur- 
chase up to 200 pounds of it, pro- 
vided the price is satisfactory.” 
Any distributors interested in 
this request are asked to commu- 
nicate directly with Mr. Dills. 


New Address for 
Fiske Refining Co. 


Fiske Bros. Refining Co., is mov- 
ing into a new general office build- 
ing at their Newark, N. J., fac- 
tory. The address is 129 Lockwood 
Street. This company also has a 
large factory and district offices at 
Toledo, O. 


Strand Agent in Canada 


N. A. Strand & Co., Chicago, 
have recently made exclusive 
agency arrangements in Canada 
with William & Wilson, Ltd., cov- 
ering the provinces of Quebec, On- 
tario and the maritime provinces. 
A substantial stock of machines and 
equipment will be carried both at 
Montreal and Toronto. 


| 
| 
| 


* 





— is the largest single manufacturing source for cor- 





rosion-resisting valves, fittings and pipe. We offer dis- 
tributors the most complete line of equipment for plants where 
tough valve and fitting problems are the general rule. Aloyco valves in popular types and 


sizes are carried in stock, ready for immediate shipment in the chrome nickel 18-8 group. 


Think what this means to you. No sales opportunities lost. Customers’ wants satisfied 


promptly .. . efficiently . . . profitably. 


Remember, it is Aloyco’s policy to cooperate with distributors in sales and service. If 


you do not handle this complete line, write today for full information, catalog and price list. 


Alloy Steel Products Co. 


1500 WEST ELIZABETH AVENUE © LINDEN, N. J. 
Representatives and Distributors in Principal Cities 


* Only organization specializing exclusively in manufacture of 
valves and fittings of corrosion-resisting alloys and pure metals. 








LOWELL 


BAF ETYZSTEEL 
2s eae 


THE SAFE AND SURE 


REVERSIBLE RATCHET 
THAT WILL BRING 
SATISFIED CUS- 
TOMERS AND 


REPEAT 
BUSINESS 










OUR 
GUARANTEE 


A New 
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